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The Plus Values of Representing the North America Companies“°'"**** 











CUSTOMER 
SERVICE 


talauced, Mowe your Custombed- 


another of the “Plus Values” 


of representing the North America Companies 


If not, perhaps it's Ocean Marine that’s missing! 


Even if vowre located inland, far from a river, 
lake or bay, don’t let that stop you! Chances are 
you've plenty of Ocean Marine business right in 
your own “high and dry” area—just waiting for vou 


to service it 


Here’s how one Agent did it. First he made a 


list of the foreign traders in his own town—a small 
town, by the way, far from an overseas shipping 
point. Then he called on this list of prospects 


offering the convenience of North America’s Sea- 


port Service System 


Get in touch with vour nearest North America 


Service Office 


\sk for a marine expert to tell vou 
how vou can add the “missing volume” that mean 


dlanced service to vour Customers. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE Philadelphia 1. Pa. 


Pioneers in Protection—Serving with 20,000 Agents in the Public interest 











Reinsurance 


1s 


Seibels, Bruce & Company 


REINSURANCE MANAGERS 


COLUMBIA, S$. C. NEW YORK, WN. Y. 
CALL LD 72 ttt JOHN STREET 

















= 
Loss requires proof 
of current actual 
cash values..are your 
clients prepared? 


@ Reliance on book values for insur- 
ance is misleading and dangerous. | uu 35 36 37 36 W243 4H MS Me 47 

Actual cash values established by | 

i ‘ : Ri. cm—— 1952——_, 

Continuous American Appraisal 30 Fire 90 30 Fire 90 
Service furnish the proper basis for & Cas. Stocks & Cas. Stocks 


‘ — | January 3! 171.4 191.7 198.6 209.5 
coverage, re-rating, and proof of loss. February 29 168.9 184.7 194.7 203.1 


; March 31 172.4 193.5 192.8 200.8 
The insured will appreciate such April 30 190.7 1952 
counsel from you. May 3! . 176.0 189.4 
June 30 184.3 198.2 
July 31 184.0 201.7 


The AMERICAN | August 3! 187.2 198.8 


September 30 185.4 194.9 


APPRAISAL | November30... 19682088 


Company | December 31 204.2 211.0 
The index of 90 stocks is based on Standard & Poor's daily stock price 


indexes of 50 industrial, 20 railroad and 20 public utility stocks combined 
The 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944 








Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 























BUILDING COST INDEX 





Pioneers in Multiple-line Underwriting 


L i Ricliataill 
NITY UNIVERSAL 
R 1 I JMOL . Feb. 
1939 1953 
log wean Al ‘ Boston 210 573 Minneapolis 539 
\ R | y} New York 219 574 Kansas City 528 
- sa i =f Buffalo 205 597 = St. Louis 559 
Baltimore 198 580 Atlanta éil 
DALLAS, TEXAS Philadelphia 196 563 Dallas 518 
Pittsburgh 219 559 New Orleans 575 
Cincinnati 209 545 Denver 516 
Cleveland 206 567 Seattle 578 
Chicago 205 534 San Francisco 523 
FIRE © CA SUALTY © B ONDS Indianapolis 206 579 Los Angeles 
‘ Detroit 208 593 os a 
Milwaukee 209 603 National Average 200 567 





Edward T. Harrison, Chairman of the Board 
J This index (1918 = 100) applies to construction only and does not in 
Gordon . Yeargan President clude building fixture items such as plumbing, heating, lighting, sprinkler 
“ system, etc. It is based on average costs under sauenl conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 

the composite of four types of buildings, frame, brick, concrete and steel 
and therefore should be used only as a trend as it is not applicable to 

specific buildings 


Furnished through the courtesy of American Appraisal Co 
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INSURANCE STOCKS 


Bid Prices 

Furnished through the courtesy of The First Boston Corporation 
Fire and Casualty Companies 

March 


1953 Range 
High Low 31, 1953 


Aetna Casualty & Surety Company 114%, 14 f > 
Aetna Insurance Company 644, MG A Py OPn ts AY 2 
Agricultural Insurance Company (Old) Pll, é 


Agricultural Insurance Co. (New) ‘4 3 % 
emer KEYED. MAII_SAIES” 


American Equitable Assurance Company 





ameriet Be lmeance Comer ~~ ak my with unusual 
Automobile Insurance Compan) . : 


Bankers & Shippers Insurance Cor J , 7 success: 


Boston Insurance Company 
Camden Fire Insurance Association 
Continental Casualty Company 

Continental Insurance Company 

Employers Group Associates 

Employers Reinsurance Company 

Federal Insurance Company 

Fidelity & Deposit Company of Maryland 

Fidelity-Phenix Fire Insurance Company 

Fire Association of Philadelphia 

Fireman's Fund Insurance Company 

Firemen's Insurance Company (Newark) 

General Reinsurance Corporation 

Glens Falls Insurance Company 

Globe & Republic Insurance Company 

tilobe & Rutgers Insurance Company 

Great American Insurance Company 

Hanover Fire Insurance Company 

Hartford Fire Insurance Company 

Hartford Steam Boiler Insp. & Ins. ¢ 

Iiome Insurance Company 

Insurance Company of North America 

Jersey Insurance Company of New York 

Kansas City Fire & Marine Insuranc 

Maryland Casualty Company 

Maryland Casualty Conv. Pfd 

Massachusetts Bonding & Insurance Co 

Merchants Fire Assurance Company | 

Merchants & Mfrs. Fire Insurance Co 4 3 } A 

National Casualty Company , 2 : ¢ ere 
National Fire Insurance Company 2 or UMBO CARDS 
National Union Fire Insurance Company 


New Amsterdam Casualty Company yn : 3 NEWSPAPER 
‘ 2 2 | s s ie MAT ADS 


New Hampshire Fire Insurance ompany 
New York Fire Insurance Company 
Northern Insurance Company - - 7a R SUGGESTED 
North River Insurance Company ; F 284 aa \ ; 4 ; FOLL UP LETTERS 
Northeastern Insurance Co, of Hartford 1 ‘set! . s: . é Ow: 
Northwestern National Insurance Company 
Ohio Casualty Insurance Company 
lacifie Fire Ins ance Company tl. On . 

~~ ne — oe The Berkshire Mutual Fire “Keyed-Mail-Sales” program is 
Pacific Indemnity Company yy ‘ 

helping agents reach sales volumes never thought possible 


Peerless ¢ iualty Company 

Phoenix Insurance Compan) 2 ...on the sale of every type of insurance you handle! 

revidence Washington Insurance Company 31! , pa | . 

Providence Washington Ins. Co. Conv. Pfd Write today for all the interesting details on how you 

Reinsurance Corporation of New York : 7 can join the Berkshire Mutual “family”. . . and use the new 

ee a ‘ oe rexas ; 7 2 "5 Keys To Successful Selling plan to help you create 

St. Paul Fire & arine Insurance Company . 311 hk, 

Seaboard Surety Company 0014 prospects and build leads into profitable sales 

Security Insurance Conipany (New Haven) : 

Springfie ‘ire & Ms » Insurance Co 38 ‘ ¢ “a , , : 

Syrtaghela Fire & Marine Insurance ¢ There are localities in the following States in which we 

Standard Accident Insurance Company hy ‘ 8 : é 

U. S. Fidelity & Guaranty Company (Old) are interested in aggressive agency representation: 

U. S. Fidelity & Guaranty Company (New) ; ie i Connecticut Maryland North Carolina 

U. 8S. Fire Insurance Company ily Delawore Massachusetts Ohio 

U. 8. Guarantee Company - 2 Georgio New Hompshire Pennsylvania 

Westchester Fire Insurance Company = , Ilinois New Jersey Rhode Island 
LIFE COMPANTES Maine New York South Carolina 


Aetna Life Insurance Company (New) ; t Vermont 


Colonial Life Insurance Company 
Columbian National Life Insurance Co 


Connecticut General Life Insurance Co ; 
Continental Assurance Company i 2 2 | 
Franklin Life Insurance Company § mi $ 
Jefferson Standard Life Insurance Co il, Oly ‘ 
Kansas City Life Insurance Company 553 f 35 

Life — Casualty senseayaen gt ‘ompany 3 274% 2s1, . 1 R 7 1 N S U R A | C EB . OM PA N Y 
jfe Insurance Company of irginia } : 

7 —_- - PITTSFIELD, MASSACHUSETTS 


Lincoln National Life Insurance (+ ‘ 
Monumental Life Insurance Company SERVING THROUGH LOCAL AGENTS SINCE 1835 
National Life and Accident Insurance ‘ 


Travelers Insurance Company 





of the Year-After-Year Dependability of 
ADT Protection is Presented in These 


Remarkable Performance-Record Figures 


PROOF 


Efficiency of ADT Central Station 
Protection Services in establishing a high 
degree of immunity against fire, burglary 
and other hazards is reflected in the 
accompanying performance record for 1952 
and for the past ten years. 


These figures present convincing evidence of 
the outstanding effectiveness of ADT Protection 
in minimizing losses and consequently giving greater 
assurance of uninterrupted business operations. 


Such performance is made possible through 
round-the-clock supervision, regular inspections 
and tests and complete maintenance of ADT 
protective systems by specially trained personnel. 


These vitally important factors are a 
standard part of ADT Service. They are the 
features which give ADT its all-important 
plus value in the protection of life and property. 


Let us tell you how ADT Services 
can be applied to give 
better protection at lower cost. 


WATCHMAN’S REPORTING AND 
MANUAL FIRE ALARM SERVICE 


Investiggtions of failures of 
watchmen to signal 


Central Station on schedule 214,472 


Total number of signals 
recorded 329,640,416 


Watchmen’s patrol efficiency 99 93 100ths 
Alarms from Manuol 

Fire Alarm Boxes 390 
Insurable values of 


properties protected $18.641,990.000 


Ratio of losses to insurable 


values protected 5 100ths of | 


99 bin 


99 0% 


Fire loss immunity in 1952 


AVERAGE FIRE LOSS IMMUNITY 
DURING THE PAST TEN YEARS 


Controlled Componies of 
AMERICAN DISTRICT TELEGRAPH COMPANY 
155 Sixth Avenve, New York 13, N. Y. 
CENTRAL STATIONS I” PRINCIPAL CITIES 


SPRINKLER SUPERVISORY AND 
WATERFLOW ALARM SERVICE 


Tate! 
) 


$13,246,349,000 
7 100 


2, 100ths of 1 


99 **/ 100” 


99 35% 


AVERAGE FIRE LOSS IMMUNITY 
DURING THE PAST TEN YEARS 


BURGLAR AND HOLDUP 
ALARM SERVICES 


ADT Pr 


99 "tS veh 
906 
99555% 


AVERAGE BURGLARY LOSS IMMU- 
NITY DURING THE PAST TEN YEARS 


ADT protected v —— a 
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COMPANY DEVELOPMENTS | © :iat Travelers Mowat Acc Ass 


ommercial Union Assurance Company, Ltd 
A SUMMARY of the insurance company developments ommercial Union Fire Insurance Co New York 
throughout the United States and Canada in recent months ortland County Patrons’ Fire Relief Assn Preble, 
appears hereafter. This summary includes notices of examina- o-operative Windstorm Ins. Co Greenville 
trons conducted, and also new, licensed and retired companies Nelhi Ins. Co : Delhi 
armers Co-op. Fire Ins. Co. of Steuben Co 
Hornell 
ARIZONA A\dmitte armers Fire Ins. Assn. . Oak Hill 
e Ins. ¢ Los Angeles, Cal. farmers Mutual Ins. Co Pine Plains 
nlat Empire Ins. ¢ Boise, Idaho armers’ Reliance Mutual Ins oO Montour Falls 
Millers Mutual Fu n 0 Fort Worth, Texas “armers Town Mutual Ins. Cc Staatsburg, 
Ohio Farmers Ind o LeRoy, Ohio armers Town Mutual Ins. Co. of Red Hook 
Ohio Farmers Ins o LeRoy, Ohio Red Hook 
Public National s Miami, Fla Fulton d Montgomery Co 


AAA 


“ 


\msterdam 


A. 7. 
A 


( sane eee® 

Baltour-Guthr 
‘ s Germantow! 
Birmingham Fire Ins minghan vick > ! Hartwick 


International Ser 


A 


\ S a 
LENO' wrtrig t l Ins. Asst 


Central Securit Ins oO NH , ] . 
, rchants Mu 


‘ asualty ¢ 
American Live ocl oe ; " Meredith Ins. Co lreadwell 
. ; . New Baltimore Mutual Ins. Assn West Coxsackic 
IOWA dmittec New Scotland Mutual Ins. Co Clarksville 
1 Akron. Ohi Palatine Insurance Company, Ltd London 
Patrons Fire Relief Assn., of Seneca Co Interlaken 
MARYLAND itted Pittstown Co-operative Fire Ins. Co Valley Falls 
Bituminous Casualty Rock Island, Il Saratoga County Mutual Fire Ins. Co Schuylervill 
"NN ithdrew Service Fire Ins. Co New York 
Bankers Indemni Ins. Co Newark, N. J Tompkins, Schuyler and Tioga Co. Patrons 
Fire Relief Asst Trumansburg 
MASSACHL 5 rl > Examined , Union Assurance Society, Limited Londor 
Lym Mutual Fire Ins. Co oncord Wakon Co-operative Bire Ins. ¢ Waltos 
Mi “ey Mutual Fire Ins. Co — West Seneca Mutual Fire Ins. Asst Ebenezer 
-r itual Boiler and Machinery Ins. Co sosto Wyoming County Patrons’ Co-op. Fire Relief Asst 
ies Fire Assurance Ce ring held Warsay 
a aw 
Transportation Mutual ‘ : 
PENNSYLVANIA Examined 
MINNESOTA ithdre American Independent Mutual Casualty Co. Philadelphi: 
Bankers Indemnit ns ‘ warl Empire Mutual Ins. Co Philadel phiz 
Mutt al Assurance Company Philadelphi: 
EBRASKA erged Philadelphia Manufacturers Mutual Fire Ins. Co 
Dependable Accidet ns oO Fall 1 Philadelphiz 


A A AY A Ay 
i a en 


Summit Fidelity 


ye A 
Se 


a ae + 


7. 


A 


1 \lotoal r 1 1; ] 
armers M ‘ o dison, \ RHODE ISLAND. \dmitted 
German Mutua a st ubur ‘ rovernment Employees Ins. Co Washington, 


RS Imit 
"Prevent vite nd Casualty Co Chattanooga, Tenn. | > rt rH CAROLINA Examined 
Withdrew South State Ins. Co Spartanburg 
vlna saan india: SOUTH DAKOTA 
NEW YORK Withdrew Security General 
Bankers Indemnity Co Newark, N. J 
Medical Protective Fort Wavre. id rENNESSEI 
examinee \ 1 
(Co-operative Fire Ins. Co Smith’s Basin, N. Y 
Bovina Co-operative Fire Ins. Co Bovina Center N. ¥ WISCONSIN 
British General Insurance Comp | London, Eng Dairvlar Mutu 
uM Town Co- oO Gilbertsville, N. ¥ 
rict Grange On r ! o ARTO \dmitted 
Greensville, N.Y tritish Pacitn 
own Fire I Oo Hudson, N. Y. | 
New York Patr ’ Fire Relief Assn |} QUEBEC \dmitted 
Wadhams, N. Y Baloise Marine Ins. Co., Ltd 








CASUALTY, FIRE & INLAND MARINE AUDITS, on Compensation, Liability, Fleet, Products, 
USE A and all reporting form Fire & Marine policies. 
INSPECTION & ENGINEERING service on all Casualty, Fire & Inland Marine lines. 


RESPONSIBLE NA’ TION WIDE SERVICE in the U. S., Canada and Pue rto Rico. 


COSTS can be reduced through our method of pro rating traveling expense, and obtaining 


SERVICE isolated cases at no increase in fee 
SERVICE can be maintained in urban and rural areas by our complete coverage of the country 


ATWELL, VOGEL & STERLING, ING. ci Sts ee om 


A-1815 a EXCHANGE, CHICAGO 369 PINE STREET, SAN <n ie ANDARD BLDG. ATLANTA 
KIRBY BLOG., DALLAS, TEXAS ° AS WELL AS 22 OTHER OFFICES ROVIDING NATIONWIDE SERVICE 
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BUILDING AND 
CONTENTS ARE 


BUT—1'vE LosT 


B 106,000 
IN EARNINGS! 


‘ ail 


Don’t Let This Happen to Your Clients! 


Many a businessman has to have a fire to find out that 
complete insurance on the property isn’t enough. Only then 
does he learn that he can’t help losing thousands of dollars 
while he’s wholly or partly shut down for repairs, rebuilding 
and replacement 


The big manufacturers, the big retailers all know about 
Business Interruption Insurance,and most carry it. But there 
are probably millions of businesses in this country, small 
and medium size, that have never even been told how they 


can insure their earnings 


It's simple enough to the businessman 
clear that $1,000 in 


To him it’s 


earnings is as valuable as $1,000 in 


equipment, furniture and hixtures 


stock or merchandise 
All he asks is that his insurance man fix him up so he'll 
get back as much as possible of what a disaster may cost 
him 


But all too often producers think that Business In 
sell 
of all commercial risks can be 


terruption 1s complex 
Today 95% 


and hard to 


That's history 


handled with 
one or the other of two simple forms. You usually need only 


Department 


Please 1 


Ne 


cost or obligation 
Name 

Agency 

Street 


Town or City 





oo ae INECTICUT 


nail me samples ot your Ager 


two or three hgures from the prospect, none of them con- 
fidential or particularly revealing. 
A NEW PLAN FOR SALES 
Security-Connecticut agents are equipped with a step-by 
step program for building a prospect list, up” 


“warming 
prospects before calling, and many simple and valuable 


ideas on what to say in selling 
issue of our Agency Sales 


This plan is outlined in a new 
Bulletin. It includes two pre-call 


letters for prospects, and an attractive folder to send with them. 


Perhaps you would like to see this modern program for 


selling Business Interruption Insurance — lately lamented as 


Use & Occupancy. If you would, simply complete the coupon 


A copy of the Bulletin, with the two letters and the selling ideas, 
and the folder will be mailed to you 


SBCURITY 


VURANCE 
OF NEW HAVEN 
HOME OFFICES: NEW HAVEN, CONNECTICUT 
Pacific Departments © 248 Battery Street * San Francisco 6, California 


no cost or obligation 


4 CONNECTICUT 


INDEMNITY COMPANY 


COMPANIES 


New Haven, ¢ 


cy Sales Bulletin and tolder on Business Interrupric 





This is on the UP and UP? 


You cannot afford to ignore this growing threat to your 
home and your business. The “take” by robbers, burglars 
and larcenists in 1951 was more than 151] million dollars. 
The records of the Federal Bureau of Investigation show 
there were even more thefts in °52. 

You can get some mental satisfaction from knowing that 
alert law enforcement agencies obtained convictions against 
75% of those arrested. But the percentage of return of 


stolen property was nowhere near as high. 


Your surest safeguard is to get yourself insured. The 
Employers’ Group Agent in your community, “The Man 
With The Plan”, has the protection you so badl: need. Resi- 
dence and Outside Theft and Personal Property Floaters are 
two of the plans that protect you at home and away. The 
Dishonesty, Disappearance and Destruction, with the Mer- 
cantile Open Stock are two plans that protect your business. 

Make sure Crime does not pay at your expense. Be thor- 
oughly insured. Be safe. Call“The Man With The Plan” today. 


The EMPLOYERS’ GROUP Insurance Companies 


er 


(4 AMERICAN EMPLOYERS’ INSURANCE CO 
\ THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTO 
THE EMPLOYERS FIRE INSURANCE CO 


for Fire, Casualty and Marine Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The Pian 


110 MILK ST. 
BOSTON 7, MASS. 


This advertisement appeare din full color in Time, March 30 





Hea 2IVORS’ 
CORNER 


**k Although the primary social and economic problem 
of this automobile age is to reduce motor vehicle acci 
dents, there is an important collateral problem which has 
long baffled law makers and the insurance industry 
that of the uncompensated accident victim. This prob 
lem is complex and has many ramifications as discussed 
in Compulsory Automobile Insurance on page 15 


*** Our usual annual preliminary study of over-all 
results of fire and casualty carriers appears under the 
title Operating Results, with aggregates for a repre 
sentative group of stock companies on page 18, and for 
mutual companies on page 19 


*** Many annual meetings of insurance companies are 
held too late to permit quotation of comments of their 
chief executive officers in our March issue. Therefore 
we are continuing the popular annual review entitled 
Executive Comment on page 20 to give a more com- 
plete cross-section of opinion than would otherwise be 
possible. 


*** Tn an industry charged with the public interest, 
such as insurance, there must be no overgreat rever- 
ence of the status quo 
changes are bound to be controversial but for that very 
reason should be most widely considered and discussed. 
The Great Partnership on page 25 presents such sug 
gestions and its points seem destined to be supported 
and opposed most actively in the coming months 


Suggestions for necessary 


*** During the whole of this year there will be an aver- 
age of one burglary every minute in the United States 
In many cases the burglar will unconsciously be helped 
by the very homeowner he robs. Don’t Help the Burglar 
on page 29 lists six errors of omission or commission to 
be avoided if you would minimize the chances of you 
or your assureds becoming one of this year’s victims. 
There are also eight hints on how you can: effectively 
protect yourself 


***x Hundreds of persons living in the United States 
are exempt from any liability in a court of law. They 
are, of course, the accredited representatives of foreign 
governments and their entourage. The concept of, Di 
plomatic Immunity has a long and logical history but 
some of the problems it presents to liability insurance 
carriers are only now being realized. The article on 
page 37 considers these problems 


For April, 1953 


APRiL, 1953 


eee bur thieves are 
their activities with 
fered by unde rwriters 


becoming bolder and increasing 


a resultant increase in losses suf 
The breaking up of crime syndi 
cates is outside of the scope of insurance companies’ 
functions but by cooperation with furriers they can 1m 
prove conditioas for themselves, for the furriers and for 
The Furriers’ Customers. The path of this cooperation 


is traced in the article on page 41. 


is the 
foundation upon which the settlement or contest of a 
tact 
Collecting. 


wkk The evidence available after an occurrence 
claim rests but often this evidence, which may in 
be crucial, appears at first to be insignificant 
preserving and evaluating the available evidence is very 
often a task which calls for an expert 
cialists in Protecting Evidence can be of valuable assist 


How these spe 


ance to a claims man is discussed in the article on page 
45 

*kk Accident and health policies written on a group 
basis are proving that they meet a common need and 
have grown rapidly in popularity during recent years 
Unfortunately however, there has been little or no uni 
formity in the various state statutes concerning this 
type of coverage. On page 51 our author points out Thi 
Need for Uniformity if this branch of the accident and 
health field is to show continued progress in the future 


wk As it is a new field of coverage we have been in 

clined to devote more space than usual to Major Medical 
Expense. In our February issue the subject was treated 
by three men of varying backgrounds, all of whom how 

ever, are affiliated with aa insurance carrier. The points 
raised by these three men aroused considerable interest 
and some disagreement. To more fully round-out the 
picture, we are publishing this month, an account of a 
plan in operation in one of our bigger corporations along 
with some comments on the general philosophy under 

lying its development. This, the buyer’s side of the 
picture, appears on page 59. 


**k* Tn the first installment of The Multiple Line Con- 
cept published last month was traced the background 
and underlying philosophy of such underwriting. The 
fundamental marine insurance principle of insuring 
against a loss rather than against the cause of a loss was 
described with the results which are descendants of this 
philosophy. This, the second installment, carries the 
story up to the development of today’s all-risk policies 
The concluding part will appear in our May issue 
page 103 


See 


*k* Tt has been our custom for some years to publish 
the Questions and 
to the students qualifying for the Chartered Property 
Casualty Underwriter designation. Continuing this pol 
icy, the first of the questions appear on page 107 of this 


Inswers of the examinations given 


issue 




















Dear Mr. Kellogg: 

Your 
Best's is interesting, but, as a matter 
not 


irticle in) the February 


ot comment criticism, vou are 
so close to the 


that 


trees (companic s) 


you do not see the forest ( pro 


ducers). You are still not talking 


our language. We producers are 
tired of being treated like illegitimate 
step-children 

Considering that DuPont, U.S 
Steel, General Motors, A. T. & 1 
spend billions for research and 1m 
provement, how does it happen that 
about $100 


in assets does not spend S10 


insurance with billion 
How 
does it happen that insurance ts just 


hand 


now discontinuing using the 


letter press in office methods? Why 


is 75‘ of present paper work neces 
sary Why are 
Why ts it 
feet, price 
1937 all 


the most fantastic 


Bureaus necessary 

stands on its 
Why is it 

had 


increase in assets, 


noe company 
own WIs¢ 


since companies have 
ilwavs screaming about 

Why do they put 
laver upon layer of untrained help 


other? Why do they 


16 vear old untrained girls to handle 


vet they are 
MMOney 


losing 


on each use 
the only thing thev are in business 
Why do all 
eliminate 
agents and be direct writers’ Why 
is it that with $50,000 to $300,000 


for to pay claims 


stock companies want to 


salaries, stock bonuses, stock-splits, 
$50,000 year pension plans to ex 
ibout 1s reduc 


Why is 


ecutives, all thev talk 


agents commissions ¢ 


it that in this 
tell producers cold, that acceptance 
Why 
is it that companies carry no good 
amount 
existent is carried by the pro 
Why is it that without 
producers doing 100% of all the 
work, the entire business would fall 


territory, companies 


of their business is a “favor” ? 


will whatsoever, the small 


ducers ? 


to pieces over night, including the 
direct, indirect and the multiple con- 
tusion Operators ¢ 

In other words, there are an aw 
ful lot of “whys” that an awful lot 
of producers are extremely inter 
ested in. Your organization in my 
opinion should bring this out—the 
quicker, the better for everyone con 


cerned 


Remington 


Gentlemen: 


Phe article entitled ‘Pressing 


Problems” in vour December issue 


ind the two letters pertaming to 


sane in the February msue have 


prompted this letter. The following 
thoughts are those of the writer and 
do not necessarily express the opm 
lons Ol mv associates in our agency 

We must not sight of the 
first reply which is actually a double 
lirst— Driver 


lose 


thought 
the 


[Loss 


barrelled 


education and resulting loss 


ratio. Second ratio, expense 


ind profit 
rhe original article was published 
and not a cur 


in a trade magazine 


The 


industry-wide 


rent monthly for the lay public. 
author advocated an 
backing at grass roots level of the 
program of the Association of Cas 
ualty and Surety Companies. Con 
sequently the mention of speed was 
nud 
pose was clearly to get a united ac 


facts well 


reference, although the pur 


tion based on already 

known to the association 
In-so-far as commissions are in 

volved, if related to inflation, let's 


be honest and admit that they are 
percentages and as the premium in- 
dollar commission rises 


Also 


during inflationary periods the ease 


creases the 


without a percentage increase 


of selling increases and consequently 
decreases the acquisition cost to the 
agency \s companies have de 
creased unit costs with modern and 
up to date methods, an agency can 
to a lesser extent (based on size of 
agency and cost of some mechanical 
systems ) Personally, I have a 
nodding acquaintance with the meth 
ods in use in a good many agencies 
in our area and regret to state that 
based on 


a small percentage are 


modern accounting and control 


methods. If the agency would at 
tack its 


this angle by decreasing the cost oi 


rising cost problem from 
handling, there would be slight room 
for public opposition to the agency 
system, which would almost drop to 
a non-existent point if the majority 
keep 


abreast of their business and chang 


of agents would also well 
ing conditions, advising their clients 
in a truly professional manner. Al 


though commissions are not hig! 
compared with other industries, let’s 
not 


subsidy tor the 


make the commission issue a 


marginal or sub 
marginal producer. 
Finally, in union there is strength 
and where a reference is made to the 
Sixth ¢ 


and no 


ommandment in all sincerity 


lack of reverence, is it not 


fanatical to criticize under the as 


that the 
ire for Sunday or Church consump 


and not to 


sumption Commandments 


tion only be practiced in 
every day life 

In closing, | wish to state that this 
intended to condemn or con 
either the American 
but 


pointments of agents, regardless of 


s not 
done agencies 
or companies, proniuscuous ap 
qualifications or ability will produce 
the 


Frankenstein for the company 


O. B. Brands 
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“DELIVERED” SERVICE 


Wt BELIEVE that the success of any insurance agent 
or broker is in direct ratio to the quality of “delivered” 
service to his clients—giving them the best insurance cover- 
age, suited to their individual needs and finances. And the 


” 


quality of his “delivered” service is only as good as the 
“delivered” service of the companies he represents. That's 
why more than 17,000 producers represent the companies 


of FIREMAN’S FUND GROUP. 


Every month these representatives receive FIREMAN’S FUND 
RECORD, the oldest fire insurance magazine in the country 
and now a prize winning publication, covering all phases 
of property insurance. See for yourself how the RECORD— 
one of our many “delivered” services —can help you to 


build business. Send the coupon for a free copy. 


FIRE + AUTOMOBILE + MARINE + CASUALTY ~ SURETY 
REINSURANCE 


Head Office: 401 California Street, San Francisco 20, California 
Departmental Offices: New York * Chicago * Boston 





Advertising Department, Fireman‘s Fund Group 
401 California Street, San Francisco 20, California 
Please send me a copy of your monthly magazine, 


FIREMAN’S FUND RECORD 


Atlanta + Los Angeles + Seaitle Address 


FIREMAN’S FUND INSURANCE COMPANY 


HOME FIRE & MARINE INSURANCE COMPANY | City 


FIREMAN’S FUND INDEMNITY COMPANY 
WESTERN NATIONAL INSURANCE COMPANY 
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HOME TRAILER 


insurance 


fire 


theft 


TO ALL AGENTS desiring LIBERAL windstorm 


COMMISSION CONTRACT on this 
class of business such is available on collision 
oa DIRECT BASIS through a reputable 
and experienced company (rated excel- 
lent plus by Alfred M. Best Company). 


Contracts are accepted in all states with 
the exception of Alabama and Florida. 


For full details 
write today to: 

BOX 139 C 
ALFRED M. BEST CO., INC. 
75 Fulton St. 

New York 38, N. Y. 
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COMPULSORY AUTO INSURANCE 


OW sixty-five million Americans can drive their 

fifty-four million automobiles half a_ trillion 

miles a year without killing thirty-eight thou- 
sand persons, injuring two million more and causing an 
economic loss estimated in billions of dollars remains 
the number one problem of this automobile age. Al- 
though the primary social and economic problem is to 
reduce motor vehicle accidents, there is an important 
collateral problem which has long baffled law makers 
and the insurance industry—the problem of the uncom- 
pensated accident victim. This problem is complex and 
has many ramifications. Probably the most often sug- 
gested solution is compulsory automobile liability in- 
surance. 

Compulsory automobile liability insurance was first 
sponsored in Massachusetts in 1918 by a prominent 
Boston lawyer who happened to witness an automobile 
accident and became interested when dependents of the 
innocent victim were unable to recover damages. Com- 
pulsory legislation was rejected for seven years but 
finally the 1925 Joint Judiciary Committee, comprised 
of sixteen lawyers, sponsored the measure. Under 
threat of a monopolistic state fund, the law was pushed 
through a stormy legislative session in 1925 and be- 
came effective January 1, 1927. 


Not a Safety Measure 


Compulsory insurance was first hailed as a safety 
measure. This it is not. Compulsory insurance does 
not prevent accidents. After passage of the law, fatal 
accidents in Massachusetts showed a steady rise and 
reported injuries almost doubled in the following ten 
years—way out of proportion to the increase in number 
of automobiles. However, some of the increase in auto- 
mobile injuries must be laid to the powers of rationali- 
zation in human nature. 

A man spraining an ankle at home would probably 
favor it for a few days, but still continue to get around. 
The same injury in an automobile accident causes un- 
told pain and suffering with the knowledge that the in- 
jury is covered by insurance. Likewise, a fender dented 
or scraped against a garage door is a minor matter with 
little thought given to its repairs. However, the same 
damage in a tangle with another car results in a claim 
for a new fender and a new coat of paint for the fender, 
if not for the entire car. Failing to collect property 
damage, the claimant may well develop personal injury 
or nervous shock as a result of the collision. 

Under compulsory insurance every minor accident 
spawns claims for damages because of the American 
public’s attitude of “let the insurance company pay.” 


For April, 1953 


Courts are swamped with damage actions. For the five 
months’ period before the Massachusetts compulsory 
automobile insurance law took effect, there were 3,204 
negligence cases in the Superior Court. For the five 
months after the law became effective, there were 7,297. 
Moreover, claims tend to become exaggerated and 
juries become more liberal. 

Each year the Insurance Commissioner of Massa- 
chusetts is confronted with the problem of establishing 
rates for the ensuing year. While this is an actuarial 
problem, it has developed into an annual Roman holi- 
day used by political opportunists to bring their names 
before the public through unwarranted and unjustified 
attacks upon insurance companies. In general, rates 
have been consistently inadequate. One insurance com 
missioner resigned rather than submit to pressure to 
reduce rates arbitrarily. Pressure for lower rates takes 
many forms, including cutting down coverage. Ten 
years after the enactment of the Massachusetts law 
guest coverage was eliminated, except on a voluntary 
basis. 


Position of Producers 


Insurance producers have also been under pressure 
in Massachusetts. When the compulsory law went into 
effect, the commissioner then in office reduced the com- 


mission allowance in the rates from 25% to 15%. The 
insurance companies, by making readjustments in vari- 
ous items of expense, were able to increase this to 
17.2%. Later, when there seemed to be no way of re- 
ducing rates except by reducing commissions, they 
were cut to 12%, with the regional agents’ and brokers’ 
commissions being still smaller. Currently, the rates 
of commission are 10%, 8%, 7%, despite the fact that 
the agent has more to do because of the necessary ad- 
ditional forms and records required under the compul- 
sory insurance law. Under a compulsory law, the pro- 
ducer’s remuneration becomes a service fee or handling 
charge rather than a sales commission 

The elimination of sales effort through cutting com- 
missions carries a heavy penalty. Only about 38% of 
Massachusetts’ registered motorists carry liability in- 
surance in excess of the statutory minimum—just 
about half the coverage for the rest of the country. The 
story is very similar on medical payments and guest 
coverages. Thus, compulsory insurance results in less 
rather than more coverage and there are an increasing 
number of cases where minimum limits are totally in- 
sufficient to take care of the severely injured accident 
victim. In addition, there are important gaps in com- 

(Continued on the next page) 
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COMPULSORY INSURANCE—Contir 

hit and-run cases, stolen or unregis- 
and the 10% 
drivers. Compulsory 


pulsory coverage 


tered cars of accidents involving non- 
com 


York 


where an assigned case plan was introduced as a com 


resident insurance is not 


plete insurance. This was emphasized in New 


panion measure to compulsory insurance to cover the 


admitted gaps in coverage 


liability in 
under our system of 
that any state 
Massachusetts with 


At first glance, automobile 


surance 


compulsory 


may seem desirable, but 


government there is grave doubt can 


adopt legislation similar to that of 
out experiencing similar results Insurance interests, 
who are very close to this problem and see these dangers 
legislation in 


Phis 


auto 


at first hand, have fought compulsory 


other states consistently and so far successfully 


has been accomplished primarily by sponsoring 
mobile safety financial responsibility legislation 

Connecticut in 1926 became the first state to adopt an 
This 
the accepted pattern ind state after state adopted sim 


lar measures, plus assigned 


automobile financial responsibility law became 


risk plans, in lieu of com 


pulsory insurance or state funds or both. By gearing 
the auto financial responsibility laws administratively to 
take advantage of the better accident reporting and con 
trolling the irresponsible driver by suspension of driving 
privileges, these laws contributed to the cause 


There are 


primary 
of highway safety no deaths, injuries, suf 
fering, property damage or claim payments for acct 
dents which do 

If 20° of 


a fact developed 


not happe nN 
the accidents, 
still 


liaison should be established between assigned 


the drivers cause 80% of 
through sample research studies, 


] 
closer 
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risk plans and registrars of motor vehicles to first rate 
up and finally eliminate the chronic accident repeater 
from the highways. Records of thousands of drivers 
show that a driver who has been 
twice as likely to get into another, a driver with two 
accidents is three times as apt to become involved again, 
and a driver who has been in four accidents is seven 
times as likely to crash again as the driver with a clean 
record. Protecting the public against injury by an irre 
sponsible driver is far more important than any mone 


in one accident is 


tary compensation to the victim or surviving relatives 
Financial responsibility does not excuse driving irre 
sponsibility 

Che first auto safety financial responsibility laws, 
based on a model uniform law developed by the Ameri 
can Automobile Association in conjunction with the Na 
tional Conference on Street and Highway Safety and 
Trafic 
required proof of financial responsibility 
Under this impetus the num 


the National Committee on Uniform Laws and 
()rdinances, 
for future accidents only 
ber of insured auto owners in financial responsibility 
states approximately doubled, from 25% or 30% in the 
in the mid-thirties Despite this 
substantial gain, there was a new wave of agitation in 


mid-twenties to 00% 


to increase further the number of insured 
motorists through compulsory insurance legislation 


many states 


Security-type Safety Responsibility 
In New 


1935 which alarmed both agents and companies even 
lhis provided for an 
which would 


Hampshire, a new idea was presented in 


more than compulsory insurance 
extra license fee to create a fund out of 
be paid liability and property damage claims against 
he enabling legislative bill was 
but, on the 


uninsured motorists 
unconstitutional 


revise the 


declared before 
threat to 
of the legislature, a special interim committee was ap 
forth the 


responsibility law 


passage 


measure before the next session 


pointed. This committee brought modern 


security-tvpe auto safety requiring 
security to satisfy judgments for the first accident 
Phis more stringent security-type auto safety respon 
law became the model and has been enacted in 
Provinces 


sibility 
forty-one Hawaii and five Canadian 


Except for Massachusetts, some type of auto financial 


states, 


responsibility law is in every state and assigned risk 
plans are in all states. Insurance coverage under the 
tightened laws has increased to between 80% and 9O% 
state by state. These 


of registered \v ehicles, 


laws have brought a very great measure of protection 


varving 
not only in the increase in the number of those carry 
ing insurance but in the deposit of security by those 
who do not carry insurance. However, there is. still 
a gap in coverage and public opinion is aroused about 
uncompensated’ victims and higher and higher rates 
\dvocates of compulsory insurance are again on the 


march. Up until the final days of the New York legis 
tive session it was touch and 


New 


compulsory measure passed one house in Idaho 


go on compulsory insur 
Mexico missed it by only one vote and a 
Unfor- 


ance, 
tunately, the general public and many of our law makers 
do not have sufficient information to evaluate the issues 


involved 
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The whole concept of 
changed over the vears 


automobile insurance has 
from that of protecting the 
owner or operator to the role of protecting the injured 
third party. Because this is very much in keeping with 
trends of the times, the movement may be slowed but 
probably not stopped. The crying need of the moment 
is to find some way of taking care of the innocent motor 
vehicle accident victim without incurring either the evils 
engendered by compulsory insurance or abandoning this 
important field of private enterprise to socialization and 
the potential bureaucratic inefficiency of a state fund 


While the security-type auto financial responsibility 
law is the most satisfactory yet developed to both reduce 
the number of accident prone drivers and compensate 
the innocent victims of negligent motorists, it possesses 
the lack of 


victim of a financially 


one weakness consideration for the first 
worthless driver. Efforts to ex 
tend the financial responsibility laws to afford the first 
victim the same protection afforded subsequent victims 
led inevitably back to the proposal made in New Hamp 
shire in 1935 which caused such consternation in insur 
ranks. This type of scheme has become known 
as an unsatisfied judgment fund and is still strongly 
opposed by those who maintain that it is not equitable 
to require those who buy insurance to pay the cost of 


ance 


the losses of those who refuse to insure. Moreover, an 
unsatisfied judgment plan can only function when the 
In times of 


there would be grave danger of the 


vast majority of motorists carry insurance 
economic distress, 
scheme falling down with the final result a virtual in 
vitation for the state to step in with a state fund 


Experience of Unsatisfied Judgment Funds 


Unsatisfied judgment funds have been adopted in 
seven Canadian Provinces, North Dakota and New Jer 
sev. They are intended to be an extension of the safety 
responsibility laws and have the same underlying phi 
losophy, first, to reimburse the accident 
negligent drivers and, second, to remove 
from the highways 


victims ot 
such drivers 
With the unsatisfied judgment fund 
included as a part of the safety responsibility law, the 
judgment-proof motorist does not escape the full effect 
of the law as there is no reluctance on the part of his 
victim to take legal action 
be taken to have recourse to the 


In fact, such action must 
fund 

rhe first unsatisfied judgment fund was enacted in 
Manitoba and became December 1, 1945. It 
was made available to satisfy judgments above $100 and 
up to the $5,000 /10,000 limits of the financial responsi 


effective 


bility law in cases of bodily injury or death. The fund 
a levv of $1 on each motor vehicle .in 
the license year beginning December 1, 1945 and 50¢ 
in the next year 


was financed by 


No levies were made again until one 
of 50¢ for the year beginning December 1, 1952. The 
cost for the first seven years thus averaged just ovér 
15¢ per car per the 
perience of the Manitoba fund, insuranee companies 
operating in British Columbia agreed to indemnify un- 
satisfied judgment creditors as an inducement to the 
enactment of a safety responsibility law 


year. Because of successful ex 


It is estimated 
that the total cost in British Columbia averages about 
$20,000 per year, spread among some 130 insurance 
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The North 


Fund was started in 


Dakota Unsatisfied Judgment 


1948 with $1 collected 


carriers 
with each 
motor vehicle license and no further levy was made un 
til 1953, when an additional $1 is being collected 

All of these funds have 


tories and on a 


operated in low-rated terri 

basis. New Jersey 

adopted a more ambitious scheme, 

effective April 1, 
Phe 


person re gistering an uninsured mot 


fairly limited has 


scheduled to become 
1955, 


which also covers property dan 


age claims initial fund will be created by every 


ir vehicle paying an 


additional fee of $3, those registering insured vehicles 


$1 and insurance companies one-half of one 


direct auto liability 


pe reent ol 
and 
New Je rsey 


property damage premiums 


written in Insurance companies are to be 
assigned cases involving uninsured financially irrespon 


sible 
drivers 


hit-and-run 
Chis leave and 
litigation of claims with the private insurance industry 
and not with the \ proposal made in New York 
to set up an unsatisfied judgment fund, rather than the 
plan 


drivers, drivers, and unauthorized 


s the investigation, processing 


state 


assigned cast would 


collect $1 


sured motorists 


sponsored by the governor, 


from insured motorists and $10 from unin 


This tendency to mcrease the load on 


the uninsured motorist is an equitable step and an addi 


tional incentive to insure 


Impoundment Laws 


\nother method of under 


safety responsibility laws concerns the impoundment of 


encouragin 


y, tnsurance 


x 
1 
I 


uninsured motor vehicles involved in an accident. Four 


Canadian Provinces have adopted impoundment laws 
and report favorably upon their public acceptance and 
In Manitoba 
bia insured cars increased from about 30% 
from 40% 


such measures 


British Colum 
to 90% 


general effectiveness and 


and 
to 95%, respectively, following enactment of 


Medical payments coverage has becom micre isingly 
arly 00% ot policyholde rs 
Its value lies in the 


popular and is carried by ne 
fact that 
otter 
other person. Medi 

It therefore 
1 1 


sustained \ 


outside of Massachusetts 


roughly one-quarter of all automobile accidents 


no means of recovery against an 
cal payments applies irrespective of fault 
covers the drivers 


through 


numerous myuries 


their own negligence, members of drivers’ 


contributory neglig would 
The 


Industry ¢ 
\coidents has proposed an 


families and cases where ence 


otherwise bar recovery Insurance 


Motor Vehicle 


extension of this coverage to apply to men 


om 
ialttee on 
bers of the 


insured’s household with respect to all automobile acct 


dentS (coverage now applies mly » cars owned by 
insured), and to add weekly 
fits coverage for the named 1 and 


also been sug sted that an 1 


ind death bene 
It has 


atished judgment policy 


indemnity 
spouse 
] 


developed 


jured parties for whatever judgment night be 


or endorsement he to reimburse insured im 
assessed 
worthless or hit 


i financially and-run 


\bandoning the 
fault 


agaist motorist 
basic theory ibility based upon 


and substituting a straight compensation 


heen pro 
the 
yrant 


first 


plan 


with a specified schedule benefits has also 


The ¢ 


Social Sciences of Columbia ni . under a 


of the 


posed as a solution ouncil fe Research in 


from the Rockefeller Fou , made one 


e 





UR preliminary analysis of the over-all op- 

erating results in the property-casualty field is 

based on comparative year-end figures of 208 
carriers underwriting nearly 80% of the business un- 
derwritten by the 675 stock fire, marine, casualty, 
surety and multiple line companies in the field. With 
more and more companies engaging in multiple line 
underwriting either on a direct basis or through pool- 
ing or reinsurance arrangements, it is no longer feasible 
to compile separate totals for the fire business and for 
the casualty business. 

The year 1952 escaped major insurance disasters 
and showed moderate improvement in over-all opera- 
tions. In general, fire lines experienced modest growth 
and continued satisfactory results. Casualty lines en- 
joyed more rapid growth, due to a considerable extent 
to rate increases, and reported improved operating re- 
sults in the second half of the year. On an over-all 
basis, premiums written, unearned premiums, premiums 
earned, assets, surplus and loss reserves all advanced 
by about 10%. The estimated industry-wide loss ratio 
dropped over two points to around 58.0% and the ex- 
pense ratio declined by more than half a point to about 
36.2% to bring the combined loss and expense ratio 
down nearly three points to 94.2% as against 97.1% 
for 1951 and 93.0% for 1950, Net investment income 
continued to rise and there was substantial appreciation 
in market values of common stocks held in investment 
portfolios. Federal income taxes were higher on the 
larger statutory underwriting profits reported. 

Although the year 1952 was generally satisfactory 
for the industry as a whole, there were wide variations 
in operating results among separate classes of busi- 
ness which left much to be desired insofar as certain 
individual lines and carriers were concerned. As com- 
parisons of primarily fire or casualty operations with 


208 STOCK FIRE AND CASUALTY COMPANIES 


195! 
8,603,682 


Date 
Total Admitted Assets . 
Policyholders’ Surplus ... 
Conditional Surplus Funds. 
Case Loss Reserves 
Unearned Premiums 
Direct Premiums Written 
Net Premiums Written . 
Net Premiums Earned 
*Loss Ratio .. 
tExpense Ratio .... 
Combined Loss & Expense Ratio 
Underwriting Profit or Loss ... 
Net Investment Income .... —— 
Other Investment Gains or Losses .. 
Federal Taxes Incurred . 
Dividends Declared ....... 


1952 Change 
10.6 


9,516,153 
3,742,988 


804 
1,911,623 11.1 
3,361,037 9.6 
4,818,300 10.5 
4,711,579 102 
4,418,237 10.9 

57.3 

37.0 

94.3 
144,165 
224,080 
218,686 
113,819 
134,127 


10.3 


3,985,397 
59.5 
37.7 
97.2 

4417 
208,112 
242,184 

72,165 
135,193 


the over-all aggregates would be misleading, we will 
review briefly some of the highlights of operating re- 
sults of the principal classes as they appear at this 
time. Complete by-line experience will not be available 
for some little while. 


Straight fire business, which now runs just over one- 
fifth of the total fire and casualty business underwritten, 
showed very little change in either volume or results. 
Rate reductions, installment premiums and _ slightly 
higher losses boosted the combined loss and expense 
ratio to above 90% but left a very satisfactory profit 
margin. Extended coverage showed marked improve- 
ment on higher rates and (without any serious catas- 
trophe such as the November windstorm of 1950 or 
a carry-over of hurricane losses and the Missouri River 
flood as in 1951) contributed substantially to the better 
1952 results. 


Automobile Experience 


Premium volume on auto liability and pro; -rty dam- 
age classifications advanced about 20% in 1952 on 
higher rates and additional cars insured. Experience 
in the first quarter was alarmingly unfavorable but 
showed progressive improvement in succeeding 
months. Probably a majority of carriers reached the 
black by the last quarter but will show a loss for the 
year as a whole. Rate increases for private passenger 
cars averaging 11.5% on liability and 21.1% on prop- 
erty damage countrywide were approved in 1952. 
Commercial car rates were also increased. However. 
average claim settlement costs continued to mount and 
the lag between rate increases and their reflection in 
underwriting results is both substantial and important. 


Auto physical damage premium volume was up 20% 
and, despite a further rise of about four points in the 


Premi Pr * Loss 

Written Earned Ratio 
$1,570,598 $1,529,079 48.9 
1,644,835 50.7 
1,845,333 53.0 
2,154,145 55.3 
2,057,644 53.0 
2,128,103 55.7 
2,256,218 57.0 
2,620,202 59.6 
3,386,928 58.4 
3,992,930 53.9 
4,424,339 50.2 
4,766,434 55.5 
5,758,796 5,378,960 60.2 
6,350,000 5,970,000 58.0 36.2 


All figures shown in thousands (last 000 omitted). ** Estimated. 
* Incurred to premiums earned. t Incurred to premiums written; 
ratios beginning with 1942 before Federal income taxes. 


¢ Exp. Combined 
Ratio Ratio 
44.2 93.1 
42.8 935 
408 93.8 
40.8 96.1 
39.1 92.1 
38.7 94.4 
38.8 95.8 
39.2 98.8 
37.9 96.3 
37.3 
37.4 
375 
36.9 








Year 


eee 


5,137,529 
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loss ratio in 1952, this classification of the automobile 
insurance business remained in the black for the year. 

Declining foreign trade, hampered by tariff or other 
restrictive barriers and a shortage of dollar balances, 
caused an estimated shrinkage in ocean marine busi- 
ness of some 12% to 15% to erase most of the gain 
in premiums reported in 1951. Stock companies wrote 
between $135 million and $140 million in premiums. 
Coincident with this decline in premiums was a rather 
sharp increase in losses due principally to major casu- 
alties and a large number of total losses. A number of 
spectacular strandings, sinkings and collisions made 1952 
a turbulent year on the high seas. Underwriters like- 
wise encountered an increasing number of so-called 
run-of-the-mill claims which in the face of higher re- 
pair costs caused them further anguish. 


Inland marine business continued to grow under the 
impetus of “all-risk” features and a wide variety of 
coverages. Experience, which was reasonably good for 
some years, turned a bit sour in 1951 but showed a 
decided improvement in 1952 


Fidelity and Surety 


Volume in the fidelity field was down in 1952 be 
cause 1951 was the year to hit the renewal of three 
year contracts originally placed on the market in 1945. 
The loss ratio, which jumped substantially in 1951, 
edged somewhat higher in 1952 but the line remained in 
the black. Surety volume continued to advance in 1952 
on record construction business. The loss ratio, which 
jumped some fourteen points in 1951, improved some- 
what in 1952 and left a good margin of profit. Taken 
together, fidelity and surety volume and results showed 
little change in 1952. 


Accident and Health 


\ccident and health volume continued to expand, up 
some 15% for the year, to reach a new all-time high. 
Experience remained satisfactory on commercial busi 
ness but rising hospital and medical costs continued to 
cause trouble on group business and hospitalization 
Losses under non-occupational accident and 
health coverage which had increased materially in 1951 
apparently leveled off in 1952. 


coverages 


Workmen's Compensation 


The trend toward lower rates and deteriorating un- 
derwriting experience was reversed in 1952. Rate in- 
creases, ranging up to 20%, were obtained in a major 
ity of However, nine state revisions involved 
rate decreases. Additional states accepted a loading 
factor of two and one-half points for profit and con- 
tingencies reducing the number of states without such 
a factor to ten. Eleven states approved a $10 expense 
constant applying to all risks with a premium of less 
than $500, bringing the jurisdictions now allowing this 
to 39. The effect of these changes began to be felt 
toward the end of 1952 and were reflected in a modest 
gain in volume and some improvement in underwriting 
experience. 


states. 
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General liability and property damage business has 
been at the mercy of rising claim costs in the years of 
inflation and substantial rate increases were necessary 
in 1951 and 1952 on coverages written on a fixed ex 
posure basis, particularly area and frontage. New and 
higher excess limits rates on bodily injury liability were 
adopted in all states and territories except Virginia. 
Volume naturally increased on higher rates but the 
rate of increase in 1952 was less than in 1951. Un 
derwriting experience improved in 1952. 

Boiler and machinery business showed a slight de- 
cline in volume in 1952 because 1951 
which more than the average volume of business came 
up for renewal on a three-year basis. The cycle of re 


was a year in 


newal of three-year burglary and theft business tended 
to produce the same effects as on boiler and machinery 
premiums. Underwriting experience remained satis 
factory for each of the foregoing lines. Crop hail pre 
miums rose to a new high and experience returned 
to the black. Glass experience was seriously in the red 
because of rising replacement costs until the business 
was placed on an annual rather than a three-year re 
newal basis several years ago. It ran into trouble again 
in 1951 but higher rates returned it to the black in 
1952 


MUTUAL EXPERIENCE 


HE tabulation of operating results of 84 representa 
g bw mutual fire and casualty companies, which un 
derwrite just over 70% of the business in the mutual 
field, shows a gain in premiums written of about 16% 
as against about 18% in 1951. This pushes the esti 
mated volume in the mutual field to above $2 billion as 
compared to some $6% billion underwritten in the stock 
field in 1952. The incurred loss ratio to premiums 
earned rose fractionally 63.3% while the ratio of ex- 
penses incurred to premiums written declined half a 
point to 24.2%. 
and net 


Unearned premiums, premiums earned 
also about 
16% with loss reserves up 17%, assets up 14% and pol 
icyholders’ surplus up 9%. Automobile liability 
property damage experience was primarily responsible 
for the continued high over-all ratio in 1952 


investment income advanced by 


and 


84 MUTUAL FIRE AND CASUALTY COMPANIES 


1951 1952 % Change 
$1,843,796 $2,102,232 14.0 
513,858 558,914 8.8 
46,429 51,022 
639,247 750,018 
530,181 614,105 
1,226,273 1,420,034 
1,227,891 1,422,173 
1,155,210 1,338,283 
63.1 63.3 
24.6 24.2 
87.7 87.5 
125,406 144,470 
36,152 41,843 
10,776 10,886 
13,896 15,805 
122,288 129,629 


Year 
Total Admitted Assets 
Policyholders’ Surplus 
Conditional Surplus Funds 
Case Loss Reserves 
Unearned Premiums 
Direct Premiums Written 
Net Premiums Written 
Net Premiums Earned 
*Loss Ratio 
tExpense Ratio 
Combined Loss & Expense Ratio 
Underwriting Profit or Loss 
Net Investment Income 
Other Invest. Gains or 
Federal Taxes Incurred 
Dividends Declared 


17.3 
15.8 
15.8 
15.8 
15.8 


Losses 


All figures shown in thousands (000 omitted). 
* Incurred to earned premiums. { Incurred to written premiums 
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A: THE HOME enters upon its 
second century, it is only natu- 
ral for those of us who have been 
privileged to contribute 
this 
take 


From 


more re 
honorable 
note of its signifi- 
these hundred 
we draw an increased and sobering 
responsibility. 
There is no 


cently to long and 
service to 


cance, years 


blueprint for the 
future in discharging this trust in 
the century that ahead—no 
clearcut and uNnequlvo6 al formula for 


lies 


companies than for na 
But do know, that 
while the days ahead may be days 


any 
this we 


more 
tions 


of change and of challenge, they are, 
equally, days ot opportunity. 
During the next century we can, 
with look forward to 
perhaps the most significant devel 


confidence, 


opments in the arts and sciences, in 
technology, in business and indus 
try, in the entire history of modern 
man. And it will be true, as it has 
been true for the past hundred years, 
that every field 
will bring with it correspondingly 


every advance in 
broader horizons fot the property 
insurance not merely in 
potential volume of coverage, but in 
new and constructive 


business 


insurance ap 
plications and techniques 

Our obligation, then, is to keep 
flexible the mind and spirit as well 
as the practice of insurance to 
translate the sound and proven in- 
surance principles of today into 
equally sound principles 
for tomorrow with 
our country and with our times, for 
the benefit of our policyholders and 
our stockholders.—Harold V’. Smith, 
president, The Home 


Insurance 


to grow 


whe 


ih DECEMBER 1852, approximately 

months after our company 
was organized, the stalwarts who 
comprised the board of directors 
decided that its strength 
warranted the declaration of a divi- 
dend payable January 1853. Each 


SIX 


financial 


20 


EXECUTIVE 


year since that time, notwithstand 
ing wars, catastrophes, depressions, 
etc., our stockholders have received 
a dividend. It was indeed gratifying 
to our board of directors in Decem 
ber 1952, on the hundredth anniver 
sary of the action taken at the De 
cember 1852 meeting, to declare a 
dividend 

The year was not without prob 
that of 
competition of a class which here- 


lems, especially increased 
tofore had existed only to a minor 
Our board of directors and 
management have been alert to con 
ditions. All efforts were made to 
maintain the company’s position in 
the fire and allied line field. We do 
not at the present time think it ad 
visable to extend operations into the 
casualty business. If and when there 
is evidence this class of business can 
be written on a profitable basis, we 
shall do so after building an organ 
ization that can properly underwrite 
the class and render service to pro 
ducers.—F. Elmer Sammons, presi 
dent, Hanover Fire and Fulton Fire 
Insurance Companies 


degree. 


NE HUNDRED YEARS ago this 
company was officially born and 


legally qualified to commence busi- 


Since that time its founders 


and those who have followed in their 


ness. 


footsteps have passed through a cen- 
tury in which there have been many 
difficulties and triumphs. It has been 
the greatest age of change that man 
kind has experienced, and our way of 
life today would have seemed fan 
tastic indeed even fifty years ago 
Our two companies enjoyed a 
good year in 1952 and considerable 
been made since the 
Premiums increased, 


progress has 
end of 1951. 
losses were not excessive and both 
underwriting and investment results 
proved profitable 

We are still predominately in the 
business of writing property insur- 


ance. Premiums from fire and allied 


lines are by far the largest source of 
income, with automobile and marine 
together accounting for a little over 
half as much more. This year, how 


ever, will see us offer in a limited 
number of states, where legal, a com 
paratively “package policy’ 
which contains third party liability 


as well as burglary and theft cover 


new 


age. This homeowners policy is ex 
actly what the name implies and is 
issued only to the owner-occupant 
of permanent dwellings. It is our 


belief that this new “package” will 


assist our a highly com 
petitive field, and it will be our in 
tent to offer it in other states when 
it is approved 
lieve that it may be possible before 
this year is for us to 
householders comprehensive _ lia 
bility by endorsement attached to a 
standard fire policy, provided that 
approval is granted by state authori 


agents in 


In addition, we be 


past write 


ties 

We expect that it will be more 
difficult to attain an increase in pre 
for 1953 than has been the 
case in 1952. Competition is keener, 


mums 


new construction decreasing, and 


rates are trending downward in 
many parts of the country. Losses 
are quite unpredictable, but expenses 
still seem to be climbing and, in spite 
of the fact that our underwriting ex 
pense ratio was lower for 1952, it 
would be wishful thinking to expect 
a similar this 
While a prediction as to the trend 


occurrence veat 
in security prices would be hazard 
ous in the extreme, we should not 
lose sight of the fact that stocks 
were historically high on last De 
3lst and a sharp drop in 
market prices would have a depress 
ing effect on surplus. It is not our 
intention to conclude this one hun 
dredth annual report in a pessimistic 
vein. Quite the contrary, as we em 
bark on the second hundred years 
we are confident that the future 
holds great promise for our com 
panies.—Robert G. Horr, president, 
{gricultural Insurance Company 


cember 
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HE EXPERIENCE of the reinsur- 
oe companies in 1952 paral- 
leled closely the general experience 
of both the direct writing fire and 
casualty companies. While currently 
in the casualty segment of the rein 
surance business high loss frequency 
and abnormally large court awards 
( particularly in automobile liability ) 
continue unabated, they are being 
partially offset with the gradual im- 
pact of the numerous rate increases 
that have been adopted in nearly all 
territories and which are, of course, 
having some effect in reducing the 
loss ratios. The continuing effects of 
inflation upon casualty loss costs 
persist nevertheless. The unsatis 
factory state of workmen’s compen 
sation loss ratios has not changed 
for the numerous reasons repeatedly 
outlined heretofore and there unfor- 
tunately appears little in the way of 
encouragement for this segment of 
the business. Its constantly enlarged 
benefits and broadening social appli 
cation require eternal vigilance and 
more restricted writings whenever it 
is possible to do so. The fidelity and 
surety classes continued to show in- 
creasing losses for most of the vear; 
however, indications toward 
an improved experience appeared 
evident in the latter months. 

Reinsurance results of the fire and 
related lines once again show excel 
lent over-all experience, although 
there is a slight downward tendency 
due in the main to modest rate re- 
ductions. It is not unreasonable to 
expect that this tendency will con 
tinue as the better than normal ex 
perience in this exerts an 
influence on the promulgation of still 
lower rates and consequently lower 


some 


class 


profit margins. 

With the recent sweeping victory 
at the polls, truly sound principles 
and the restoration of a more mod 
erate atmosphere seems 
about to dispel the political fog of 
Reflecting this changed 


economic 
past years. 
philosophy, the period ahead holds 


promise of relative stability and the 
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gradual emergence of a firm founda- 
tion for the economy of our country. 
However, the year 1953 is likely to 
test to the utmost the capacity of 
self-discipline of those who direct 
the industries of our great country 
We in the insurance business accept 
this challenge and enter the new 
year with great confidence and the 
expectation of better times ahead. 
Robert C. Ream, chairman of the 
board, and Edward L. Mulvehill, 
president, American Reinsurance 
Group. 
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HE YEAR was not marked by 
ye major disasters or by any 
rapid or conspicuous change ma 
terially affecting operating results. 
It was a year characterized in the 
main by indications of slowly im- 
proving conditions, including pre- 
mium rate levels, and the conse- 
quences of this improvement are 
apparent when the year end results 
are compared with those of 1951. 

In the major casualty lines, with 
the exception of automobile bodily 
injury insurance which showed an 
underwriting loss, there was an im- 
provement in the results over those 
for 1951. This was true as to work- 
men’s compensation, bodily injury 
other than automobile, automobile 
property damage and collision. The 
underwriting results in group acci- 
dent and health business were also 
an improvement over those of 1951. 

There were no really great disas- 
ters in 1952 affecting our fire com- 
panies, either as to fire or wind- 
storm, which approached the damage 
caused by the November windstorm 
in 1950 or the Missouri River flood 
in the summer of 1951. Despite the 
absence of these major disasters in 
the year just closed, the extended 
coverage loss ratio was still too 
high. Rate increases and mainte- 
nance deductible secured subsequent 
to the 1950 storm are now beginning 
to show their effect and may result 


in this class of business developing 
a more satisfactory loss ratio 

In the year just closed there was 
an unusually large number of fire 
rate reductions, the effect of which 
cannot be measured for some time 
because so much of our fire business 
is on a three- or five-year basis. 
There are various other similar re 
ductions contemplated in 1953, and 
while the loss record on fire business 
has been good, these reductions will 
diminish to some extent the modest 
profits which would otherwise be 
earned. The business has experi- 
enced several good years in the last 
cycle but over a long 
period still shows only a small un 
profit —F W Cole, 
chairman of the board, and J. D 
DeWitt, president, The Travelers 


five-year 


derwriting 


w ke vw 
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E ARE grateful that despite 
W::.. unusual number of prob 
lems facing the fire, marine and cas- 
ualty business we can definitely state 
that, with the exception of automo- 
bile liability lines, we have had a 
very satisfactory year 

The fire account was profitable 
for the year, but the loss trend is 
rising and with rate decreases in 
effect in some states and others still 
to come, we shall expect more diffi 
culties in the year but we see no 
cause for apprehension. With satis- 
factory profits, the public is entitled 
to such rate decreases as will still 
permit a fair gain. 

Notwithstanding substantial auto- 
mobile rate increases in the past 
year, we are not too hopeful that the 
business has reached a point of sta- 
bility. Many solutions of the prob- 
lem are being offered by insurance 
insurance 


commissioners, editors, 


company managements and_ politi 
A realistic approach of rigid 


clans 


law enforcement automobile 
operators becomes submerged to the 
quack cures proposed by the advo 


114) 


upon 


[Continued on page 


21 





Across the yours 


HOW A HUNDRED YEARS AND A BILLION AND A HALF DOLLARS HAVE 


Tue First Home agents appointed a hun- 
dred years ago faced an unprecedented era 
of progress—of challenge and of opportu- 
nity. The century that lay before them was 
to encompass the whole gamut of human 
experience—from booms to bust, wars and 
peace, growth and growing pains—yet al- 
ways, in every field of endeavor, the keynote 
was expansion—and always the demands on 
the supplier of property insurance grew 
greater. They did a big job and did it well, 
these early Home agents. On the foundation 
they built and in the spirit of service they 
LEVI P. MORTON created, The Home today faces its second 


Direct 


The Messe laseranas Compens century with full confidence. 


Spirit of St. Louda Victory, New York 


. -- 


to provide better insurance services to more people through more than 52,000 outstanding Home 








| and into the Lulure 


PREPARED THE HOME TO SERVE YOU BETTER NOW—AND IN THE YEARS TO COME 


Your Home agent today performs services and provides protection un- 
dreamed of a hundred years ago. This is only a beginning. Today's 
challenges and problems will become the opportunities and advancements 
of tomorrow. This you can count on—The Home and its agents will be 
alert to your insurance needs whatever they may be in the days to come. 
This has been the pattern of the past. It is the promise of the future, 


* THE HOME* 


Csi COM CO L “OWLfI ay’ 
- - Co 
United Nations, New York Home Office: 59 Maiden Lane, New York 8,N.Y & ANNIVERSARY 
FIRE . AUTOMOBILE , MARINE 


representatives everywhere, 


THE HOME INDEMNITY COMPANY AN AFFILIATE WRITES CASUALTY INSURANCE FIDELITY AND SURETY BONDS 








First Call for a Continental Congress 


: . A the founders and original 

In town meeting on May 17, 1774, the deputies ats toe G the ply wll W ashe 

"dence vote . 2¢ > » ington Insurance Company are the 

of Providence voted to request the Rhode Island le Gunes af tans eodae ae 

General Assembly for action “*. . . permitting a —" earliest determination to 

: : e free. 

congress, as soon as may be, of the representatives 

of the ‘General Assemblies’ of the several colonies Progressive Protection 
and provinces of North America, for establishing ae 8790 


the firmest union...” 


This courageous action marked the first official 
call for a Continental Congress in connection with 
America’s fight for freedom. Less than a month 


later, Stephen Hopkins and Samuel Ward were PROVIDENCE 
chosen to represent Rhode Island . . . the first WASHINGTON 


delegates of any colony to be elected to the Con- 
. 4 é J ‘, G 
Snsuvance Company 


tinental Congress. 
1799 


PROVIDENCE WASHINGTON INSURANCE COMPANY * 20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 
There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 


24 Best's Fire and Casualty News 





THE GREAT 
Partnership 


NY direct or implied crit 

icisms Of existing conditions 

or procedures in this article 
are made with the sincere desire to 
strengthen the foundation of the 
stock insurance 
has the 
people so long and so well. Some 
of the make will 
probably be considered rather dras 
tic, but I trust they 


capital system 


which served American 


observations | 


will arouse suf 
ficient interest in enough people in 
our business so that it will be agreed 
there is work to be done 


Joint Problems 


In every respect the American 
Agency System is a partnership of 
insurance and their 
that the 
partners are by tradition and design 
so closely linked together that most 
of the problems and hopes of the 


companies 


agents. No one can deny 


one are the problems and hopes of 
the other. 
business sufficiently concerned and 


There are some in our 


some of our competitors hopeful 
enough, to suggest that the affilia 
tion is showing signs of weakness 
and within perhaps a decade it will 
bow to the inevitable competition of 
a price differential at the hands of 
present policyholders. Such obser 
vations are frequently supported by 
statistics on the growth of 
capital stock insurance and the state- 
ment that the so-called middleman 
has to a large extent been elimi 
nated from American business 

In order to take inventory of our 
position, let’s look at a few figures 
In 1931 the capital stock companies 
wrote 83.6% of the total of all prop 
erty and liability insurance in the 
United States. The balance, or 
16.4%, was written by mutual or 
reciprocal companies or those un 
derwriting groups falling in the 
broad general classification of 
Lloyd’s. In 1951 the percentages 
were 74.1% and 25.9%. The rate 
of growth for the twenty-vear pe- 


non 
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for the stock com 
and 571% for the others 
| would direct special attention 


riod was 282% 


panies 


to the variables in the two periods 
of 1931-1941 on the one hand and 
1941-1951 on the other. It ts 
erally conceded that the first period 


gen 


several years of econonmn 
other 
‘| he second period 11k luded 


War Il the 


included 
difficulties—in words, a re 
cession 


W orld and post-war 


There is work to be done 


inflationary period with its 


pros 
perous environment a 


riod, with easy money and the price 


boom pe 
of commodities or services a minor 
factor. 

During the first period the mu 
tuals, reciprocal and Lloyd’s groups 
their premium 
more than three times the percent 
age increase enjoyed by the stock 


increased income 


companies, whereas for the second 
period the increase was only 40% 


greater. Thus we appear to have 


JAMES F. CRAFTS 
President 
Fireman's Fund Insurance Company 
proot that the 


son \merican peo 


ple are price conscious—an 
that no 


should overlook 


imnpor 


tant tact business interest 


Can 
With 
ol the 


regard to the elimination 


middleman im our enterprise 


can be found to 
that he 
the 


i reasonable part 


system, no prool 


establish the beliet has been 


eliminated where services he 
renders represent 
of the 


It is true that the wholesale 


goods or 


cost of g services 


grocetl 
some parts of 


and druggist in our 


longer considered 


but this is the result of 


country are no 
a necessity, 
either the manufacturer or retailer 
assuming certain services which had 
provided by the wholesaler 
that there 


growth in 


hee 1 


also a fact has been 


a material cooperative 
ventures, but a study of the princi 
pal fields of their activity generally 
that the 
system in those fields has failed to 
that 
taking place in the require 


demands of the 


shows private enterprise 


recognize important changes 
were 
ments and con 
sumer 
Insurance came into existence to 
meet a definite need that has nevet 
disappeared but rather has contin 
ued to the 
development of our 
the de 


\merican 


grow in proportion to 
phenomenal 
with 
the 


into being 


country Coincident 


mand for insurance 


\gency System came 


Today its lines extend into 
practically and town in 
the United Yet despite the 
fact that its rough ed 
[Cantinued an the 


supply 
every city 
States 
ges have heen 


nex? peace! 





Great Partnership—Continued 


knocked off by century 
halt of the un- 
happy truth is that the partners in 
the capital stock field have not fully 


nearly a 


and a experience, 


reckoned with the growing cost con- 
sciousness of the people under nor 
conditions. 


mal business 


A Reasonable Charge 


\s the figures quoted suggest, 
there has been a rather steady in- 
the total 
available premiums written by the so- 
called direct writers. We know the 
trend is primarily the result of the 
failed to 
marshal our forces in defense of a 


crease in percentage of 


cost factor, vet we have 


system which has served our policy- 


holders well and will continue to 
serve them as long as we are will- 
ing to face the fact that some elimi- 


nation of useless and outmoded pro- 


cedures is not only advisable but 
necessary. The American Agency 
System is needed by the American 
people. They not only prefer it but 
they will always be willing to pay 
for agency service, providing the 
charge for it is reasonable. 

I am certain the industry's reac- 
tion at this point can only be sum- 
marized as 
ground or 
dynamite. 


sacred 
with 
such 


treading on 
perhaps loaded 
But with 
warnings, and even if my voice be 
that of the wilder- 
ness, | shall present my suggestions 
the viewpoint of who 
values the heritages that have been 


even 


one crying in 


from one 
ours and who hopes that we may 
guard the privilege of passing them 
on unsullied, to our successors. 
Che American Agency System, as 
a partnership under 
private enterprise, is stronger in 
many ways than it has ever been. 
Its moral fibre is strong but some 


a system and 








changes. 


with our nearest office. 


The 


New York Boston 
PHILADELPHIA 


Unirep Srares 
Inpt s 


GOVERNMEN 
RIAL, Pusuie Urins 


CANADIAN AND Foreicn Bonps 


l nderwriter 








Insurance Company 


Stocks 


Many years of close association with leading insur- 
ance companies and the maintenance of primary 
markets in the shares of these companies keep us 


fully abreast of current developments and market 


We are equipped to handle the sale and purchase 
of insurance company stocks in blocks of any size. 
Information regarding leading companies and 


their shares can be obtained by communicating 


FIRST BOSTON 
CORPORATION 


CLEVELAND 


SECURITIES 
y AND RarLroapb Bonps anp Srocks 
Bank ano Insurance Company Srocks 


Distributor 


CHICAGO 
San FRANCISCO 


PirrsBURGH 


Srare anp Municirat Bonps 


Dealer 














threads have become loose and 
threaten to unravel the whole article. 
The weakness is that the principal 
partners in the joint affiliation have 
a bad case of temporary incompat 
ibility, with the result that nearly 
everyone is gun shy of changes and 
leadership is individual rather than 
collective. 

The \gency 
was never intended to be two inde 


American System 
pendent groups, each working to sat 
isfy its own selfish interests. It was 
created as a cooperative entity in the 
belief that development would be 
greater and more beneficial with 
teamwork. There's real need today 
to revitalize this original concept for 
the good of our business. Our stand 
ards have always been just and fair, 
but there must be a common spirit 
of loyalty and cor yperation to the end 
that 
unite, both in defense and offense, 


companies and agents must 
regardless of what the problems may 
be. Our present diseases do not re 
quire an outside doctor or adviser 
To the contrary, all that is necessary 
is the application of some of that 
good old home remedy of under 
standing and teamwork. 


The Expense Segment 


Let’s take a look at just a few of 
the problems we 
and see how the proper working of 
the 
will pay dividends 
talk very frankly about the expense 
the premium dollar 
This means commissions, the cost of 
handling business, systems and pro 


hear most about 


American Agency partnership 
I am going to 


segment of 


and organizational weak 
nesses. The facts of life are that 
sooner or later the American Agency 
have to 
methods of merchandising so that 
a larger percentage of the premium 
dollar is returned to policyholders in 
the form of payment for losses 
While there is a variable between 


cedures 


System will change its 


classes of business, we now expect 
to pay out for losses and the ex 
pense of for 
various taxes levied upon capital 
stock insurance underwriters, exclu 
taxes, between 55 


handling losses and 


sive of income 


and 65% of premiums. It is my 
opinion that the objective of the 
partners in the American Agency 
System should be to pay out in loss 
and loss expense and in required 
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taxes, exclusive of income taxes, 
between 65 and 75% of premiums 
for the average of all classes written 
by fire and casualty companies. 

I can hear those 
ber of agents 
manding 


increasing num 
have de- 
commissions, 


who been 
increased 
particularly on fire business, 
“The man’s crazy talking about re- 
ducing Yes, I am 
talking about reduced commissions, 
however of the kind of 
teamwork and understanding that 
permits the partners in a sound 
\merican Agency System to recog- 
nize that 
mission income might well be the re- 
sult of changes which could increase 
the take-home pay of the agent in the 
form of 


say, 
commissions.’ 


the result 


a reduction in gross com- 


net commission income. 


Five to Ten Pennies 


there are 
premium 


To be specific, I believe 
five to ten pennies in the 
dollar that within a 
period f time could be 
if the partners in the 
Agency System would jointly study 
their merchandising, sales and proc 
essing methods. Certainly such a 
study would mean changes, 
that at first might seem quite drastic 
by traditional standards but highly 
satisfactory when they provide the 
working with 
competition and better serve the in- 
terests of the insuring public. 


reasonable 
eliminated 
\merican 


some 


tools which to meet 


Does anyone in our business en- 
joy listening to the increasing num- 
ber of laments, “I am losing my best 
? Losing it to whom? To 
the insurance that pro 
vides what the policyholder believes 


business” 
company 


to be adequate and satisfactory serv 

ice? My opinion is that the policy 

holder in many instances fails to get 
adequate service, either in terms of 
quantity or quality, but in reaching 
such a conclusion we should in all 
fairness recognize that our price for 
service comes rather high. 

Up to now we have had little diffi 
culty in justifying the service differ 
ential to the 
our policyholders, but we must not 


satisfaction of most of 


forget that we have been living in 
easy times and the prudent 
thing for the partners in the Ameri- 
can Agency System to do would be 
to jointly study the cost of adequate 
service to their policyholders and if 


possible bring it to a lower figure. 


money 
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The stress and strain of domestic, 


FIRTH ol F¢ IRTH BRIDGE _- Scotland's famous 


Firth of Forth bridge crosses the river 


at a_ point 


where the Island of Inc hgarvie divides the channel. 
It is interesting to note that a7 of the total weight 
ol each of the two cantilevers represents the amount 


of steel needed to resist wind stress at that location. 


indus- 


trial, and commercial affairs are alleviated 


by sound and adequate insurance. 


90 JOHN STREET 
NEW YORK 38, NEW YORK 





I am well aware of the fact that 
some of my colleagues would sug 
gest that the kind or extent of sav 
ings in expense that I have in mind 
is not in the cards. 
can only suggest that we will never 
until we have 
every last possibility through quali 
lied men in the company and agency 
ranks, studying every suggestion to 
gether and doing so with the 
objective of further strengthening 
the American Agency System. 


In response I 


know researched on 


sole 


us a few ideas 
ing to save the 
five to ten pennies in the 
dollar. I repeat, tl 
through a 

but there are a 
tions I can place on the research 
table. Have stopped to 
realize the duplication in effort and 
expense in our traditional method of 
bookkeeping and handling of pre 
With 


(Contin 


Sut, you say, give 


ot where we are gi 
premium 
l answer must 
come cooperative en 


deavor, lew 


sugyes 


you ever 


miums ? few exceptions, al 


j 


ed on page 100) 











@ Top quality backed by experienced engineering 
results in operating superiority at all times with 
the world famous C-O-TWO Squeez-Grip Carbon 
Dioxide Type Fire Extinguishers as well as the 
newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing fa- 
cilities and extensive field testing, together with 
approvals such as the Underwriters’ Laboratories, 
Inc., Factory Mutual Laboratories and Govern- 
ment Bureaus assure you of fast, positive action the 
instant fire strikes. 


FIRE EXTINGUISHERS 
give 

fast positive © ‘ 

tire prorection ly 





With C-O-TWO Squeez-Grip Car- 

bon Dioxide Type Fire Extin- 

guishers the penetrating carbon di- 

oxide is a clean, dry, non-damaging, 

non-conducting inert gas. . . smoth- 

ers fire in seconds, leaves no after 

fire mess .. . highly effective on 

flammable liquid and electrical 

fires, as well as some surface fires 

involving ordinary combustible 

materials. The C-O-TWO Squeez- 

Grip Valve is the greatest single 

contribution to the releasing of 

carbon dioxide for first aid fire 

fighting ... just squeeze lever to open. . . release to close. 
Convenient 21/2, 5, 10, 15 and 20 pound hand sizes... 

discharge horn non-conducting, shatterproof construc- 

tion. Also, convenient 50, 75 and 100 pound wheeled 

sizes ... available with sturdy, wide-faced wheels either 

with or without rubber tires, as well as available with or 

without discharge hose and horn protection cover. 











With C-O-TWO Dry Chemical Type Fire Extin- 
guishers the heat-shielding dry chemical is a 
non-conducting, non-abrasive, non-toxic, finely 
pulverized powder compound .. . blankets fire 
instantly ... exceedingly effective on flammable 
liquid, gas and electrical fires, as well as surface 
fires involving ordinary combustible materials. 
The exclusive inverting design renders constant 
free flowing dry chemical, assuring faster, more 
effective and complete discharge. 

Convenient 4, 20 and 30 pound hand sizes... 
no syphon tubes or valves within the cylinder to 


NEWARK 1 + 


become clogged or inoperative . . . discharge hose 
and squeeze type discharge nozzle remain empty 
until actuation takes place .. . one piece remov- 
able top assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced wheels . . . 
discharge hose and two position discharge nozzle 
having soft or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual bar handle 
provide easy inverting. 

Act now for complete free information on these 
fast, positive fire extinguishers. Remember fire 
doesn’t wait ... get the facts today! 


¢C-O-TWO FIRE EQUIPMENT COMPANY 


NEW JERSEY 





MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguisher 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bullt-In Smoke and Heat Fire Detecting Systems 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 











DON’T HELP THE BURGLAR 


URGLARIES in the United 
States will take place at the 
rate of almost 
during 1953. That’s according to 
past indications which that 
about 410,000 burglaries were re 
corded by J. Edgar Hoover's F.B.] 
in 1951, the last full year reported 
Since burglaries are on the increase 


one a minute 


show 


and untold thousands of such crimes 
are never reported to local police 
1953’s burglaries are ex 
pected to total about 525,000 


Needless to say, this 
amount of burglary costs home and 
store owners many millions of dol 
lars and untold amounts of misery 
each year. This year will be no ex 
Unfortunately, the bur 
glar’s principal ally is the person 
he victimizes. If it were not for the 
errors of omission and commission 
plus mistakes in judgment made by 


agencies, 


enormous 


ception. 


property owners, the burglar’s task 


The FBI figures show 47 burglaries 
take place every hour of every day 
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Exterior windows as well as doors must 
be locked when house is vacant. 


would not be nearly as easy as tt 
appears to be. 
\ survey Yale & 
Manufacturing Company's 
department found _ that 


these are some of the mistakes peo 


made by The 
lowne 
research 


ple make which enable enterprising 
burglars to practice their criminal 
livelihood successfully : 


1. Leaving a home with exterior 
doors or windows unlocked. 

2. Failure to equip both front and 
back doors (and all other exterior 
doors ) with secure lox ks. 

3. Failure to notify 


that the family is on vacation 


the newsboy 
Piled 
up newspapers outside the door are 
an indication to the burglar that the 
“coast is clear.” 

4. Failure to notify the milk com 
pany by telephone or letter to stop 
milk deliveries during vacation 
periods. A note in an empty bottle 
saying that the family will be away 
for several days will stop delivery 
of milk, but it will also tell a snooper 
that he has a green light to burglar- 
ize the house. 


5 Leaving a note lor prospective 
guests in the mailbox saying, “Key 
is under door-mat. Make yourself 
Will be back in an hour.” 


Burglars also will appreciate such 


at home 


thoughtfulness 
6. Notifying 
that 


rhieves are quick to take advantage 


the local 
you plan going on 


newspaper 
vacation 
advance 


of such accommodating 


news items 


Here are some things that can be 
done. to make things very difficult 


or housebre aker S 


1. Keep at least two interior lights 
on when you leave the house for the 
\n unlit home is 
to the night-time burglar that he 


evening a signal 


can move in more easily 


2. Leave shades up when vacating 


the house and notify neighbors and 
police that you are taking a trip 
\ light in the house during your 


ed the next page) 











Salesmen lacking proper credentials 
should be reported to Police. 
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Score Yourself — 


HOW BURGLAR PROOF _| (CHECK ONE) | scORE For 


iS YOUR HOME? Yes | No | ANSWER 








When you leave your home, do you 
check to make sure that all exterior 
doors and windows are securely 
locked? 


10 points 





When you leave your home for a vaca- 
tion or any extended period, do you 


A. Notify your newsboy, so that papers 
will not pile up? 





B. Notify your milkman so that milk 
bottles will not accumulate to let a 
burglar know that the ‘“‘coast is 
clear’’? 





. Make arrangements to have your 
mail held for your return, so that 
your house or apartment has a 
lived-in look? 


3 points 





When leaving your house for an ex- 
tended period, do you notify neigh- 
bors and local police that you are 
taking a trip? 


10 points 





Do you check the credentials of serv- 
icemen and salesmen before admit- 10 points 
ting them to your home or apartment? 





Do you leave a light on when you 


leave the house for the evening? Speiate 





Do you leave the shades up when 
vacating the house for an extended 5 points 
period? 





Do you make certain that a strange : 
caller does not tamper with your door 5 points 
lock? 





Do you have Yale pin tumbler locks 
on all exterior doors? Or, if not, have 
you installed Yale auxiliary night- 
latches on doors not so protected? 





Do you or another member of your 
family rent a safe deposit box for 
storage of your valuables? 





Do you keep a record of serial num- 
bers and descriptions of your valu- aioe 
ables? 

















My Home Protection Score is: 89 points* 











* A score of 89 is perfect. A score of 80 or more means you are doing a good job of 
foiling burglars; a score of 65 or more means that you cre doing a fair job; a score 
of 50 or less means that your home may become o “burglar’s delight.” 
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Leave lights on when out for evening; 
shades up when on vacations 


absence will then warn those you 
have alerted that prowlers are in 
your home. Ask neighbors to pick 
up all mail and circulars from the 
stoop so that your house has a “lived 


in” look. 


2 


3. Never notify the si ciety editor of 
your local newspaper that you are 
planning to leave on a trip. Rather, 
inform the editor about your vaca 
tion after you have returned 

4. Call police to check on all strange 
solicitors not carrying proper creden 
tials. Many thieves pose as salesmen 
or repairmen while “casing” an area 
for future lucrative jobs. Never 
allow a salesman or repairman with- 
out good credentials to enter your 
home. 

5. While talking to a strange caller 
at your door, stand in front of the 
locking mechanism. A favorite trick 
of burglars is to engage a prospect 
in conversation while flicking the 
push buttons below the bolt of a 
mortise lock and thus unlocking the 
door. The burglar hopes that the 
householder will not notice that the 
door is unlocked and will return 
later. If the door is still unlatched, 
he finds a clear path to the interior 
of the house 

6. Most important of all make cer- 
tain that high grade pin tumbler 
cvlinder locks are on all exterior 
doors. The pin tumbler type cylin 
der lock, invented by Linus Yale, Jr 
makes good lock security available 
to everyone at a reasonable price 
Don’t depend on cheaply made locks 
to protect your valuables 

7. very economical method of 
protecting your exterior doors from 
intruders is to install auxiliary 
nightlatches on these doors. For 
utmost security, a good deadlock is 
available at a very reasonable cost 
8. With the possibility in mind that 


you might slip up on one or more 
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MONTHLY FIRE 
LOSSES 


STIMATED FIRE LOSSES in the 

United States during February 
amounted to $72,706,000, it is re- 
ported by the National Board of Fire 
Underwriters. This represents an 
increase of 4% over losses of $69,- 
925,000 reported for February 1952, 
and a decrease of 5.2% from losses 
of $76,659,000 for January 1953. 

Losses for the first two months 
of 1953 now total’ $149,365,000 an 
increase of 3.6% over the first 
two months of 1952, when they 
amounted to $144,080,000. 

These estimated losses under fire 
insurance policies include an allow- 
ance for uninsured and unreported 
losses. 

1951 1952 
$71,507,000 
62,965,000 
58,744,000 
56,403,000 
52,220,000 
55,416,000 
53,398,000 
54,660,000 
60,064,000 
68,206,000 


March 

April 

May 

June 

July 
August 
September 

October 
November 
December 


62,354,000 
58,585,000 
61,675,000 
56,462,000 
58,949,000 
63,958,000 
65,129,000 
74,127,000 
1952 1953 

76,659,000 
72,706,000 


74,155,000 
69,925,000 


January 
February 


$790,238,000 


rotals $7 37,663,000 


MOTOR VEHICLE 
DEATHS 
1951 
2,820 


2,350 


1952 
2,650 


2.630 


January 

February 
5,170 
2,730 


5,280 
2,730 
2,660 
3,160 
3,070 
3,150 
3,670 
3,360 
3,610 
3,640 
3,670 


Two Months 
March 

April 

May 

June 

July 

August 
September .. 
October ‘ 
November ... 
December 


Total 38,000 


ACCIDENTAL 
DEATHS 


January 
1952 1953 
7,200 7.100 
2,650 2.840 

800 R00 O% 
2.700 2.500 —7% 
1,200 1,100 —8% 
* The total for all types does not equal the sum 

of the four succeeding totals because deaths 

from occupational-motor-vehicle accidents are 
included under both headings. 


Change 
—1% 


1 %or 
+ 4c 


ALL TYPES*. 
Motor vehicle. 
Other public 
Home 
Occupational 





{ppearing in business magazines 


YOU are entitled to know 
the FACTS about 
Auto Liability Insurance! 


Did you know that fatalities and injuries from automobile accidents lead all others? 
In 1952 alone, 38,000 men, women and children were killed 1,300,000 suf 
fered injuries and property was damaged over $300,000,000 through automobile ac- 
cidents! And, especially tragic, most of these accidents could have been prevented! 


WHAT ARE INSURANCE COMPANIES AND AGENTS 
DOING TO HELP REDUCE THIS TOLL? Every day, 


year in, year out, they are engaged in activities 


over 





Today’s Conditions 


Average 
Increase 


Since 1940: 
Automobile Accidents. . . 54% 
cee 1% 


Repair costs... .... 134% 


designed to reduce automobile accidents. Just 
a few are: 


ACCIDENT PREVENTION STAFFS — trained 


pany personnel develop safe driving programs 


com- 
Hospital costs 


for business and industry. 


INSPECTION SERVICES — vehicles inspected for in- 

! 
sured trucks and fleets. Jury awards at an all time high! 
Automobile Liability 


RAMS — desi y od » 
oe is ' parla rates only .. 2... 


help make your community a safer, better place, 


are planned and supported. 


REMEMBER: YOU make 
DRIVERS SAFETY AWARDS—are given by insur- tomorrow’s rates TODAY! 


ance companies for safe driving in thousands 











of insured companies the nation over. Success in reducing accidents and 
controlling automobile insurance 
costs requires the constant co- 
operation of all drivers. 
HOW YOU CAN HELP: Adopt 
this simple five-point program! 
Drive Safely 
Obey all traffic regulations 
Support law enforcement 
Keep your car in top condition 
When you serve on juries— 
award just verdicts — 
don’t yield to emotional appeals! 


HIGH SCHOOL DRIVING COURSES — instruction for 


teen-age drivers initiated in many high schools. 


DRIVER SAFETY EDUCATION — folders, posters, 
films and booklets are prepared and distributed 


each year to promote safe driving. 


LEGISLATION BENEFITING THE MOTORIST — the 
Financial Responsibility Laws now in force in 
most states were initiated and supported by in- 
surance companies and agents. Result: Percent- 
age of insured cars, in N. Y. State alone, in- 


creased from 65 to 95! 


OUR AGENT in your community is helping to make your highways safer 
and better. If in your business, social or civic activities you can use 
films, folders, booklets or posters on safe driving—contact him today! 
If you don’t have his name — address our Agency & Production Depart- 
ment-—~we'll supply it promptly! 


ACT NOW — join the Crusade 
against America’s Number One Cause of Accidental Deaths and Injuries! 


AMERICAN SURETY & 


nee rmmerrorsy [JIT PANY 


100 Broadway, New York 5, N. Y. 
FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS, INC. 








BEHIND THE tosses 


EXPENSIVE LIVING 


AN EMPLOYEE of a large haber 
arrested and 
$55,333 


dashery has been 
charged with 
The clerk 
sent in by 
take a group of orders with checks 
to the cashier, saying he could hill 
only part of them and pocket the 
Subsequently, he would 
slips through marked 


embezzling 
orders 
would 


supervised mail 


customers. He 


difference 
send order 
paid to the shipping department for 
all the articles which would go to 
the His books always 
balanced, but the store had a huge 
annual inventory loss 


customers. 


He spent the money as fast as he 
A chauf 
from time 


got it on expensive living 
feur drove him to work 
to time and if he had not been dis 
have driven his 


covered he would 


employer out of business 


Fidelity & Guaranty 
Keystoner” 


Lf S 


DOING SOMETHING 
New York, is do 
ing more about the auto accident 
situation than just talking about it 
Two years ago they started a drive 


ROCHESTER, 


against speeding. 

In 1951, the first 5,427 
speeders were brought into traffic 
Chis was 


year, 


court by the gendarmes 
almost five thousand more than in 
1950. In the second year there were 
3,582 speeding cases. We've often 
said that speeding was the greatest 
cause of serious accidents. How did 
this drive affect the record? Well, 
there were twelve people killed in 
1952 compared with the record year 
of 1937 when there were fifty-five 
fatalities. 

The interesting thing is that all 
twelve deaths in 1952 were pedes- 
trians- those cases where 
a speeding car wraps itself around 
a tree causing bad injuries. An 


none ol 
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other interesting thing about the 
Rochester plan is that there were 
just as many or more accidents. 
People weren't getting hurt as much, 
however, because the cars were go- 
ing slower. That means there is still 
room for improvement as far as ac 
cident frequency is concerned. 


Merchants Monday Message 


OF SNAKES AND MEN 


A PENNSYLVANIA 
and a neighbor were repairing a 
roof. The policyholder was climb- 
ing a ladder when the neighbor dis- 
covered a large black snake coiled 
in a cornice. The neighbor snatched 
the reptile by the tail and flung it 
earthward. It caught the ascending 
policyholder around the neck. In 
attempting to unwrap the snake, the 
policyholder let go the ladder and 
fell fifteen feet to the ground. 

A policyholder in Indiana decided 
one Sunday to do something he had 
been intending to do a long time. He 
got out a rubber pad and a pair of 
scissors, and set to work. The job 
done, he stepped back to survey his 
handiwork, slipped on the floor and 
fell on his fundament, with one leg 
splintering underneath him. The job 
he’d been doing was to fix a rug so 
that nobody would slip on it 


The Travelers Protection 


policyholder 


WATER DAMAGE 


\ FILTER ON a line 
gave way under city pressure one 
night allowing escape of water which 
ran until premises opened the next 
morning. Loss occurred in an area 
occupied for secret Government 
work and admittance to premises to 
shut off water was refused by the 
security guard until papers were 
cleared, thereby causing further 
damage amounting to $7244. 


cold water 


The Aetna-izer 


HE WANTED OUT 


A HOTEL GUEsT, feeling slightly 
happy as a result of a few beers, 
accidentally set his bed on fire. He 
dashed for the door; into the 
closet and burned 
While he was responsible for start 
ing the fire, he nevertheless sued the 
hotel for injuries, and his attorneys 


got 


instead was 


were successful in obtaining a $17, 
000 judgment for him. It woul 
appear that the hotel was negligent 
in not marking the doors properly. 


American Casualty Co/s 
American Arrow 


A BAD ACTOR 


OLIVE DRAB PAINT residue ignited 
in an unsprinklered spray booth aiter 
the plant had down \ 
sprinkler at the the 
booth operated to confine the fire 
The water-flow alarm 
the public department 
tually subdued the intense blaze. In 
addition to fire damage, water wet 
down finished stock on the floor be- 
low. Olive drab paint is a 
Army color but a bad actor! 
nites spontaneously 


closed 


entrance ot 


summoned 


who even 


gor rd 
It ig 
Record 


Factory Mutual 


MOST CONVINCING 


\N AGENT writing an acci 
dent and sickness policy and to in 
dicate to the prospect that the policy 
was in demand he said, “That win 
dow cleaner up there bought one of 


Was 


these policies only yesterday.” 
When the man asked “What win- 


dow cleaner, where?” the 
went to the window and found his 
policyholder lying on the 
ground below. The rung on which 
his client had standing had 
broken. He fell twenty-seven feet 
and fractured both ankles. 


agent 


latest 


been 


General Accident Fire & Life 
General's Review 


Best’s Fire and Casualty News 
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Q. wat Foor Waples ARE SPECIFIED MORE 


AND MORE BY SCHOOLS AND OTHER INSTITUTIONS 2 


A. WAXES THAT COMBINE 


ANTI-SLIP SAFETY ! 


PLUS LONG-WEARING BEAUTY 
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THAT MEANS WAXES CONTAINING DU PONT ““LUDOX”’ 


Now institutions can give floors anti-slip safety and durable beauty 
by using waxes containing Du Pont “‘Ludox” colloidal silica. In- 
visibly tiny particles of ‘““Ludox” in waxes offer new walking safety, 
as well as extra film hardness. 

And waxes properly formulated with ‘“Ludox” are fully equal to 
the best of floor waxes in gloss, water resistance, leveling, and other 
desirable properties. With all these advantages, you can see why 
waxes containing ““Ludox” are specified by more and more safety 
and maintenance engineers. 

If you are not already using anti-slip waxes containing ‘‘Ludox,” 
ask your supplier abouv them. Or, if he cannot supply you with a 
wax fortified with “‘Ludox,”’ consult E. I. du Pont de Nemours & Co. 
(Inc. ), Grasselli Chemicals Dept., 4; 47-B Dy Pont Bidg., Wilmington 
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How “‘LUDOX” 
gives slip resistance 


As the foot presses on the waxed 
floor, submicroscopic particles of 
Ludox so small that there are 
more than 300 trillion under the 

heel alone 

to larger 

particles 

videsa uniqu 

= bingaction 
keep the foot from 
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SETTER THINGS FOR GETTER LIVING... THROUGH CHEMISTRY 





Don't Help Burglars—from page 30 


of the above rules, it is wise to keep 
a record of the serial numbers and 
descriptions of all your valuables. 
In many cases police can track down 
a burglar if this is done, as pawn- 
shops and second-hand dealers are 
required by law to file sales reports 
with the police. 

Of course, the best way to pre- 
vent being robbed is not to keep 
valuables in your home, but instead 
store them in a safe deposit box in 


your bank. The burglars count on 
home owners ignoring this rule of 
caution. 

Nevertheless, if you remember 
that most burglaries are made easy 
by the home owner’s own careless- 
ness or failure to use his common 
sense, you can do a lot to improve 
the situation. The rate of burglaries 
will only decrease from 1951’s rate 
of 1,123 every day in direct propor- 
tion to the vigilance and “preventive 
lock security” maintained by the 
householder himself. 
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Ever try to break a habit? Then you know what a tough job 


it is. That's why a lot of people have automobile accidents. 


They have gradually developed bad driving habits which now 


control them—habits such as speeding. taking unnecessary 


chances in passing. straddling the center-stripe, pulling 


away from the curb without looking. 


The only sure way to break these had driving habits is to 


substitute good ones for them. This is not only a workable idea. 


but a good idea, too, as illustrated in the Safety Zone film. 


‘Pattern for 


Tragedy? This and other Zurich-American films 


will help you carry out successfully the public education 


activities that are a “must” in any community safety program. 


AURICH- 
AMERICAN 


INSURANCE COMPANIES 


eS 


Zurich General Accident and Liability Insurance Company, Lid. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S. LA SALLE ST., CHICAGO 3, ILLINOIS 


AUTO SAFETY 


HE ASSOCIATION of Casualty 
fp Surety Companies has esti 
mated that from 5,000 to 7,500 more 
highway patrolmen are needed in the 
nation as a whole to protect the 
public against accidents caused by 
drivers violating traffic laws. 
Thomas N. Boate, manager of the 
accident prevention department, says 
that sub-standard forces, in point 
of size, exist in nearly all states with 
rural highways in particular need 
of additional personnel. The New 
York Legislature has approved a 
100% increase in drivers licensing 
fees to help finance the addition of 
300 new state troopers to the high 
way safety patrol. The California 
Senate Interim Committee on Traf- 
fic and Motor Vehicle Violations 
has endorsed the principle of com 
pulsory jail sentences for flagrant 
speeders and drunken drivers. The 
traffic accident problem was head 
lined at the annual convention of the 
Greater New York Safety Council 
with a series of conferences held 
March 25 and 27. Law enforcement 
officers, traffic engineers and safety 
men heard discussions on such mat- 
ters as driver refresher courses and 
commercial vehicle operation. 


WOUNDED AND INJURED 


THIRTY-SIX CIVILIANS were in 
jured in motor vehicle accidents on 
the home front for every U. S. 
serviceman wounded in battle dur 
ing the first two and one half years 
of war in Korea, according to the 
\ssociation of Casualty and Surety 
Companies. Department of Defense 
figures listed 93,000 servicemen in 
the wounded column of the casualty 
lists during that period. For the 
same period of time, injured vic 
tims of automobile accidents totaled 
3,350,000. 

Starting with the first battle of 
the Revolution in April, 1775, and 
continuing through the major and 
which the United 
has fought, approximately 
1,270,000 men have been wounded 
in battle. However, in the little over 
fifty years since the automobile be 
came a means of transportation, 
33,000,000 men, and chil 
dren have been injured in_ traffic 
accidents. 


minor wars in 


States 


women 
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RESEARCH GRANT 


HE TRAFFIC INSTITUTE of 

Northwestern University has 
received a $5,000 grant from the All- 
state Insurance Company to conduct 
research and development work in 
the street and highway traffic field. 
The funds will be used to further 
that phase of the Institute’s program 
directed by James Stannard Baker, 
director of research and develop- 
ment. 


ATOM SMASHERS 


gg sear of “atom smashers”’ 
from damage by fire has devel- 
oped into a major technical prob- 
lem as a result of the construction 
during the last ten years of 150 
such installations in the United 
States, according to Willard H. 
Forristall, chairman of the Joint 
Fire and Marine Insurance Com- 
mittee on Radiation that recently 
completed a study of this problem. 
Mr. Forristall, who is vice-presi- 
dent of the Factory Insurance As- 
sociation, is one of eleven outstand 
ing fire protection authorities who 
studied the problem with the as 
sistance of four atomic energy re 
search experts. 
According to 
“atom smashers’’—machines that as 
scientists in their 
atomic disintegration and transmu 
tation—present problems to fire pro 


the committee, 


sist studies of 


tection engineers and fire insurance 
underwriters because they are costly, 
housed in combustible 
buildings or 
within the buildings, and 
such inherent fire 
coolants and high 
cal equipment 
facts and the importance of such 
installations to the nation’s tech- 
nological growth, every effort must 
with 


sometimes 
exposed to hazards 
inv ly e 
hazards as oil 
voltage electri 


Because of these 


be exerted to provide them 
necessary safeguards. 


Basic Principles 


A report of the committee’s study 
of the problem and its findings has 
been published under the title, “Fire 
Protection for Particle Accelerator 
Installations.” The report reviews 
the basic principles of high energy 
the various 


acceleration, describes 
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Coming up... 


one FIRE. Careless use of matches is by 


one stomach-ache, one spanking and 


far the 


greatest cause of fire. Serve your assured and your 


community. Teach fire prevention constantly. 


THE 


LONDON & 
Wie 
GROUP 


Fire Department e 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTO. « 
PANY © LAW UNION @ ROCK INSURANCE COMPANY, LTO 
OMPANY OF NEW YORK 


ORIENT INSURANCE COM 
® SAFEGUARD INSURANCE 
STANDARD MARINE INSURANCE COMPANY. LID 


LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


types of particles used and traces 
the rapid changes which have led 
from the little known Van de Graaff 
generator to the popularized cyclo- 
tron and cosmotron that now play 
so important a part in the fields of 
medicine, chemistry, physics and bi- 
ology. 

Inherent fire hazards, 
combustible cooling oils and high 
voltage electrical equipment, were 
studied by the committee, which also 
reviewed reports of fires that have 


such as 


already damaged costly research in 
stallations. 
the committee cover proper selection 
of location, the use of non-combusti- 


The recommendations of 


ble construction materials, safe in- 
stallation of electrical equipment, 
and provisions for fire detection and 
extinguishment. 

Inquiries concerning the report 
should be addressed to the National 
Board of Fire Underwriters, 85 
John Street, New York 38, New 
York. 





Now... [t's always “June in January” 
in America’s Pantries 


over fifty years. For forty of these years, Kerr 
has depended upon U.S.F.&G. to provide the 
wide variety of bonding and insurance coverages 
so essential to its growth and progress. 


Keeping America’s farm products protected for 
year-round use has been an important factor in 
the growth of American agriculture. The manu- 
facture of glass containers for home preserving 
has not only helped the farmer but has helped 
provide a balanced diet for the nation’s tables. 

Kerr Glass Manufacturing Corporation has 
been engaged in the distribution of fruit jars for 


Over ten thousand agents . . 


Whether you produce glass or steel; build roads 
or bridges: own your home or business; no 
matter what you do, there are U.S. F. & G. 


coverages to meet your needs. 


. there’s one in your community. 


Consult him as you would your doctor or lawyer. 


S.¥.& G. 


CASUALTY-FIRE 
INSURANCE 


FIDELITY SURETY 
BONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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W. T._DEEKS, Superintendent 


Underwriting Department, Philadelphia Office 
The Aetna Casualty and Surety Company 


DIPLOMATIC IMMUNITY 


TRANGE as it may 

there are hundreds of individ- 

uals living within the United 
States of America who are exempt 
from any liability in courts of law. 
These people are representatives of 
foreign governments and their en- 
tourage accredited to the U. S 
Government. They include ambas 
sadors, ministers, legates, nuncios, 
envoys, members of their house 
holds, and domestic servants 


seem, 


Accepted by the President 


During and since World War II 
the foreign diplomatic corps in this 
country has increased tremendously 
as a result of diplomatic functions 
attending military and economic as- 
sistance to other nations, and the 
United Nations Organization. There 
are, of course, many foreign repre- 
sentatives sent to this country on 
specific missions and in various 
services and they are not all ex- 
tended the privilege of immunity. 
Only those diplomats accepted and 
received as such by the President of 
the United States enjoy immunity 
status. 

The practice among nations of ac- 
cepting exemption or immunity 
from legal action is known as the 
doctrine of diplomatic immunity. It 
is reciprocal in nature and its origin 
dates back to antiquity. Early in the 
history of mankind each ruler in his 
own province was not subject to any 
law. Actually he was the law unto 
itself, the dispenser of justice, and 
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was considered by his subjects as 
divinely endowed and patron of the 
law. In those days it was not un- 
common for rulers to visit one an- 
other for purposes of negotiating 
treaties and discussion on matters of 
common interest. The visiting ruler 
was accorded the privileges of the 
visited sovereign while within the 
latter's domain and this treatment 
was reciprocated. Each was pro- 
vided full protection from civil in- 
convenience in order to expedite his 
affairs. 

As civilization progressed, how- 
ever, sovereigns did not always find 
it easy to meet with other rulers be- 
cause of discomforts of travel and 


perhaps troubles at home and they 
adopted the practice of appointing 
deputies or plenipotentiaries to 
negotiate in their stead. These indi- 
viduals were in turn accorded all the 
freedoms and immunities of their 
principles and the precept of pro- 
tection and privilege became estab- 
lished custom 


United States Law 


Within the last few hundred years 
statutes were written by various 
governments defining the protection 
afforded diplomats. In 1708 Queen 
Anne of England caused such a 
statute to be enacted by the British 
Parliament and shortly after this 
country was born, the United States 
enacted similar laws. They are con- 
tained in Sections 252-254 of Title 
22, United States Code, the first of 
reads as follows: 

252. Suits against ministers 
and their domestics prohibited. 
Whenever any writ or process is 
sued out or prosecuted by any per- 
son in any court of the United 
States, or of a state, by any judge or 
justice, whereby the person of any 
ambassador or public minister of any 
foreign prince or state, authorized 
and received as such by the Presi 
dent, or any domestic or domestic 
servant of any such minister, is ar 
rested or imprisoned, or his goods 
or chattels are distrained, seized, or 
attached, such writ or process shall 
be deemed void.” (R.S. par. 4063 ) 


Continued on the next page) 
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Diplomatic Immunity—Continued 


There have been instances when 
the governments of one or two na- 
tions have authorized their ambas- 
sadors to waive immunity under cer- 
tain circumstances. Such waivers 
must be recorded and accepted by 
the U. S. Department of State be- 
fore it in turn will permit service of 
due process on members of a diplo- 
matic staff. The Chief of Protocol 
of the Department of State and the 
U. S. Marshall's Office in the Dis- 
trict of Columbia are in a position 
to advise any interested party of the 
immunity status of accredited for- 
eign representatives and their serv- 
ants at any time, 

The situation in respect to domes- 
tic servants becomes quite compli- 
cated when it is realized that many 
of them are American citizens. Dur- 
ing the course of their employment 
they are normally immune just as 
are their employers. But once their 
employment is terminated for one 
reason or another they lose their 
immunity status and immediately 
become subject to due process for 
acts committed while immune 
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Many ambassadors or envoys 
coming to the United States sense 
that, while having no legal liability 
to reimburse American citizens for 
physical or personal damage in- 
curred as a result of their negligence, 
they have a moral or ethical obliga- 
tion to make amends. Consequently, 
they often purchase legal liability in- 
surance contracts from American 
companies presuming that these ob- 
ligations can thus be discharged. 
\nd insurance companies have, in 
the past, accepted such insurance 
although some companies have en- 
dorsed policies stating that they 
would not “use the immunity of 
such insureds from tort action either 
in the adjustment of claims or in 
defense of suits,” or words to that 
effect. This would appear to be in 
order in those cases where immunity 
has been properly waived by minis- 
ters so authorized by their govern- 
ments. 


A Dangerous Practice 


Generally, however, the agree- 
ment to purchase and sell insurance 
contracts of this type is a dangerous 
practice for both parties and this is 
evidenced by a simple analysis of 
the contract and the consequences 
that may ensue should a serious ac- 
cident occur. The standard liability 
insurance contract insures against 
legal obligations. The immunity of 
one of the parties from action at 
law can nullify its full intent, leav- 
ing many of the terms and condi- 
tions of the policy entirely open to 
question. Thus the insurance com- 
pany has taken a premium for legal 
liability protection where legal lia- 
bility cannot be determined and the 
“insured” ambassador or minister 
has paid a premium for a contract 
which gives no assurance of fulfill- 
ing his intentions. If a serious claim 
should occur under such an arrange- 
ment, the results could be most em- 
barrassing. Negotiations with the 
claimant might bring nothing but 
exasperation to all parties since the 
company’s opinion of moral respon- 
sibility or legal fault could differ 
sharply from that of the “insured.” 
Furthermore, if limits of coverage 
were inadequate for damages the 
company could be placed in a most 
unenviable position. Without a 
court of law to evaluate negligence 
and the extent of damages, insurance 


sold under the foregoing conditions 
may become worthless and could 
involve the insurance company in 
extremely bad public, even interna- 
tional, relations. 


Traffic Hazards 


The problem as respects insurance 
on individuals subject to immunity 
is greatly intensified in the United 
States due to our automobile traffic 
hazards. While most other nations 
do not suffer from vehicular conges 
tion and resultant accident frequency 
we are constantly learning of in- 
creased numbers of automobile col- 
lisions involving individuals who are 
immune. Claimants in such acci- 
dents have obtained much publicity 
in demanding some remedy to their 
inability to summon these individ- 
uals into court. Our Department of 
State and the United Nations Or- 
ganization are loathe to take any 
action to upset the long history of 
decisions built up in international 
law under the doctrine of diplomatic 
immunity and for reasons that are 
understandable. Concessions would 
have to be reciprocal. Obviously, 
our Department of State would be 
unwilling to concede the protection 
of immunity for its representatives 
in certain nations abroad. 

The more that claimants’ attor- 
neys feel frustrated by what they 
regard as the arbitrary refusals of 
liability insurance companies to 
make proper settlements, the more 
some remedy will be sought. One 
threatened possibility is an attempt 
to enact legislation which would 
give claimants a direct right of ac- 
tion against liability insurers of per- 
sons who are diplomatically immune. 
It is believed by the writer and na- 
tional representatives of casualty 
insurance organizations that pres- 
sure will grow for such legislation 
unless insurers generally adopt the 
practice of discouraging or ceasing 
the writing of liability insurance for 
diplomatic insureds when legal 
waivers are not in effect. Adoption 
of such a practice would find favor 
with our Department of State and 
would reflect the bitter personal ex- 
perience of some insurance compa- 
nies as it is all too evident that in- 
sureds who enjoy diplomatic im- 
munity are likely to prove extremely 
unworkable liability insurance risks. 
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The Marine Office of 
America through its 
thousands of world- 
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observes and contin- 
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* The Hanover Fire Insurance Company Ocean Cargo Problems. 
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Aitna Life Affiliated Compantes 


Hartford, Connecticut M. B. Brainard, President 


FINANCIAL CONDITION AS OF DECEMBER 31, 1952 


ETNA LIFE INSURANCE COMPANY 


Assets $2,167,995,417.46 
Liabilities 2,007 789,589.52 
Contingency reserve 
Capital 
Surplus 


$49,619,149.78 
20,000,000.00 
90,586,678.16 $ 160,205,827.94 


The premium income was $404,485,157, an increase for the year of 
$44,204,273. Total insurance in force at the end of the year was $11,743,- 
895,766, an increase of $1,281,348,334. Assets were $2,167,995,417, an in- 
crease for the year of $192,637,675. 


THE AXTNA CASUALTY AND SURETY COMPANY 


Assets $ 222,712,821.47 
Liabilities 161,053,041.69 
Contingency reserve 
Capital 
Surplus 


$16,904,331.19 
6,000,000.00 
38,755,448.59 $ 61,659,779.78 


The premium income was $124,673,102, an increase of $17,957,371. Assets 
were $222,712,821, an increase of $27,241,480. 


THE AUTOMOBILE INSURANCE COMPANY 


Assets $ 94,438,300.84 
Liabilities 60,863,995.21 
Contingency reserve 
Capital 
Surplus 


$ 6,923,248.90 
5,000,000.00 


21,65 1,056.73 $ 433,574,305.63 


The premium income was $51,835,627, an increase of $2,904,613. Assets in- 
creased $8,455,530 to $94,438,301. 


THE STANDARD FIRE INSURANCE COMPANY 


19,907,771.24 
12,195,254.50 


Assets $ 
Liabilities 
Contingency reserve 
Capital 

Surplus 


$ 1,409,211.14 
1,000,000.00 


5,303,305.60 $ 7,712,516.74 


The premium income was $8,837,571, an increase of $911,138. Assets in- 
creased $2,071,367 to $19,907,771. 


ALL COMPANIES 


Total premium income, 1952, $589,831,457. Paid to or 
for policyholders since organization, $4,057,095,352. 


FIRE AND MARINE 
AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 


LIFE AND CASUALTY 
ATNA LIFE INSURANCE COMPANY 
ATNA CASUALTY & SURETY COMPANY 


The A2tna Life Affiliated Companies write practically every 
form of insurance and bonding protection 


A Century of Service 











Tue sToRY of the Aitna Life Insurance Company, 
which becomes 100 years old on June 14, 1953, is not 
alone the story of one company; it is also, in a sense, 
the story of our country in the last century, for no busi- 
ness organization shares more fully in the economic 
life of a country or the personal life of its citizens than 
an insurance company. 

By the very nature of their business, insurance com 
panies return to the public a large part of the money 
they take in. Counting everything, from the thirty-six 
claims paid in 1853 to the two million paid last year, 
the Aitna Life Affiliated Companies have paid to or for 
their policyholders tour billion dollars. This is more 
than $111,000 paid every day from June 14, 1853 to 
January 1, 1953 — 36,360 calendar days 

These payments have helped hold families together 
financed college educations, ensured comfortable retire 
ment, rebuilt homes gutted by fire, provided reimburse 
ment against financial loss due to accidents and criminal 
acts, guaranteed the faithful fulfillment of obligations 
and safeguarded credit 

The insurance business is a highly competitive one. 
To survive and to expand is neither a matter of luck 
nor governmental decree, for there is no stricter or fairer 
assessment of merit than the free and unfettered choice 
of the American public. 

Through the years, an ever-increasing number of 
people have turned to the Aitna Life Affiliated Compa 
nies for their insurance needs. The few hundred policies 
in force at the end of 1853 have grown into ten million 
policies, bonds and certificates outstanding today. Life 
insurance in force in the A&tna Life totals almost eleven 
and three-quarter billion dollars. 

On the average business day, the Aetna Life compa- 
nies now invest about one and a half million dollars. 
Since organization, they have invested about five billion 
doliars in the future of America. 

These investments have helped finance the govern- 
ment in peace and in war; they have built schools, 
churches, roads and homes; enabled transportation and 
utility companies to extend their services; and have 
financed industrial expansion. 

In other ways, too, the companies have contributed 
to the well-being of the nation — through the payment 
of two hundred twenty million dollars in federal, state, 
county and municipal taxes; and through the payment 
of almost six hundred million dollars to the salaried 
staff, which has grown from one part-time clerk to more 
than 10,000 men and women throughout the country. 

More than 3,240,000 employees of American busi- 
ness and industry enjoy the protection of life insurance 
issued by Aftna Life’s group department. In addition, 
several million other group certificates afford reimburse- 
ment for medical and hospital bills caused by either 
sickness or accident, and provide retirement income. 
More business concerns are insured today under group 
policies issued by the Aitna Life than by any other in- 
surance company. 

The Aitna Life Affiliated Companies are grateful for 
the free economy which permitted growth to be earned. 
They rededicate themselves to the American principle 
of initiative and reward which has so well served the 
best interest of their stockholders, employees, policy- 
holders and the public at large for almost a century. 








THE FURRIERS’ CUSTOMERS 


S. O. MACLEAN 


Superintendent, Inland Marine Department 
Western Adjustment and Inspection Company 


HE situation that confronts 

us today in the insurance of 

personal furs is such as to 
engage the serious thought of every 
section of our industry. fre- 
quencies and amounts are getting 
out of hand. Fur thieves have 
stepped up their activities and the 
number of recoveries are insignifi 
cant. Various theories have 
advanced as to the cause but no real 
solution to the problem has been 
found. We do not propose to sé Ive 
the problem, but rather, after a criti 
cal study, offer one or two sugges 
tions for consideration 


Loss 


been 


Rarely Indeed 


Private and company investiga 
tors and adjusters are working in 
close cooperation with local police, 
but their best efforts seem to be of 
no avail. Frequently potential re 
coveries are thwarted by the ina 
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bility to provide positive identifica 
tion of stolen garments. Policy de 
scriptions and even the fur ap- 
praisals are couched in such general 
terms that they are of lirtie value in 
effecting recoveries. It is not un- 
common to encounter policy descrip- 
tions reading “One iady’s mink 
coat,” or possiby “One ranch mink 
coat,” followed by the amount of in- 
surance applying on the particular 
garment. Rarely indeed do we find 
the size, the sweep, the style, or 
other descriptive features included 
in the policy description. 

We had hoped that the Federal 
Labeling Act would cure this situa 
tion, but unfortunately, this is not 
the case. This law merely requires 
the furrier to show the country of 
origin and the common English 
name of the animal that produced 
the fur. Each furrier is given a reg- 
istration number and the number 
must appear on the label and invoice. 


The label need not be permanently 
affixed to the garment and the cus 
tomer promptly removes the label 
before the coat is worn. 

We believe that it would be help- 
ful if the underwriters would require 
that the identification number be 
placed on one of the skins in indeli- 
ble ink and that the same number 
appear on the appraisal and in the 
policy description. This added re- 
quirement might be confined to the 
more expensive items, say $2,500 
and up 


Appraisals 


Appraisals should reflect the fur- 
rier’s unbiased opinion of the value 
of the garment, and not the cus- 
tomer’s ideas as to the amount of 
insurance desired. It is suggested 
that the insurance industry carry on 
an active and vigorous campaign for 

(Continued on the next page) 
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Furriers’ Customers—Continued 


a closer working arrangement with 
the fur trade. Furriers should be 
sold on the idea that their profes- 
sional standing as experts is at stake 
every time they make an insurance 
appraisal. It should be pointed out 
to them that if their appraisals do 
not stand up, that they are not only 
doing their customers a great dis- 
service, but that their own reputa- 
tions as experts are bound to suffer. 

Our closest contact with the fur 
trade is through the furriers’ cus- 
tody policy. I believe it is here 
that we can break down the barriers 
that seem to exist between our in- 
dustry and theirs. The insurance 
protection that we afford the fur 
rier should not only protect him 
from loss, but should enable him to 
conduct his business with a mini- 
mum of friction with his customers 
in the event of loss or damage to 
customers’ garments while in his 
possession 

The furriers’ customers are our 
customers. By virtue of certificates 
written in conjunction with the cus- 
tody policy or through individual fur 
policies, the women who wear the 
furs are customers of the insurance 
industry. The individual women 
may be customers of different insur- 
ance companies in any given case, 
but viewed as a class, they are good 
customers of the insurance business. 
Therefore, we have a common 
source of income with the fur trade 


and should make it our business to 
join forces with the furrier in pro- 
tecting these “geese that lay such 
lovely golden eggs.” 

The matter of overlapping cover- 
ages has been taken care of through 
the Guiding Principles. Therefore, 
controversies between companies 
have been largely eliminated, or the 
machinery has been established for 
their amicable settlement without 
drawing the furrier or our custom- 
ers into the dispute. 


Uniform Receipt 


This permits us to turn our at- 
tention to our relations with the fur 
industry. We undertake to insure 
customers’ goods for which a receipt 
has been issued, and we grant all 
risk conditions. In addition we 
agree to protect the furrier’s legal 
liability as a bailee. Next we pro- 
ceed to spell out the terms and con- 
ditions that must be incorporated in 
the fur agreement. How- 
ever, as far as I can determine no 
effort is made to see that a uniform 
storage receipt is used by the fur- 
rier insured. The terms and con- 
ditions of the storage receipt are just 
as important to our undertaking as 
the various clauses incorporated in 
the custody rider, for they determine 
the liability of the furrier and the 
ultimate liability of his underwriter. 

The bailee may not absolve him- 
self from all liability, but he may 
limit that liability by contract. Even 


storage 


y meucan Gqucty } 
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a valid limitation of liability will not 
stand up in the event of conversion 
or other wrongful act on the part of 
the bailee. 

In the case of Gulbrandson v. 
State Bank, 295 NW 729, the Su- 
preme Court of Wisconsin held 
that: “If a person entrusts another 
with goods for a particular purpose 
and such bailee puts them into the 
hands of a third person contrary to 
orders, it is a conversion and wrong- 
ful intent is not essential.” 

This case was cited with approval 
by the Ohio Court of Appeals in the 
Higbee Department Store case 
wherein the Ohio court said, “If the 
defendant was guilty of conversion 
in sending the coat to an outside 
cleaner where it was lost, the $100 
limitation of liability 
apply.” 


would not 


A Common Practice 


We all know that it is common 
practice for furriers either to store 
customers’ with a wholesale 
furrier or send them to such a firm 
to be cleaned and glazed. It is all 
too prevalent in the fur trade to 
withhold this fact from the general 
public. Yet, under the decisions this 
practice amounts to a conversion of 


coats 


the goods by the furrier and lays 
him open to the full liability for any 
loss sustained in an action brought 
in tort rather than on the contract 
of storage. 

examined a number of 
contracts 
only one instance did I find a clause 
that would protect the  furrier 


I have 


storage recently and in 


against this situation. This particu 
lar storage receipt provided: “The 
articles may be stored or processed 
at any place selected by the under 
signed without notice to the deposi- 
tor. 
Condition 1 of the furriers’ cus- 
tomers custody rider requires fur- 
riers to incorporate the following 
provision in their storage receipt : 


a. The customer accepts the receipt 
as correct unless he notifies the fur 
rier within ten days of any errors 


b. The furrier will effect insurance 
(Why 
pick out these two perils when the 
“terms usual to such insurance” 
all risk?) 

(Continued on page 162) 


against loss by fire and theft. 


are 
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13 a Sees The Path ofa Good Agent 


He 
Provides 
= 2 Insurance 
' To Meet 
Individual 


Needs “x 


Arranging adequate coverage to meet the varying 
needs of each of his clients is another of the 
valuable services performed by the competent 
insurance agent. His familiarity with local 
conditions, his understanding of his clients’ 
problems and his thorough knowledge of insurance 


. , . ‘ He Provides Insurance to 
make him a vital member of his community. Meet Individual Needs. 


Agents representing The American Insurance 
xs I = He and Analyzes 
Group provide adequate protection by Account His Clients’ Needs 


Selling Programs tailored to individual needs— 


through THE AMERICAN FAMILY He Helps Prevent Loss 
PROTECTION PLAN. 


Another in the series of advertisements high- 


(6 Vg) lighting the most important and distingiishing 

™e . Tdowince Ny noup qualities that determine a good insurance agent. 
od 5) Wo This series is based om literature prepared by 

Newark, New Jersey the National Asseeiation of Insurance Agents. 


The American Insurance Co. * Bankers Indemnity Insurance Co. * The Jersey Fire Underwriters 








FOR SUCCESS 
IN THE 
YEARS AHEAD... 


Great pleasures of life lie ahead of you; 


be sure you are able to live them to the 





fullest. Whenever you are behind the 


wheel of a car, think safety, drive safely. 


Last Date 
A dramatic 20-minute sound motion pic- 


ture on teen-age driving safety. 


Sergeant Bruce Reporting 
A series of 13 six-minute driver educa- 


tion sound movies on driving attitudes. 


For details on how you may obtain these 
films, see your local AMICO representative, 


or write the home office, Chicago 40. 
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PAW AT/, (1)? MOTORISTS INSURANCE COMPANY 
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PROTECTING EVIDENCE 


O REMIND a claims man 

that evidence is vital in set 

tling a claim is something 
like telling him to wear his rubbers 
when it rains. It seems like com- 
pletely obvious and unnecessary ad- 
vice. To some extent it is; but, what 
constitutes useful evidence? How 
can it be collected efficiently? How 
should it be preserved? Who is 
qualified to evaluate it? 

The answers to such questions are 
often not obvious. What originally 
appeared to be an insignificant de- 
tail, may turn out to be a crucial 
fact. An important piece of evi- 
dence inadequately identified or 

damaged can 
value. Actually, gathering evidence, 
preserving it, and interpreting it is 
a specialty calling for methodical 
work by an expert. These are some 
of the considerations that enter into 
the problems of building up the 
body of facts needed for arriving at 
a sound, well-considered opinion of 
the validity of an insurance claim. 


carelessly lose its 


The First Step 


Impartial evidence is valuable re- 
gardless of whom it favors. It en- 
ables the adjuster to decide whether 
a claim is unjustified or whether it 
is likely to be upheld in the courts. 
Only on the basis of such evidence, 
can he intelligently decide whether 
to contest the claim or to attempt to 
settle it without litigation. Hence, 
the gathering and evaluation of evi- 
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dence pertaining to a claim is the all- 
important first step in his decision. 

Gathering evidence for an insur- 
ance claim, if conducted by hit-or- 
miss methods, frequently results in 
a miss. It is a process that requires 
a combination of speed, attention to 
detail, and experience. In certain 
types of cases, valuable evidence can 
vanish unless the investigation is 
undertaken immediately. Bystand- 


ers, whose testimony might be cru 
cial, sometimes leave the scene un 
identified and without being aware 
of their potential importance in the 
It is essential to get the iden- 
tity of every person, no matter how 
unreliable he may originally appear, 
who has or claims to have witnessed 
any part of the incident. The value 
of their observations can be deter 
mined at a later date and the oppor 
tunists or thrill-seekers eliminated ; 
but it is important to have this rostet 
of potential witnesses. 

In addition, if it is possible to con 
trol the situation, give instructions 
that nothing is to be moved or re 
moved from the area. Frequently, 
such details as the position of an 
obstruction at the time of an acci 
dent, constitute valuable evidence 
and every effort should be made to 
prevent meddling or alternations un 
til a competent investigator can ap 
pear at the Thus, because 
important facts can become altered 
or obscured in time, it is essential to 
assign an investigator to the case as 
quickly as possible 


case 


scene 


Take Photographs 


One of the first things that a good 
investigator does is to take as many 
photographs of the scene as he can, 
Photo 
graphs give a permanent visual re 
ord of many more details than is 
possible to compile by other means 


and as soon as possible. 


(Continued on the next page 
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Loss Logic—C 
Che question of how many photo 
graphs are needed is impossible to 
answer, the 
photos the better. an expert 
arriving on the scene and unfamiliar 
with the details of the incident can 
not and does not try to predict what 
details will be important. He makes 
a complete photo coverage of the 
Under the circumstances, it is 
far better to spend an extra five o1 
ten dollars for ultimately useless pic- 
tures, than to run the risk of failing 
to record an important detail. 

An example of how an unnoticed 
detail turned out to be a valuable 
factor in deciding a claim occurred 


except to Say, more 


Even 


area 


recently. Figure 1 is one of a series 
of photographs taken at the scene of 
a collapsed wall shortly after the ac- 
cident afterward, 
the wall was repaired and all trace 
of the damage obliterated 


occurred Soon 
Some 
time later, when the question of re 
sponsibility 
it was 
whether the original wall had been 
reinforced with steel rods. No 
deliberate efforts had been made to 
record that fact at the time of the 
initial investigation, but this photo- 


for the collapse arose, 


necessary to determine 





graph, showing the exposed interior 
of the wall, revealed positively that 
the wall had not 
The little additional 
taken to 
photographic 
was well rewarded 


reinforced. 
care that had 
complete 
the 


been 
been make ‘a 


record of scene 


Careful Handling 


\lways mindful that the thor- 
oughness with which he works can 
have a bearing on the outcome of 


a claim, a competent investigator 
will remove nothing from the scene 
without first identifying the object 
and recording its location with a tag 
fastened directly to the object. He 
will, in addition, a photo 
graphic record of the object in its 
establish conclusively 
that it was actually on the premises. 
Furthermore, he will take care not 
to destroy or deface any item of evi- 


make 


location to 


dence in his possession. The claim- 
ant has legal access to this evidence 
and the careless handling or destruc- 
tion of even an intrinsically unim- 
portant item, might be construed as 
an effort to destroy potentially dam- 
aging evidence. Such an allegation, 
however unfounded, can weaken the 
moral position of any case, especially 
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in the eyes of an untrained or un- 
sympathetic jury. 

When it is necessary to deface a 
piece of evidence taken from the 
scene, the expert investigator will 
make certain that he photographi 
cally records every step of his 
procedure, so that a jury can be logi 
cally certain that the object, al 
though somewhat altered physically, 
is actually the same object that was 
taken Thus, if an 
investigator must cut away a section 


from the scene. 


of an eye bolt to analyze the struc 
ture of the metal, he will first photo 
graph the bolt as originally received, 
and then, the fitting pieces which 
were cut away. If only one piece is 
cut away, an alterative procedure is 
to preserve that piece by encasing it 
in a Plexiglas block. Without such 
a record, a jury can legitimately 
doubt that the piece was intact when 
it was picked up originally 
Careless handling or 
storage can also destroy the value of 


improper 


evidence. For example, with metals, 
such details as the amount, color, 
and number of layers of corrosion on 
the surface, the extent and degree of 
burnishing, can contribute valuable 
information about the age and con 
dition of the metal. The relative 
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coarseness of a fracture or deforma 
tion are often highly useful in estab 
lishing the cause of damage or fail- 
ure. For these reasons, evidence of 
this type should be handled as little 
as possible and, certainly, should not 
be wiped or polished without specific 
reason and by a competent person 
The careless matching of fracture 
can introduce extraneous 
scratches or gouges which will oblit- 
erate or complicate the interpreta- 
tion of other markings already there. 
Idle curiosity can be destructive. 


faces 


Deterioration 


Finally, it should be realized that 
evidence can deteriorate in storage, 
if left unprotected. Figure 2 shows 
a piece of metal, photographed as 
received, purported to be one half of 
a fracture face. The extensive cor- 
rosion on the face, which admittedly 
did not exist at the time of the fail- 
ure, concealed some valuable infor- 
mation about the cause of the failure. 
Fortunately, by the use of suitable 
reagents, it was possible to restore 
the face of the fracture which then 
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revealed a serious casting defect 
Reasonable care in storage would 
have prevented this deterioration. 
When storing metal items for more 
than several months, keep them in a 
dry room and, preferably, coated 
with a good rust preventative. The 
selection of an effective rust pre- 
ventative is important. Certain ma- 
terials, such as vaseline and some 
lubricating oils, are not good pre 
ventatives and, under certain con 
ditions, may actually accelerate rust- 
ing. 

The business of an investigator is 
to find the facts. He is an expert 
engineer and technician, trained to 
reason deductively. But the more 
positive information you can give 
him at the very outset of the assign 
ment, the better, more intelligent job 
he can do. The advantages of giv 
ing the investigator as much infor- 
mation as possible is illustrated from 
the following case which was car- 
ried into court. The suit involved a 
claimant who contended that she had 
injured herself by slipping on the 
deck of a pleasure cruiser which had 
come to dock just after an engine 


The fall was attributed 
to slime that had allegedly collected 
on the deck following the use of fire 
extinguishers. Knowing the full 
background of the claim, the investi 
gators studied photographs of the 
interior of the boat and noticed that 
the extinguishers were of the com- 
pressed carbon dioxide type. It 
was then immediately obvious that 
the claimant could not have slipped 
in residue from the extinguishers 
since the carbon dioxide comes out 


room fire. 


of the extinguisher as a fine “snow,” 
which evaporates without a trace in 
a very short time fact 
presented as evidence in behalf of 
the insuror, and the claim was ulti- 
mately disallowed 


4.2 
ills 


was 


Consider all the Facts 


After all the evidence is collected, 
it is the job of the investigator to 
consider all the facts and to report 
the probable and contributing causes 
of damage, fire or accident. Thus, af 
the supporting beams on a crane 
buckle, his report might 

Continued on page 65) 
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Statement 


AT THE CLOSE OF BUSINESS DECEMBER 31, 1952, 


as reported to the Insurance Department of the State of New York 





ASSETS LIABILITIES 
Cash in Banks and Office = l. l 56. 179.39 Reserve for Losses S 5.97 1.046 06 


Reserve for Unearned 


U.S. Government Bonds 8.182.680.05 : — 
Premiums —? 1,082.707.00 


Railroad Bonds pols 23,750.00 Reserve for Taxes, 
Expenses, ete. 1,134,624.05 
Stocks 137.088.00 
Reserve for Fluctuation of 


‘ : ' ae alue 9 95 
Premiums in course of col- Security Values . 20,009.29 


_- — ; 98 215 27 : : : 
lection not over 90 days 128.815.37 Reserve for Contin- 


gencies $ 175.000.00 
Accrued Interest $1.163.90 
Capital Stock 1,000,000.00 


Reinsurance Recoverable 111,173.71 N.t Surplus 1,000,000.00 


Other Assets 5.895.34 Surplus to Policyholders —— 2,175,000.00 


Total Admitted Assets — $10,387,046.36 Total a eG $10,387,046.36 


At the close of business December 31, 1952. Securities carried at $525,220.98 in this statement are de- 


posited as required by law. Eligible bonds amortized. Other bonds and stocks at convention market value. 
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RECALL vaguely a fable about 

an animal, I shall call him a rab- 

bit, who, becoming of age, ob- 
tained employment in a mill. Now 
each employee 
grind two bags of meal every day 
Upon reporting for work the rab 
bit was introduced all around to 
his fellow employees and finally as 
signed to his own grinding ma 
chine. As soon as the boss disap 
peared the other employees (I be 
lieve they were foxes) promptly 
curled up on the floor and went to 
sleep. This disturbed the newcomer 
considerably and he decided to de 
his neighboring colleague a 
turn by grinding his two bags of 
meal for him. At the end of the 
day our friendly new employee had 
ground all the bags of meal except 
his own, and had worked so hard 
that he dropped in exhaustion on 
top of the two unopened bags in 
front of his grinder. When the boss 
returned he was very angry with the 
new employee but full of praise for 
the others. 


it seems was to 


gon vd 


What happened to the industrious 
rabbit who managed to do 
one’s work but his own I have been 
unable to find out. But my recol 
lection of the gist of this story and 
all of its possible endings provokes 
many problems which are common 
to all good producers and which I 
believe are particularly pertinent 
when appraising the pros and cons 
of survey selling. In fact it so ap 
propriately describes what may be- 
fall an insurance survey salesman 
that I have appended briefly sev 
eral possible endings which may or 
may not please the reader’s fancy 

First version: The rabbit, being 
an honest (in fact the only really 
honest one in the lot) and righteous 
individual pleaded with his boss to 
give him another chance. The next 
day and for some time thereafter 
through diligence and industry he 
was able to grind not only all of the 
meal for the others, but his own as 


every 
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well. However, the foxes grew fat- 
ter and lazier and were given raises 
and bonuses because their meal was 
always done better than that of the 
industrious rabbit, and in a short 
time he died from and 
malnutrition. 

Second His fellow 
ployees interceded for him and per 
suaded the boss to keep him on 


overwork 


version em 


Several possible endings 


they agreed 
that they 
grind one bag of meal themselves 
Naturally the 
rabbit was so grateful that he felt 
it was only fair that he finish all of 
their work whenever they fell asleep. 
This procedure permitted him time 
to grind two bags of meal for him- 
self every day without too great an 
effort, but the additional work grad 
ually wore him and even- 
tually he did fall asleep with a half 
bag of his own meal still unground. 
The boss promptly threw him into 
the grinder along with the unfin 
ished meal and that was the end of 
him. 


Whereupon amongst 


themselves would each 


before going to sleep 


down 


Anns’ 


SS 


Third version: When his fellow 
employees succeeded in persuading 
the boss to keep him on, he was 
able through’ his immense capacity 
for work to handle all of the grind- 
ing in the mill including his own. 
\lthough the foxes prospered and he 
was on verge of exhaustion he kept 
at his task until he was finally able 
to convince the boss that it was he 
alone who was doing all of the work 
and that the foxes were lazy para- 
sites. 

The boss agreed to keep an eye 
on the work and verify the rabbit’s 
story. Now the foxes learned of the 
rabbit’s plans and the next morning 
when the boss concealed himself in 
the mill they all arrived a little ear 
lier than usual and after throwing a 
monkey wrench in the rabbit’s 
grinder, they proceeded to grind 
their own meal as the rabbit tried 
to do his own with little or no suc- 
At the end of the day the irate 
boss called him in and fired him and 
he died of a broken heart and nerv- 
ous exhaustion 


cess 


The rabbit, con- 
vinced of his own ability in spite 
of his apparent failure, persuaded 
the boss to give him another chance. 
He immediately contacted a clever 
old rabbit who knew a great deal 
about grinding meal and asked him 
to help. This fellow accompanied 
him to work the next morning and, 
although the foxes promptly fell 
asleep, advised him to start with his 
own two bags of grain and showed 
him many tricks of the trade 
Whereupon they proceeded to fin- 
ish all of the meal for the foxes as 
well. The noticed that the 
meal ground by the rabbit was much 
better than the rest and was quite 
pleased. 

Each day the old rabbit 
came to help his friend, teaching him 
how to do his work faster and bet- 
ter, and each day when the two bags 
had been finished they would grind 


(Continued on the next page) 


Fourth version 


boss 


clever 
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Brand new heating unit, new copper plumbing, new appliances, 
everything new from the ground up. And, best of all, proper Fire 
and Allied Insurance in keeping with today’s new values. 

Yes, a new house almost always gets the best protection, 
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A distinct advantage the forgotten UNDERINSURED older 
houses don’t have. 
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Three Versions—Continued 


the meal for the other foxes as well. 
Soon the rabbit was able to handle 
the whole job alone with ease and 
the boss made him manager of the 
plant. Whereupon he promptly fired 
all of the lazy foxes and ran the 





grinders himself 
lhe foxes could find no work and 
eventually wound up in the poor- 
house, but the rabbit, who by this 
time had become very wise indeed, 
lived in luxury and contentment 
for the rest of his life 
You see the rabbit and the foxes 
were all insurance agents and the 
hoss was old John Q. Public. The 
| bags of meal were insurance surveys 
land the wise friend was a fieldman 
who knew how to make surveys 


Full Returns 


If you are making your own sur 
veys, it is possible you are not get- 
ting full returns for the work you 
are doing. A job well done de 
serves its reward and you may well 
revise your initial approach to have 
an understanding with your pros- 
pect as to the placing of the insur- 
ance before you make your survey. 
Don’t allow vourself to get in a 
position where you are selling for 


your ce mpetite Ts 


\re your surveys producing the 
| desired results? Are they too tech- 
| nically worded? Check with a com- 
| petent fieldman or insurance coun- 

selor occasionally and revise your 
| methods to include new ideas and 
| time saving short cuts. The sim- 
| pler you can make it the better. 

Take care of your own customers 
first. They are entitled to your best 
services and have a right to feel 
neglected if you are spending all of 
your time surveying the needs of 
new prospects. Every one of your 
clients should know exactly to what 
extent each of his assets is pro- 
tected and should be informed as to 
additional coverages available 

If you have not already begun 
making surveys you are missing one 
of the greatest and most satisfying 
means of serving vour customers 
and increasing your own knowledge 
of the insurance business. A well 
prepared survey, periodically re 
viewed and revised, is your best 
insurance against loss of business 
to your competitors. 








THE NEED FOR UNIFORMITY 


HERE is no uniformity in 
the various state statutes o1 
state department 
regulations concerning the develop 


insurance 


ment of association group business 
The tremendous growth of this class 
of business during recent years war- 
rants the assertion that there should 
be more uniformity if this field of 
accident and health insurance is to 
show continued progress in the fu- 
ture. 


Two Methods 


Insuring the members of an as 
and _ sickness 
coverage has been accomplished on 
When the as- 


sociation has officially approved a 


sociation for accident 


the following basis. 


specific plan and the company’s re- 
quired number of completed appli 
cations have been obtained by the 
soliciting agent, the protection is 
provided for in two ways. If op 
erating under a group statute, a 
master policy is furnished the asso- 
ciation and certificates of insurance 
containing a complete resume of 
the coverage are in turn furnished 
the insureds 

If operating under a franchise or 
policy statute under the same cir- 
cumstances an individual policy is 
issued to each insured containing a 
renewal agreement provision to the 
effect that, unless all similar pol 
are terminated, there 
been very instances of 


icies (and 


have few 
such termination) it is agreed that 


the company reserves the right to 
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decline to renew the individual pol 
icy for the following reasons only: 
a. Non-payment of premium. 

b. When the insured becomes sev- 
enty years of age 

c. lf the insured retires or ceases to 
be actively engaged in the 
profession 
d. If the 
active member of the 


insured ceases to be an 


Che master policy issued to an 
association or the plan which the 
company submits and agrees to in- 
cluding the issuing of individual 
policies have the same effect in as- 
suring the association of an insur- 
ance agreement. 

Some states specify that associa- 
tion members can be insured if the 
asociation is “formed for purposes 
other than of obtaining insurance.” 
There is no objection to this type 
of statutory phraseology. No pro- 
fessional or trade association, to my 
knowledge, has been formed for 
the purpose of obtaining insurance 
benefits. 


The phraseology from the associ- 
ation section of the model group bill 
recommended by the Health and 
\ccident Underwriters Conference 
is as follows: 

“Group sickness and accident in- 
surance is hereby declared to be 
that form of sickness and accident 
insurance covering groups of per- 


sons, with or without one or more 
members of their families or one or 
more dependents, and issued upon 
the following basis; Under a policy 
issued to an association, including 
a labor union, which shall 
constitution and by-laws and which 
has been organized and is maintained 
in good faith for purposes other 
than that of obtaining insurance, in 
suring at least twenty-five members, 
employees, or employees of members 
of the association for the benefit of 
persons other than the association 
or its officers or trustees, as such.” 


have 2 


This is the type of group legisla- 
tion that should be adopted. Note 
that there is no percentage of partici- 
pation required. If companies de 
sire a minimum percentage in the 
development of group life that is 
their concern. The factors of dis 
ability insurance are different than 
life insurance and it should not be 
subject to the same legislation. The 
accident and health industry better 
serves the public by being un- 
shackled from restrictive statutes 


State Statutes 


There are specific group statutes 
concerning the writing of profes- 
sional or trade association groups in 
the following states. In 
stances there is a specific require 
ment of a minimum percentage of 
participation and in practically all 
instances there is a requirement of 


some in 
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Need for Unitormity—Continued 


a minimum number of members to 
be insured. Twenty-five or more 
members are required without any 
percentage of participation in Colo- 
rado, Nebraska, Kansas, Minnesota, 
(Minnesota requires master policy 
to be available to insured’s inspec- 
tion), Nevada, Ohio, (in Ohio it is 
not permissible to insure employees 
of members), Oklahoma, Oregon, 
Pennsylvania, Vermont, West Vir- 
ginia and Illinois in which State it 
is also possible to insure employees. 
The State of Idaho during 1952 
adopted new group legislation. 


In the 


ployees of 


State of Kentucky em- 
members 
rhe 


only 


can 
State of 

five or more mem- 
bers, and the States of New Mexico 
and Wisconsin have a minimum re- 


also be 
covered Michigan 


requires 


quirement of ten members with no 
minimum participation percentage. 

In the State of California, ten or 
more includ- 
ing employees of members can be 
covered if 50% participation is ob- 
tained. The District of Columbia 
recently enacted new legislation. The 
State of Indiana requires fifty or 
more members with 75% participa- 
tion. The State of Florida requires 
twenty-five members with 60% par- 
ticipation while Louisiana requires 
twenty-five with 50% participation. 


association members 


Under the State of Iowa group 


statute, Bar Association members 
only are eligible with 65% participa- 
tion. In Maine and New York un- 
der a blanket policy it requires fifty 
or more members and apparently 
100% participation. 


New Jersey has a specific group 
statute and in the State of South 
Carolina twenty-five members are 
required with 75% participation. It 
is the opinion of many engaged in 
the business that the percentage of 
participation required is an under- 
writing problem to be determined by 
the company rather than by forty- 
ht different state statutes. 


10 
eig 


There is no group statute specifi- 
cally mentioning association groups 
and, to my knowledge, no insurance 
department ruling prohibiting any 
specific group in the following states ; 
Alabama, Arizona, Arkansas, Con- 
necticut, Delaware, Georgia, Mary- 
land, Mississippi, Missouri, Mon- 
tana, New Hampshire, Maine and 
New York, North Carolina, North 
Dakota, Rhode Island, South Da- 
kota, Tennessee, Texas, Utah, Vir- 
ginia, Washington and Wyoming. 


Specifically Prohibited 


\ssociation groups are apparently 
specifically prohibited under fran- 
chise in the states of Iowa, Massa- 
chusetts, and Pennsylvania. In these 


states, the company cannot require 
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association membership under an in- 
dividual policy. 

The recommended model fran- 
chise legislation submitted by the 
conference and adopted by the Na- 
tional Association of Insurance 
Commissioners states: 

“Sickness and accident insurance on 
a franchise plan is hereby declared to 
be that form of sickness and accident 
ten or more 
or employees 


insurance issued to 
members, employees, 
of members of any trade or profes- 
sional association or of a labor un- 
ion or of any other association hav- 
ing had an active existence for at 
least two years where such associ- 
ation or union has a constitution or 
by-laws and is formed in good faith 
for purposes other than that of ob- 


taining insurance.” 


Ten or More Members 


Note again that this contains no 
recommendation as to minimum par- 
ticipation. The minimum of ten or 
more members provides that small 
associations can obtain the benefit 
of franchise coverage. It is well 
to recall that those who are governed 
least are governed best. It is an 
underwriting matter subject to each 
company’s method of operation as 
to whether they wish to consider 
small cases. It should not be dic- 
tated by legislation preventing a 
great mass of association members 
not being able to be serviced in their 
own state or locality by their A & H 
agent. 

In many states, franchise associa- 
tion business is permitted without 
specific legislation authorizing its is- 
suance but in those instances we “‘are 
on thin ice” subject to a possible rul- 
ing. Specific legislation in every 
state as recommended by the con 
ference should be supported. We 
should urge the aid of the local 
A & H association, the local A & H 
agent and the local companies in 
every state where franchise legisla- 
tion has not been adopted. The ac 
cident and health industry should 
strive to have uniform franchise in 
group insur- 
State insur- 


and uniform 


ance statutes enacted. 


surance 


ance commissioners and department 
personnel are usually cooperative to 
support A & H legislation if they 
are cognizant of the benefit to the 
insureds in their state. 
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There is no franchise statute gov- 
erning the development of associa- 
tion groups, nor is there apparently 
any insurance department ruling 
prohibiting franchise groups in the 
following states: Alabama, Arizona, 
Arkansas, Colorado, Connecticut, 
Delaware, District of Columbia, 
Georgia, Idaho, Indiana, Kansas, 
Minnesota, Mississippi, Missouri, 
Montana, Nevada, New Jersey, New 
Mexico, New York, North Dakota, 
Oregon, Rhode Island, South Da- 
kota, Tennessee, Texas, Utah, Vir- 
ginia, West Virginia and Wyoming. 

There are specific franchise stat- 
utes permitting the issuance of in- 
dividual policies on a franchise basis 
in each of the following states which 
require only a minimum of ten or 
more members with no minimum 
percentage of members required; 
Nebraska, California, Florida, Ken- 
tucky, Louisiana, Maine, Michigan, 
New Hampshire, North Carolina, 
Ohio, Oklahoma, South Carolina, 
Vermont and the State of Washing- 
ton. In California, employees of 
members can be covered. In the 
State of Illinois by insurance de- 
partment ruling effective January 1, 
1952, it is required that if any one 
policy issued on a franchise basis is 
cancelled, all such policies issued to 
an association must be simultane- 
ously terminated. In Maryland, 
franchise is permitted at the discre- 
tion of the insurance commissioner 
with the requirement that the pre- 
mium cannot be less than 15% for 
similar individual classes. In the 
state of Wisconsin, the franchise 
minimum is only three or more 
members and employees of members 
are permitted to be insured. In the 
State of Oklahoma, all policies issued 
under a franchise plan to association 
members must have the word “Fran- 
chise” stamped or printed thereon. 


Uniformity 


In reviewing these factors, sub- 
ject to certain legislation that has 
not been brought to our attention, 
it should be very apparent that we 
have no uniformity in the various 
statutes or regulations. Uniformity 
reduces company expense and in 
turn redounds to the policyholder’s 
benefit. Also, association group 
business brings about more insureds 
resulting in less demand for in- 
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trusion into our private enterprise 
system. 

The State of Iowa under its new 
group statute permits only the in- 
suring of Bar Association members 
with the association participating in 
the premium. There is no require- 
ment as to the amount of participa- 
tion. It can be a token amount. 
In Iowa, the medical, dental and 
trade association members cannot 
be given the full benefits of an as- 
sociation group plan except by in- 


dividual policy with no requirement 
for association membership. 

The premise of requiring associa- 
tion membership by the companies 
is sound. There is an underwriting 
factor when we consider that a mem- 
bership committee screens all appli- 
cants for membership. If an indi- 
vidual does not meet with association 
standards, his insurance desirability 
is also affected. Even with the vari- 
ous integrated bar associations there 


(Continued on the next page) 
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Need for Uniformity—Continued 


are certain qualifications for con- 
tinuing membership. 

Master policies and certificates of 
insurance issued in many 
for example, Illinois, Wis- 
and Michigan. In many 
states, association business is writ- 
ten on an individual policy basis 
under a franchise plan. This pro- 
cedure is also permissible in Illinois 


can be 
states ; 


consin 


Employees of Members 


A new field has developed re- 
cently under this class of business ; 
coverage for employees of members. 
Here again there is no uniformity. 
Some states make no mention of its 
permissibility. The State of Illinois 
group code permits the insuring of 
employees of association members 
on the master policy and certificate 
of insurance The State of 
Vermont permits the inclusion of 
dependents of members. Riders pro- 
viding coverage to dependents have 
been approved in many states if 
attached to individual Franchise pol- 
icies. In recent years the Blue Cross 
has entered the field of association 
business by providing members and 
dependents with hospitalization cov- 
erage. They have usually required a 
centralized collection agency. 

Recently the State of Minnesota 
issued a regulation prohibiting a 
company or agent writing associa- 
tion advertising in 
any way that such insurance is “non- 
cancellable,” “individually non-can- 
cellable” or “guaranteed renewable.” 
Many other insurance departments 
have issued a similar ruling. Many 
agents unaware of these rulings, are 
innocently using the prohibited 
phraseology by letter or pamphlet 
and I, therefore, urge all companies 
engaged in writing association 
groups to cooperate to avoid insur- 


basis 


business from 


ance department criticism. Misrep- 
resentation has no place in our busi- 
ness 

The development of association 
group business has accomplished a 
great deal of good 
substantial 
ably 


It has pre vided 


protection at a reason- 
mem- 


the sur- 


low-cost to association 
Its future is bright 


face has not been scratched. 


bers. 


Broadened Coverage 


Association group business is now 
in its third decade of operation. Ade- 
quate experience has been developed 
Compe- 
tition and demands have consider- 
ably broadened the coverage in re- 
cent years. Some companies, I be- 


on the standardized basis. 


lieve, have gone too far in broad 
ening the scope of coverage. They 
may some day feel the pains of 
“getting business for too little and 
giving too much.” If my prognosti 
cation becomes a reality, and in the 
future, 
alent, 
rate increases become general, 
then the very solid foundation upon 
which this class of business has been 
developed will be thereby threatened 
Who can foresee the economic con- 
ditions facing us all during these 
Over sixty-five 


terminations become prev- 
restrictions become common, 


troublesome times ? 
insurance companies, members of 
the Health and Accident Under 
writers Conference, underwrite this 
specialized class of business. Many 
members of a professional or trade 
“disability 
insurance-minded” as a result of the 
publicity and mechanics of an as- 
sociation group plan. Other similar 
insurance is not affected. Associa 
tion members need to carry good 
individual insurance, so 
let us consider association group 
A & H protection as supplemental 


low-cost coverage 


association have become 


disability 
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Why make policy-holders mad when paying a claim? 
We think that’s the best possible time to make friends 
(and to make renewals easier!). 
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There are two problems in con- 
nection with this class of business 
that now face the accident and health 
industry. the factor that 
association members should not be 
with much income 
disability insurance as a result of 
superimposed plans. The solution 
to the other problem is the effective 
cooperation of all companies and 
agents in bringing about some degree 
of uniformity of statute and regu- 
lation in every state in the Union. 


One ts 


overloaded too 


Benefit All 


reduction of the 


a required rider, 


rhe 
elimination of 
the universal use of standardized in- 
dividual policy and group forms, 
and other factors too numerous to 
mention — benefit and 
agents. In turn these important 
items reflect to the benefit of our 
multitude of policyholders. Every 
representative of an insurance com- 
pany should be aware of the con- 
structive over-all results that will 
be accomplished when we can agree 
amongst ourselves and achieve stat- 
utory uniformity. I dedicate my- 
self to that project. I the 
reader's concurrence 

It is most difficult to conduct a 
study or survey on a technical sub- 
ject such as legislation and official 


expense, 


companies 


urge 


rulings. In some states, references 
in the law books are under the fol- 
lowing different headings; accident, 
health, health and accident, sickness 
and accident, disability, casualty, life, 
general, and, in some instances, be- 
fore you find a reference you have 
reviewed fifteen pages of law. I 
trust, therefore, the reader will favor 
me with a margin of error. More- 
over various State Legislatures are 
currently meeting and some of the 
present statutes are being improved. 


UNIFORM A. & H. LAW 


ROGRESS is reported on the in- 
 esenene of the uniform indi- 
vidual accident and sickness pro- 
visions law recommended by the 
National Association of Insurance 
Commissioners. Bills have been in- 
troduced in nine states and the Dis- 
trict of Columbia, and it is expected 
that similar bills will soon be put 
into the hopper in five more states. 
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GLAMOUR OF SPECIAL RISKS 


NY producer who deals with 
the public constantly comes up 
against situations which call 
for special risk policies. They're 
usually the aftermath of an inquiry 
on one of the standard policies which 
is desired on a group basis for a par- 
ticular trip or activity. Special risks 
are the “glamour jobs” of the A. & 
H. business . 
ing, different from the routine, run- 
of-the-mine coverages 
A number of A. & H. special risks 
cases can be duplicated in every part 
of the country. The producer who 
knows where to look, can easily get 
the business. For instance: 
Civil Defense—Agents in Eastern 
and Northeastern states have been 
particularly active in providing ac- 
cident insurance for Civil Defense 
groups. Workers volunteer 
their services as airplane spotters, for 
patrol activities, first aid and so on 


unusual, interest- 


who 





Uuterested in 


YACHT and 
MOTOR BOAT 
INSURANCE# 


can be insured under a special risk 
policy. 

Volunteer Workers—In a number 
of churches, congregation members 
have offered to lift a burden of ex- 
pense from the treasury by painting 
the interior of the building, doing 
repair and even construction work 
on additions. A number of special 
risk policies have been written for 
such volunteer workers. 

Red Cross Chapters—Many Red 
Cross Chapters throughout the coun- 
try seek blanket accident medical ex- 
pense protection for their volunteer 
workers. The volunteer is usually 
covered for all activities in which 
he engages in behalf of the Red 
Cross, with the exception of fund 
solicitation. 

Senior Class Trips—Schools are 
another good source of special risk 
premiums. Both grade and high 
schools arrange various trips for 
groups of students 
Marching Bands—-Bands sponsored 
by the American Legion and similar 
groups customarily are required to 
perform in parades and at conven- 
tions seven or eight times a year. 
Members of such bands are usually 
insured under a special group policy. 
Auto Racing—While_ race’ car 
drivers might seem to be more than 
ordinarily hazardous risks, neverthe- 
less the special risk department has 
frequently been called upon to in 
sure drivers in midget and stock car 
races, and in the professional racing 
car events. Coverage is usually se- 
cured by the track management on 
behalf of participating drivers. 
Church Bazaars—The _ energetic 


ing in drills, engaging in mock fire- 
fighting activities and marching in 
parades. Another source of special 
risk commissions. 
Fund Raising Sports—In most local- 
ities, such organizations as Rotary, 
Lions, Shriners, etc. frequently spon- 
sor boxing and wrestling matches, 
basketball, football, baseball games 
and soap box derbies as a means of 
raising funds for various charitable 
projects. Participants in such 
matches and games are regularly in- 
sured under special risk group. 
Special risk?—the opportunities 
for developing this type of A. & H. 
business are endless. The cases de- 
scribed above are only a few of the 
countless ways in which a particular 
need can be filled with a special 
policy. The fascinating part of this 
business is that there’s always some- 
thing new and different in the offing. 


—American Casualty Co. American Arrow 
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As warm weather approaches, boat ia 


ladies who funds through 
bazaars, dinners, strawberry festi- 
vals, garden parties and the like will 
buy a special risk group policy. 
Theatrical Groups—The normally 
sedentary office worker who decides 
to go in the chorus line of his local 
amateur theatrical club is a good 
prospect for an accident, and acci- 
dent insurance. Special risk policies 0 INSURANCE 
can be and often are written for such of q 
groups and cover all players, coach, COMPANIES 
prop men, electricians, etc. 

A firemen’s convention can be MANCHESTER, NEW HAMPSHIRE 
strenuous, with the men participat- 


owners will start sprucing up their boats 


scribers to MOTOR BOATING 


that you can place their insurance 


preparatory to getting them into the 
water. Now is the time actively to solicit 


this class. Ask for our new folder. in the 


THE NEW HAMPSHIRE GROUP THE NEW HAMPSHIRE GROUP 


of INSURANCE 
COMPANIES 
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REAT construction projects, in- 

Sstallations, and normal build- 
ing activities in foreign lands face 
ever-increasing hazards. 

Most American business concerns 
prefer insurance protection written 
in American companies — the kind 
they know — and know is sound — 
the kind that American Foreign 
Insurance Association, through 
its member companies, has been 
providing for decades. 

Why not contact the firms in 


your community who have busi- 
ness interests abroad. Some may be 
your clients now. Let them know 
you can protect their foreign activ- 
ities through AFIA as easily as 
you can handle their domestic 
risks. It’s simple and it’s profitable 
for you. 


AFIA is advertising regularly in 
leading business publications to 
pave the way for your call. Contact 
the nearest office of AFIA for full 
information on any specific risk. 
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FIRE RATE CHANGES 


IRE INSURANCE RATE revisions 
resulting in an average reduc- 
tion of 10% became effective in Con 


The changes are 
annual 


necticut March 2. 
estimated to represent an 
saving to policyholders of $1,570, 
OOO. 

\ revision of the fire 
credits and penalties for a large 
number of rating units became effec- 
tive April 1, in Texas. The revisions 
will result in an estimated net in 
crease in premiums of $105,408 over 


rece rd 


the 1951 figure. 
FOUR FACTORS 


HE PROPERTY insurance indus 
{pre should put a crew of “fuli- 
time public relations merchandisers” 
into the field to interpret the indus 
try to the public, according to Ken 
neth J. Bidwell, Assistant U. S 
Manager of The London Assurance 
Speaking before the Ohio Fire Un 
derwriters Association, Mr. Bidwell 
emphasized that if the public rela 
tions job for property insurance 1s 
worth doing, it is worth doing well. 
It is worth having trained, profes 
sional public relations people out in 
the field where they can work full- 
time on the job of getting the story 
across to editors, educators, busi- 
nessmen in other fields and the 
thought leaders in major communi- 
ties. 

He outlined “four simple facts” 
that have to be faced by insurance 
people before they can expect to en 
joy better press relations: (1) “The 
quality of judgment where insurance 
news is concerned may not always 
be to our liking but we have no more 
right to tell an editor how to run his 
business than we have to tell the 
captain of a ship how to handle his 
vessel”; (2) “Editors are not par- 
ticularly interested in the insurance 
business”; (3) “For the past thirty 
or forty years we seem to have de- 
liberately gone out of our way to 
emphasize the wrong features of our 
business. Instead of stressing the 
economy and efficiency with which 
we operate, we have concentrated on 
the story of fire prevention and ac- 
cident prevention” and (4) “Public 
relations for insurance will not be 
on a sound footing until it is ac- 
cepted as a local responsibility, com- 
munity by community, the length 
and breadth of the country.” 
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MAJOR MEDICAL EXPENSE 


GREAT deal has been said 
and written during the past 
two or three years about this 
new-born babe in the field of acci- 
dent and health insurance coverage 
major medical expense. Most of 
that which has been said and written 
was pointed at the methods proposed 
or adopted by the respective carriers 
who are offering this form of cover 
age to meet the growing demand for 
protection in those areas of medical 
expense that had heretofore 
entirely neglected or inadequately 
met. The discussion of this subject 
by both the casualty companies and 
the life companies, regardless of 
whether they the major 
medical expense market on the indi 
vidual contract basis or on the group 
basis, has been in a large measure 
predicated upon an attempt to meet 
the growing challenge of govern 
mental intervention in the field of 
health insurance 


been 


are in 


A Real Challenge 


That this challenge is 
attested to by the recent publication 
of the report to the President of 
the United States by the President’s 
Commission on the Health Needs of 


real is 
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the Nation, known as the Magnussen 
Commission, entitled “The People 
Speak.” This report presents testi 
mony given at public hearings in 
various sections of the country of the 
ever increasing problem of meeting 
the present day cost of medical care 
It highlighted the keen interest in 
the question on the part of every 
segment of the American population 


The buyer's viewpoint 


management, labor, the 
public health 
officials, sociologists, farm groups, 
educators, the imsurance 
Cross, Blue Shield and other 
medical service organizations. While 


including 
medical profession, 
business, 
Blue 


this President’s Commission has not 
promulgated any final conclusions, 
even a cursory reading of the interim 
report will indicate a great concern 
with the problem of providing ade 
quate medical services and how to 
make such services available to the 
greatest part of the population in 
part of the country, at all 
income levels, walk of life 
Of even greater and more particular 


every 


in every 


concern was the problem of paying 
for unexpected, unusual major medi 
effect of which 
would be catastrophic to the finan- 


cal expense, the 


cial stability of the average family 
involved 


A Good Cross-section 


It is the purpose of this paper to 
analyse the economic and sociologi 
medical 
expense problem and to present the 
point of view and experience of a 


cal aspects of the major 


buyer of insurance and administrator 


(Continued on the next page) 





Medical Expense—Continued 


of a comprehensive insurance pro- 
gram covering more than 3,000 
families, spread in metropolitan 
areas over thirty states, with fairly 
large concentrations in the cities of 
New York and Los Angeles, and 
with income levels from a low of 
$2,500 annually to a high in excess 
of $50,000 annually. The type of 
people included are both white collar 
and labor, skilled and unskilled, and 
each group is made up of varying 
ages. In short, a good cross-section 
of American people in an income 
level to some degree higher than the 
national average income level. 

This group 1s representative of 
that large part of the American 
population who are daily fearful of 
what a sudden, major illness or 
accident to a member of their family 
with its attendant major medical 
expense, will do to their financial 
solvency. It is for these people that 
provision must be made to protect 
them against the exigencies of such 
catastrophic medical expense. This 
form of protection or insurance, 
when provided, must be sociologi- 
cally and economically sound and 
must be so conceived and so planned 
that it will stand up from an under- 
writing point of view. Such a plan 
must be broad enough to provide the 
required protection within accepted 
principles of insurance underwriting 
as outlined hereinafter, so that it 
will not fall of its own weight or 
become too expensive for the average 
family. 

One of the basic conclusions 
which the President’s Commission 
reached as a result of the Hearings 


outlined in their report was that 
catastrophic illness costs were too 
much for the average man’s pocket- 
book even if he were aided by an 
average voluntary health insurance 
plan. That is the essence of the prob- 
lem and how are we to meet it? Let 
us list those types and areas of 
medical expense and analyse each 
in the light of : 

1. Their effect on the financial sta- 
bility of and the ability to pay by the 
average family. 

2. What forms of insurance protec- 
tion are already available and 
whether such forms of protection are 
adequate to meet the needs of the 
public in the light of the develop- 
ment of modern medical practice, 
and 

3. What controls and underwriting 
fences must be established so that the 
provision of coverage for catastro- 
phic expense may be placed and kept 
on a sound basis and at a reasonable 


cost 


Major Items 


The following are the major items 
of medical cost which are commonly 
encountered : 

1. Hospital room and board. 

2. Additional hospital charges for 
services rendered other than room 
and board such as operating room, 
anesthesia, X-ray and laboratory 
examination, drugs and medications, 
etc. 

3. Surgical 
hospital ). 
4. Medical 
hospital). 
5. Registered nursing fees (in or 
out of hospital). 

6. Services and supplies outside of 


fees (in or out of 


fees (in or out of 
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hospital such as rental of iron lungs 
and other mechanical equipment, 
hospital type beds, oxygen and rental 
of equipment for its administration, 
X-rays and laboratory examinations 
and other therapeutic services and 
supplies. 


7. Drugs and medicines. 
A Group Basis 


Before discussing each of the 
items of medical expense in relation 
to a major medical expense reim- 
bursement plan, the writer wishes 
to point out that this entire discus- 
sion is predicated on the establish- 
ment of such a plan only on a group 
basis. It is our firm conviction, and 
the history of Blue Cross and Blue 
Shield as well as the experience of 
most of the service type plans and 
organizations bear us out, that where 
health insurance either in the form 
of hospitalization, surgical, or medi- 
cal benefits has been provided on an 
individual contract basis, the under- 
writing experience was uniformly 
bad and that the insurance cost of 
such plans became increasingly high 
so that in many cases many such 
plans had to abandon such individual 
contracts. It became clear to them 
that such a method of writing made 
them subject to adverse selection and 
there was no way of overcoming the 
effects of such an adverse selection 

Those carriers who would write 
major medical expense insurance on 
an individual contract basis must 
face the same hazards of adverse 
selection and must either place limi- 
tations and exclusions in their cover- 
age to such a degree so as to make 
the coverage itself ineffectual, or 
place such a high price upon it as 
to put it out of the reach of the 
average income family. We are firm 
in our belief that the only sound 
approach to the problem of providing 
protection against the hazards of 
major medical cost is on the group 
basis, subject to the long established 
principles and rules of group insur 
ance underwriting. Those principles, 
which are well known to everyone 
engaged in the field of group insur- 
ance, have been tested over a long 
period of time and have proven 
sound in the fields of weekly indem- 
nity insurance, hospitalization and 
surgical benefits and certainly should 
be made applicable to a major medi- 
cal expense plan in order to keep 
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this new addition to the family of 
health insurance sound. 

It is also our firm belief that a 
major medical expense plan should 
be completely integrated with and 
made part of a hospitalization and 
surgical plan, regardless of whether 
such a plan is a service type such 
as provided by Blue Cross and/or 
Blue Shield or a benefit plan as 
underwritten by an insurance com- 
pany. We do not however imply 
that both the hospital and surgical 
plan and the major medical expense 
plan must be underwritten by the 
same carrier except that any sound 
buyer of this type of coverage will 
recognize the obvious advantages 
and economies of administration by 
placing all such coverages under one 
package with a single carrier. 


Each of the Elements 


With the foregoing basic prin- 
ciples in mind, let us proceed with 
the discussion of each of the ele- 
ments which make up Major Medical 
Expense insurance and in such dis- 
cussion we will evolve new 
principles that we are 
“musts” in setting up such protec- 
tion. 


some 


believe 


1. and 2, Hospital room and board 
and hospital charges for additional 
services other than room and board 


An examination of hospital room 
and board charges across the coun- 
try including metropolitan as well 
as rural or suburban areas, indicated 
that the average room and board 
charge for semi-private facilities was 
in the neighborhood of $15 to $16 
per day. We also found that private 
facilities were available, particularly 
in the larger cities, at varying rates 
up to $60 per day for deluxe suites. 
This enormous gap in cost of hos- 
pital facilities from $15 per day to 
$60 per day highlighted one of the 
basic questions that must be an- 
swered and which should be faced 
to a greater or lesser degree in each 
of the areas of medical cost ; namely, 
can we set-up a plan that would per- 
mit the selection of $60 per day 
facilities and have such selection and 
consequent cost paid for by the ma- 
jor medical expense plan. Obvi- 
ously, we came to the conclusion 
that there was no way in which the 
$60 per day facility could be in- 
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sured. There was no sociological, 
economical or medical reason to 
provide insurance for any room 
and board facilities beyond those 
which the person in an income 
bracket of approximately $10,000 
annually would normally use if he 
were paying the entire bill himself. 
We, therefore, decided to change our 
existing hospitalization plan to a $12 
per day room and board benefit, 
which benefit represented about 75% 
of the average room and board cost 
predicated upon the principle out- 
lined above. We extended the pe- 
riod of coverage from 31 days to 
180 days, and after careful study we 
were convinced that in more than 
98% of the hospitalized cases such 
a period of coverage was adequate 
to meet any catastrophic contin- 
gency or medical requirement 


Other Services 


In the area of hospital charges for 
services other than room and board 
which include operating room, an- 
esthesia, X-ray and laboratory ex- 
amination, drugs and medications, 
etc., we felt that the patient was not 
in a position to make any selection 
whatever as to type, quantity, fre- 
quency or cost of the services listed 
above, and that the cost for such 
services in a large measure were 
standard as to a particular hospital, 
and would not to any material ex- 
tent be influenced by the presence 
or absence of insurance protection 


to pay for such costs. As a matter 
of fact, most service type plans in 
existence today provide benefits for 
such costs on an “unlimited” basis. 
We, therefore, after careful examin- 
ation of a large cross-section of 
hospital cases came to the conclu- 
sion that an allowance of $1,000 for 
case room fees in any one hospital 
confinement was tantamount to an 
unlimited benefit for such costs, 
and in the great preponderance of 
cases was adequate. We, therefore, 
adjusted our existing hospitalization 
plan to provide $1,000 benefit for 
case room fees for each disability. 
If future experience should prove 
that the $1,000 allowance became in- 
adequate in any representative num- 
ber of cases, we could without too 
much difficulty and without any ma- 
terial increase in the cost change 
such benefit to $1,500 or $2,000 as 
the need arose. 


We then excluded from the “ma- 
jor medical expense plan” all hos- 
pital charges, since such charges 
were adequately taken care of on a 
catastrophic basis under the exist- 
ing adjusted hospitalization plan. 


3. Surgical fees (in and out of 
hospital) 


This was the most crucial area of 
medical expense and one which has 
seriously troubled all underwriters 
in the field of health insurance. Here 
was an element of cost that had no 

(Continued on the next page) 
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Medical Expense—Continued 


standards, which could vary, for the 
same service, from a charge from 
$100 to $2,000 or more; that was 
predicated in a very large measure, 
not upon the type of service rendered 
but most usually upon the patient’s 
ability to pay and his available finan- 
cial resources. How could one de- 
termine how much an appendectomy 
was worth? Was it worth as much 
for a person earning $5,000 a year 
as for a person earning $15,000 per 


year? If there was a direct rela- 
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tionship between relative fees and 
relative earnings, i.e., if a person 
who earned $15,000 annually paid 
three times as much for surgical 
treatment as a person who earned 
$5,000 annually paid for the same 
procedure, we could somehow work 
out a formula for underwriting these 
Unfortunately, there 
is no fixed pattern or standard and 
there is no way to apply a mathe- 
matical formula 


relative costs. 


Surgical Fees 


In planning the set-up of our 
major medical expeuse plan we ex- 
amined about five hundred surgical 
claims in all areas of the country. 
We eliminated from our survey the 
claims submitted by people whose 
earnings were in excess of $15,000 
per year. We also eliminated the 
claims of those people whose earn- 
ings were $5,000 or under per year. 
We, therefore, obtained a cross- 
section of surgical fees charged for 
almost all types of surgery (whether 
performed in or out of the hospital) 
for people in an income bracket of 
between $5,000 and $15,000 annu- 
ally. 

\ Health Insurance Council re- 
port “Accident and Health Cover- 
age in the United States,” dated 
June 1952 indicates that at the end 
of 1951 that there were in excess of 
65,000,000 people covered by vari- 
ous types of surgical benefit plans. 
This number includes those covered 
by both benefit type and service type 
organizations. As of the end of 
1952 it is estimated that this number 
is in excess of 70,000,000 people. 
In most cases the plans provide bene- 
fits on a scheduled basis. Excepting 
for a few types of surgery, particu 
larly in the area of fractures where 
definition is difficult, we found that 
to a large degree the benefits pro- 
vided in what is commonly known 
as the “$300 Surgical Benefit Sched- 
ule” paid for between 65% and 75% 
of the surgical bills. This survey 
also disclosed that in a majority of 
surgical cases, the surgeon geared 
his fee to the benefit provided un- 
der the insurance schedule 

It has frequently been reported 
to us that when an insured person 
makes arrangements for surgery he 
is asked whether he has insurance 
and if the reply is in the affirmative 


the next question is “how much 
does it pay?” Usually the fee is 
set at approximately 30% or 40% 
higher than the benefit provided, 
making the insured person’s share 
of the cost about 65% or 75% of 
the total bill as indicated above. 
Recognizing this indicated practice, 
and with tongue in cheek, we in- 
creased our schedule to a $350 max- 
imum benefit. The purpose of this 
change was to attempt to bring the 
schedule up to the level of 75% of 
the bill. If in the future this schedule 
should prove inadequate, it will 
not be too difficult to further adjust 
and bring it in line with existing 
conditions. We are presently 
negotiating for the correction of 
some of the individual items within 
the schedule so that the entire sched- 
ule will be in balance. 

We then excluded all surgical fees 
from our major medical plan, and 
thus climinated one of the greatest 
dangers to the solvency of the plan. 


tee 


The Higher the Bill 


While we do not wish to cast any 
reflection on the medical profes- 
sion and its attitude toward surgi- 
cal fees, we have been convinced 
by broad experience that the greater 
the benefit provided the higher the 
surgical bill; and the increase of 
the surgical benefit schedules or the 
provision of an open end (unsched- 
uled) benefit will tend to increase 
the fee or even lend itself to an 
unfortunate sub-rosa deal between 
surgeon and patient for the ab- 
sorption of the deductible or co- 
insurance factors (which are dis- 
cussed later in this paper). We are 
equally convinced that in keeping 
surgical benefits on the scheduled 
basis, we were not prejudicing the 
position of the insured person nor 
were we in a great preponderance 
of cases failing to provide the ade- 
quate and needed protection. Our 
experience in the operation of our 
major medical expense plan has 
proven our conclusion sound. 

After having discussed in de- 
tail and disposed of the two areas 
of medical expense which have cre- 
ated underwriting uncertainties and 
which were subject to abuse and the 
consequent unsoundness and insolv- 
ency of the entire plan, we would 


(Continued on page 150) 
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SELLING TIPS 


from the HOME 


COMPANION ITEMS 


can well fol- 
low the example of the aggres- 
sive retail merchant in the adoption 
of the “Add-An-Item” method in the 
sale of insurance. The modern retail 
merchant stimulates sales by 
gesting a companion item to his cus- 
tomers when they make a purchase. 
When he sells a tube of 
cream, he automatically 
about razor blades. If a purchaser 
selects a tooth brush, the question of 
tooth paste or mouth wash is men- 
tioned. 
For many years alert merchants 


HE LOCAL AGENT 


sug- 


shaving 
inquires 


have had excellent results in using 
this method of increasing sales vol 
ume. In a similar manner the local 
agent can make this sales method 
work for him now that many cover- 
ages may be added to fire and cas- 
ualty by endorsements. 
While giving his customers broader 


policies 


insurance protection, the agent can 
also materially increase his commis 


sion income. 
Commercial Standard Contact 


CAMPERS INSURANCE 


ROSPECTS for campers medical 
| set insurance are easy to 
find. Private camps, organizational 
camps, church camps, day camps, 
camps of all sorts are eligible for 
this type of insurance. Many of the 
youth organizations in your vicinity 
will be sponsoring camps for their 
members this summer. For a start, 
try your Boy Scouts, 
Scouts, Girl Scouts, Campfire Girls, 
4-H, YMCA, YWCA, Churches, 
3oys’ Clubs and your American 
Legion and other veterans’ organiza- 


local Cub 


tions. 
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HOW IS HE TO KNOW 


HE PERSONAL PROPERTY floater, 
fe any of the specific kinds of 
floaters available, may be nonex- 
istent as far as Mr. Average is con- 
cerned. Likewise, he may have no 
idea that he can get insurance for 
additional living expenses following 
a fire, rents and rental value, home 
owners’ disability, or even boiler in- 
surance, or such specific coverage as 
polio insurance, 

Unless you tell him about the vari- 
ous kinds of insurance available, how 
is he to know you are in a position 
to provide that protection for him? 
As his insurance man, you are ex 
pected to tell him about various cov- 
erages available which should be of 
interest to him. 

The Employers’ Group Pioneer 
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THE FIRST CONVERT 


PREREQUISITE to successful 
selling of almost any line of in- 
surance is a firm belief on the part 
of the salesman that the product he 
has to sell is actually needed by 
the prospect. Generally speaking, 
the stronger the conviction of the 
agent that business interruption in- 
surance is in the category of first im- 
portance to the insured, the greater 
the agent's success in selling it. 
Therefore, the very first step is 
for the agent to answer honestly 
the question—"Am | sold on its 
value myself?" If the answer is “no” 
or even “yes” with any reservations, 
his first selling job is not contacting 
prospects at all but rather studying 
the coverage, talking to fieldmen, 
reviewing losses to determine what 
business interruption insurance did 
for the insured, if carried, or what 
it would have done if not carried— 
in short selling himself. 

Like charity, the selling of busi- 
ness interruption insurance should 
begin at home. We who are in the 
insurance business must first sell 
ourselves on its value. 

The Hartford Agent 
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TO SELL BONDS 


HE SIMPLEST and perhaps the 
“Fae effective way for an agent 
starting out cold to develop contract 
bond business is to make a list of 
good contractors operating in his 
territory, whether they be general 
contractors, mechanical (plumbing 
and heating), or electrical. He can 
get names from the telephone direc- 
tory, by observing signs on buildings 
under construction, or better still, 
from information contained in 
Dodge Reports, or similar services 
These reports are the best source of 
prospecting because he then knows 
definitely that a certain contractor 
is going to bid on a certain job and 
has something to talk about on his 
first call. 

After preparing a list, set aside a 
day to do nothing but call on con 
tractors. In all probability, the first 
few attempts apparently will be fruit 
less and without any signs of imme 
diate success. Keep a list of calls, 
however, and the results of each and 
then set another day within a week 
to go right back over the same 
ground, adding a few additional calls 
Do this regularly every week, for 
repeat calls are absolutely necessary 
to actually obtain that first order for 
a bond. 

The Aetna-izer 


BE CONVINCING 


PERSON DOFSN’T BUY until you 

have convinced him. Tie only 
way to convince him is to make him 
understand. Don’t expect him to 
assimilate in five minutes facts it 
took you years to master. There is 
no place for high-pressure salesman- 
ship in insurance: it breeds dissatis- 
fied clients. 
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Loss Logic—from page 47 


whether the failure was due to over- 
loading, incorrect load rating on the 
part of the designers, or structual 
or maintenance failure occurring un- 
der proper conditions of use. It is on 
the basis of such a report that the 
claims adjuster can decide whether 
the claim is a justifiable one, and 
thus decide how to handle the case. 


No Foregone Conclusions 


The point to remember about 
reputable investigators is that they 
consider it their job to get the facts 

all the facts—and then to inter- 
pret them. They'do not work back- 
wards by starting with a hoped-for 
conclusion and then attempting to 
substantiate that conclusion by 
selecting only certain evidence. 
Consequently, they should be given 
every bit of information, regardless 
of how the information is consid- 
ered to affect their conclusion. For 
example, an investigating firm was 
retained by a client who was inter- 
ested in showing that some rather 
severe corrosion on large metal fit- 
tings could be attributed to water 
alone. The background information 
given to the consultants stated that 
the fittings had been exposed to 
nothing more corrosive than water, 
yet the extensiveness of the dam- 
age and type of attack could not be 
explained by such comparatively 
mild conditions of exposure. The 
consultants expressed this opinion 
in their report. Later, when the case 
came to trial, it was developed that 
the fittings had at one time been 
cleaned with a corrosive fluid. The 
fittings had not been rinsed prop- 
erly, and the residual solution was 
responsible for much of the ensuing 
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corrosion. If the consultants had 
known this fact when they under- 
took the investigation, they would 
have pointed out how damaging this 
evidence was and would have spared 
their client the cost of the futile liti- 
gation, inasmuch as the case was 
ultimately decided against him. 

This is not to say that a reputable 
consultant will not assist his client 
in building up a credible case. As a 
representative of the client, it is his 
duty to point out all the favorable 
conclusions that can be drawn from 
the evidence. In many instances, 
there is room for legitimate doubt 
about contributing causes. The tes- 
timony of an independent expert 
expressing this doubt—on the basis 
of all the evidence—carries far more 
weight if he does not have to defend 
his conclusion against damaging 
facts carelessly withheld by his 
client. 

A word or two about how to keep 
costs down when an independent in- 
vestigative firm is retained on a case. 
Usually, the firm will work on an 
hourly fee basis. Therefore, every 
unnecessary errand adds unneces- 
sary charges to the service. When- 
ever possible, supply the investigator 
with comparison samples, reference 
material, etc., rather than ask him 
to take the time to locate and pur- 
chase them himself. Similarly, make 
available to him all files, test results, 
and any other information that may 
help him to reach his conclusions 
more rapidly. 


Who's an Expert? 


The credibility of testimony 
offered in any legal case depends 
not only upon the validity of the 
facts given, but also upon the repu- 
tation and affiliation of the witness. 
Legally, the testimony of a witness 
employed by the defendants, regard- 
less of the validity of the facts given 
or of the character of the witness, 
is open to question by the jury. For 
that reason, it is usually preferable 
to utilize the services of an inde- 
pendent investigative agency to col- 
lect and interpret evidence. 

Incidentally, the impartiality of a 
consultant is sometimes erroneously 
challenged merely because, in a 
series of cases, his testimony has 
favored one particular side. The 
explanation for this apparent “lean- 


ing” is simple. Since he is never 
called to give evidence against his 
client, the only court appearances he 
makes are in support of his client. 
Thus, if he happens to represent one 
particular side in successive cases, 
whatever testimony he is able to give 
will uniformly favor that side. 

Many independent reputable serv- 
ices exist having both the skill and 
experience for the specialized in 
vestigation needed for claims work. 
Unfortunately, there is no sure-fire 
way of selecting a capable consulting 
organization. The several technical 
societies of industrial consultants 
may be helpful as a directory service, 
but usually their membership is so 
large and varied that it is difficult to 
get a reference based on first-hand 
knowledge. 

One possible basis of selection, if 
there is no reliable information 
about the reputation of several com 
peting services, is to choose an or- 
ganization which has been in busi- 
ness for a reasonable length of time. 
Such an organization, if it has en- 
gaged in insurance investigations, 
presumably has the experience 
needed for a skillful handling of the 
work. Also, such an organization 
may be presumed to have an element 
of stability, providing a reasonable 
assurance that it will be available in 
two or three years to offer testi- 
mony, should the litigation be de 
layed for that length of time. An- 
other factor that might be considered 
is that a mature organization is more 
likely to have both the variety of 
facilities and technical personnel 
sometimes needed in an investiga- 
tion. A fire, for example, can be 
caused by spontaneous combustion, 
electrical wiring, chemical explosion, 
or by heating or ventilating equip- 
ment. Different technical back- 
grounds and investigative techniques 
must be used to collect evidence in 
each type of case 

However, the above criteria can 
be considered only as useful guides, 
at best. Many of the newer firms 
are eminently capable and qualified 
to handle claims work; some of the 
older firms are perhaps better quali- 
fied in other types of work. By all 
means, if the problem of selecting 
a consultant arises, act on the recom- 
mendation of someone who has had 
a similar problem of selection and 
has found a firm that met his needs. 


65 
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Multi-Purpose APPLICATION and 
Policy-Change REQUEST SAVE YOU? 
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agency against liability — serves as a receipt for your 
insured — and becomes your agency’s own private 
application form! 


Investigate the better Selling-Saving job this new form 
can do for you. Printed on 2 sides, padded in lots of 50, 
imprinted with your agency name and address at no 
extra charge, see low prices below . 


Statistics prove the average agency receives 5 requests to make 
changes on existing policies to every new policy written. AAMB'’s 
copyrighted POLICY-CHANGE REQUEST is designed to SAVE 
you time, trouble and cost by doing 7 importznt “changing” jobs 

r! 
(1) The POLICY-CHANGE REQUEST records ANY necessary 
policy change, speeds up processing, and helps prevent errors; 
(2) requests RENEWALS and ENDORSEMENTS from your 
companies more accurately and quickly; (3) TRANSFERS Auto 
Coverage more efficiently; (4) INCREASES or DECREASES Fire 
Insurance with less t le; (5) handles ALL address changes; 
(6) INCREASES Auto or General Liability Insurance; and (7) 
provides a better means of REVIEWING Violations or Company 
Criticisms! It gives you a complete record of every policy change, 
all information and computations, on ome convenient form. Size 


814 x 11 inches, printed 1 side, padded in lots of 50 — see low 
prices below .. . 
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Send for FREE SAMPLES or Order 
from this ad at the following low 
prices (plus postage) : 


}' 
A 


Ween 


1 thousand Multi-purpose 
Applications, printed with your 
agency name and address $16 
3 thousand Multi-purpose 
Applications (as above) $39 
1 thousand Policy-Change 
Request forms $10 
3 thousand Policy-Change 

Request forms $24 


American Agency Management Bureau 


. WASHING 


“SHORT CUTS SAVE DOLLARS”, 
a portfolio of AAMB's time-saving, 

cost-saving forms is FREE for the 
Robert Burns, President ° Floyd Lashmit, Manager ~~ gg for it today on your 














STORAGE CABINETS 


A™ Ww line of storage cabinets, designed 

by the Borroughs Manufacturing Com- 
with 
Ihe sliding shelves are adjustable 


pany, combines practicability eye- 
appeal. 
without bolting and the sliding doors are 
removable in seconds without the use of 
The cabinets are 38” wide and are 
42” high and 
either 12” or 18” deep and 78” high either 


12” or 18” deep. 


tools. 


available in four models; 


NEW LINE OF EQUIPMENT 


OD ae rwoop Corporation has made ar- 
rangements to distribute and service in 


the United States the punched card ac- 


counting equipment manufactured by 


Powers-Samas Accounting Machines, Ltd. 
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of London, a subsidiary of Vickers, 
Limited. A complete line of machines is 
offered including the sorter illustrated as 
well as automatic key punches, automatic 
verifiers, reproducers, interpretors, inter- 
tabulators and summary card 
punches. Equipment is available for a 
40-column capacity card 2” x 4 11/16” 
and for a still smaller 21 column capacity 
card measuring 2” x 234”. A tape-to-card 
punch has been devised for use where 
branches are located away from the central 
accounting office. Information, which may 
be a by-product of a typing operation, is 
transmitted by teletypewriter to the 
central office and there punched on cards 
from a 


polators, 


tape. 
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SWITCHMAT 


, yee is an extended area electrical 
switch made in the form of a sheet or 
thin mat. Only 3/16” thick, it can be used 
Stair treads, 
obstructing passage. A _ pre-de- 
ranging from a few 
ounces up closes the circuit and the re- 
lease of the instantly opens it. 
Ihe mat can be used to actuate an auto- 


on floors, platforms, 
without 


termined 


etc. 
pressure 
pressure 


matic door opener, an entry alarm or any 
of a number of types of signals, It is 
made by The Recora Company in any 
size or shape from 2” x 2” up to 36” x 
144”, 


NOVEL PEN SET 


= Abbeon Supply Company has de- 
signed a novel desk pen set which is 
suitable insurance 
man’s own desk or as a gift to his pre- 
ferred clients. The set features a three 
inch long replica of the dinosaurs which 
roamed the earth in pre-historic days. 
On it the largest carnivorous land animal 
that ever existed is reduced to a fascinat- 
ing conversation piece. The authentic 
scale model is of solid metal with a royal 
bronze finish mounted on a heavy metal 
bronze finished base along with a fine 
quality fountain pen. 


either for use on an 


LIVE KEYBOARD 


‘GURES add and print automatically as 
k they are entered on the keyboard of this 
new adding machine, developed by the 
National Cash Register Company. This 
eliminates the second step of the cycle, 
1) set up the amount and (2) depress the 
motor bar. To add $100.00, all you do is 
touch the “1” key in the hundreds column 

and the figure instantly adds and 
prints. Every key is its own motor bar. 
To enter a number such as $1,235.00, you 
enter the 1-2-3 in the normal manner and 
then simply depress the last figure (in 
this case “5") all the way—at once the 
full amount is added and printed. Thus 
it is claimed up to 50% of all hand motion 
is eliminated. 
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WORK MEASUREMENT 


HEN our departments were 

small each supervisor knew 
what production to expect from each 
of his employees. But after World 
War II we soon realized that our 
supervisors needed more than their 
past experience to guide them in 
estimating the time required for each 
operation performed. They 
needed more complete production 
records in order to manage their 
departments. Another problem lay 
in our use of the budget. The sala- 
ries of our clerical employees con- 
stituted the largest single item of our 
office expense. Our salary budgets 
have been based on an estimate of 
the number of people required in 
each department for the coming 
year, converted into dollars. We felt 
that depressing the dollars spent on 
salaries in the budget was a poor 
way of controlling salary expense. 
To an individual employee the ef- 
fect of a constant pressure of econ- 
omy, practiced on salaries, is that 
the company is holding his salary 
down. This certainly lowers morale. 


also 


Since we had no formal planning 
department in our company, it was 
necessary to draw upon our admin- 
istrative departments for the man- 
power required to set up a work 
measurement system. The em- 
ployees we selected had a detailed 
knowledge of the work which was 
being performed and in addition 
were well acquainted with the ac- 
tual employees whose work was to 
be timed. Our employees actually 
timed themselves as each recorded 
the number of pieces on her time 
sheet together with the starting and 
ending time which was required to 
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accomplish her work on this basis. 
A staff assistant would divide the 
number of pieces into the total 
elapsed time and determine the unit 
value for each operation performed. 

The staff assistant had been care- 
ful to explain to the employee the 
reason for the time study. He had 
emphasized the fact that it was im- 
portant that during the recording of 
time she work at her regular rate. 
The fact that she might be working 
more slowly than some other em- 
ployee was not to her discredit. It 
was our hope to establish unit time 
values that would best describe an 
average employee of our company 
doing a normal day’s work 


Duty Card 


We might ask this employee to 
time her work over a period of sev- 
eral weeks. During that period the 
staff assistant would take many sam- 
ples of the time values. When the 
values obtained seemed consistent, 
the employee was notified that she 
could stop timing her work. We 
then selected the median of all the 
time values that had been computed 
and listed this on what we call the 
Duty Card. The use of the median 
eliminated most of the effect of im- 
proper timing and unusual volume 
I considered this to be a statistical 
approach to work measurement. 
Our next job was to record the num- 
ber of times that each of our oper- 
ations were performed during each 


found 
emple yyees 


month. It 
necessary to 


was sometimes 
ask the 
themselves to record certain produc- 
tion counts 

By multiplying the 
count for a month by the operational 
time value, accumulating this for all 
of the operations of the section or 
department, and converting the total 
into hours, we are ready to arrive 
at the work load for the month. This 
we call theoretical theoreti 
cal because it gives us only an esti- 
mate of the amount of work that 
has been performed. We compare 
these theoretical hours with the 
clerical hours which have been 
worked by all employees and thereby 
obtain a performance rate. We con 
verted this performance rate into a 
performance index by dividing by a 
base rate, which is different for each 
of our administrative departments 
In this obtain an index 
which is unlike any other depart 
mental performance index in the 
company. Using these performance 


pre duction 


hours 


way we 


indices as a guide, the supervisor, 
meeting with his group administra 
asked to set a goal for 
himself by evaluating what good per 
formance would be for his depart 
ment 


tor is 


He effectively creates his own 
optimum index which in his mind 
represents the performance of his 
department during the period in 
which he most effectively uses his 
personnel 
between the performance index and 


It is then the comparison 


the optimum index which our super- 
visors and group administrators use 
to evaluate their monthly perform 
ance 


[Continued on the next pege) 





BOOKLETS 


P123—How to Talk Yourself Out of 
Time-Taking Work 


Wouldn't you like to have time to do -all 
the work you presently do, yet have a little 
more spare time for considered thinking 
about business problems or for needed re- 
laxation. Although this pamphlet presents, 
primarily, the case for one particular make 
of dictating equipment, it simultaneously 
suggests time-saving uses of the equipment 
of any manufacturer. Any one of the number 
of ideas presented may prove to give you 
just that extra amount of time referred to 
at the beginning of this item. 


P124—Selecting Office Workers 


In modern business organizations the per- 
sonnel function has grown in importance 
until it now, deservedly, commands con- 
siderable respect. It embraces not only the 
function of employing personnel but that 
of promoting harmonious relations and im- 
proved productivity among workers. This 
booklet discusses the seven elements in the 
selection of employees; recruiting, screen- 
ing, testing, interviewing, selection and 
placement, orientation and the follow-up. 


P125—What the Business Man 
Should Know About Fire Insurance 


This is a one-hundred page hard cover 
book which will prove a valuable addition 
to the insurance man's library. By using it 
to back-up an agent's selling statements, it 
can also be used as a selling aid. The book 
expands the thesis that many troubles and 
losses arise from a misinterpretation of the 
insurance contract and extends the viewpoint 
of the businessman beyond the purchase of 
insurance. Included in the contents are the 
standard form, rates, coinsurance, valuation, 
depreciation and adjusting the fire loss. 





Te Best's Insurance News 
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The above material is available with- 
out charge or obligation. Simply check 
publication(s) desired. 
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We have found that there are 
many valuable by-products of our 
work measurement system. It is our 
opinion that you must have work 
measurement before you can have 
effective work simplification. It 
must be a tool to help the supervisor 
to devise better methods. The anal- 
ysis of operations made by the 
supervisor for the Duty Card must 
result in better planning for de- 
partmental methods. The aid of the 
staff assistant in helping the em- 
ployees time the operations is all the 
more valuable since the responsi- 
bility still remains with the super- 
visor to improve his own methods. 

I mentioned that a budget based 
only on dollars and cents is not too 
effective in controlling salary ex- 
pense. For that reason we have 
placed the emphasis in our budget 
upon the number of theoretical 
hours, or the work load, which each 
department expects to accomplish in 
the coming year. We ask that our 
supervisors use this estimate of 
theoretical hours in determining 
their salary budget. For example, 
by dividing total salary expense for 
1951 by the total number of theoreti- 
cal hours, a supervisor can obtain 
a dollar value for each hour of work 
performed. Then, by multiplying 
this value by the estimated theoreti- 
cal hours for 1952 the net result is 
our salary budget. 


From the American Management Association 
News 


QUALITIES FOR SUCCESS 


Fens AN is no less a woman be- 
cause she has brains, initiative, 
imagination and a sense of humor. 
These are qualities that have always 
made her valuable whether she was 
saving a throne for the Dauphin 
of France, isolating radium or 
building a successful business, com- 
ments Miss N. Myra Glazier, presi- 
dent of the Sheppard Envelope Com- 
pany, Worcester, Massachusetts. 

Ambitious career girls are forever 
asking Miss Glazier how she gal 
loped up the ladder of success. In 
reply she hands out this advice for 
the 20th-century business-woman if 
she hopes to get to the top 

“She’s got to have plenty of en- 
ergy,” says Myra firmly. “That 
doesn’t mean nagging. Women nag 


too much—in the office as well as 
in the home. You don’t sweep up 
to the boss with ‘Oh, Mr. Duffy, 
have you finished those papers yet? 
I left them on your desk over two 
hours ago!’ 


“We're weak on emotional stabil- 
ity. The trouble with most women 
in business is that they jump around 
too much. They have six or seven 
things cooking and none of them 
get done. All is confusion. We've 
got to cultivate orderly minds, do 
one thing at a time, quietly and eff- 
ciently.” 

Intuition is the third command- 
ment on Miss Glazier’s list, and she’s 
leaned on it plenty in her thirty-odd 
years in business. “It’s a sort of 
sixth sense women possess and men 
swear by. You often hear them say, 
‘I'll talk it over with my wife first 
and then decide.” They respect 
hunches. I’ve depended on intuition 
all my life and it’s done right well 
by me.” 

Although no sheepskin girl her- 
self, Miss Glazier lists education 
among her ten commandments. 
“You can’t get far without it today,” 
she commented. “I belonged to a 
tradition which produced Horatio 
Alger boys and girls. You need a 
college degree along with the other 
basics now.” 

The career girl who hopes to reach 
the heights should have stick-to-it- 
She must also have aptness 
detail. “We're good on that 
end,” Myra admitted. “Men dis- 
like detail and it comes quite nat- 
urally to us. A throwback to our 
natural housekeeping ability, no 
doubt.” 

No matter how much it hurts, be 
impersonal, Miss Glazier implores 
“And be tolerant, too. We have a 
lot to learn from men. When a 
group of men reach a stalemate in 
a conference and it comes time to go 
out to lunch, they forget their prob 
lems and walk out arm in arm. A 
woman will haggle over the issue 
all through lunch. She can’t forget 
1t. 


“We need to be more generous 


iveness 
for 


T don’t mean with money, but with 
the compliment on a new dress, the 
offer to share a book, the cup of 
tea with And last of 
ill. a girl must have some knowl- 


” 


a co-worker 
-dge of psychology and biology 
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Does it make sense to save | cent 


a day on office typewriters ? 


That’s all you save when you trade in at 10 years instead of 5, but 
consider these advantages of owning slick new Royal Standards! 


i your office typewriters are 5 years old, why 
save 1 cent a day by keeping them 10 years, 
when you can gain so many advantages by trading 
in at 5? 

Why not spend that 1 cent a day and get a return 
in boosted morale and better employe relations 
worth many times that amount? 


New, really modern Royal Standards will pro- 
duce more work faster. Your secretaries will in- 
crease their typing speed on clean, new, ahead- 
of-the-times Royal Standards. You'll have fewer 
service calls. And you'll get better-looking letters 
and memos, indicative of the pride you have in 
your own company. 


The new Royal Standard has many exclusive 
advanced features found on no other office machine 
today. In addition, it has all the famous improve- 
ments that have made Royal a 214-to-1 favorite 
among people who type. 

Your local Royal Representative will be glad to 
bring a new Royal Standard to your office and 
show you how the finest, most rugged typewriter 
ever built performs. 


He will also give you the detailed arithmetic on 
why you save only 1 cent a day by keeping your 
office machines 10 years instead of 5. Royal 
Typewriter Company, Inc., 2 Park Avenue, New 
York 16, New York. 


He’s listed in the 


CALL YOUR ROYAL REPRESENTATIVE } Classified 
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AROUND 1 


HE OFFICE 


GUY FERGASON 


WHERE AND HOW DO YOU RECRUIT? 


HERE is an element of busi- 
ness risk in the employment 
of any Ordinarily 
this employment risk is a calculated 


worker 


one and is assumed by most business 
executives along with other ordinary 
risks. However, there is 
one big difference—other types of 
business risks are carefully studied 
with an “eye” toward reducing the 
risk as far as it is possible. Expert 


business 


advice and 
so that every possible angle is sur- 
veyed and provided for. This is 
the mark of a sound business man 
The same reasoning which attends 
business risk does not 


service afte procured 


one type ot 
carry through to the analysis of the 
risk of human nature as it is ap- 
plied to work situations. In the 
field of employment (and selection) 
too much is taken for granted. For 
example, it is taken for granted that 
the employee will apply himself dili- 
gently to the tasks assigned him. In 
many cases it has been taken for 
granted that he possesses the neces- 
qualifications for doing the 
If there is a failure (and there 


Sary 
work 
are many of them) we erronec:'sly 
blame the failure on the “lack of 
qualified persons available for office 
work.” 


Selection 


The whole selection 
starts with recruitment and ends 
with the satisfactory adjustment of 
the employee to the atmosphere and 
which he will 


pre ceSS ¢{ yf 


environment under 


72 


work, This is not a guessing proc- 
ess, but a scientific process in which 
each step is calculated, planned and 
executed as part of a whole program. 
Selection starts with recruitment. 
Where do you obtain your appli- 
cants? How do you attract them? 
Why would an applicant want to 
work for you in preference to others ? 
What have you done to sell the 
advantages of employment offered by 
your firm? Are you overstaffed? 
These are a few pertinent questions 
which require some investigation 

The experiences in recruitment of 
personnel for industrial jobs during 
World War II are still fresh in 
our minds. The ingenuity of many 
persons was taxed in order to pro- 
cure personnel. A “source of sup- 
ply” that had been long standing 
helped many a firm. The basic ques- 
tions which anyone must ask and 
answer in determining his source of 
recruitment are: 


1. DoT have the time to properly in- 
terview and investigate all appli- 
cants? 

2. Do I have the facilities (and the 
knowledge) to properly screen the 
applicants ? 

It takes anywhere from forty-five 
minutes to several hours to inter- 
view an applicant and explore his 
possibilities—this diagnostic inter- 
view is important, as is the screen- 
ing reduces the 
chances of job failures. If manage- 
ment doesn’t have the time to spend 
in personally weeding out the appli- 


process which 


cants or in searching for the right 
applicant, it should be delegated to 
an expert whose principal activities 
are spent in searching for and find- 
ing qualified personnel. This is a 
specialized business service much 
like public accounting, management 
consulting, public relations coun- 
seling and other fields of specializa- 
tion. 


The Screening Process 


The screening process is essen- 
tially a means of determining the 
qualifications of the applicant as re- 
lated to either (1) the requirements 
of the specific job, or (2) the ex- 
pectations of the employer. Nos. 1 
and 2 should be synonymous, but 
unfortunately they are not always 
so. There are occasions where the 
employer’s expectations exceed the 
job’s requirements—such as _ the 
matter of education, for example. 
Categorically, some employers place 
the minimum educational level at a 
bachelor’s degree, whereas many of- 
fice jobs are best staffed by high 
school graduates. To screen an em- 
ployee means to determine his quali- 
fications, characteristics and _attri- 
butes and to compare them with those 
required for satisfactory perform- 
ance on the job—rejecting those 
employees who do not possess the 
necessary specifications 

The moral to this recitation as re- 
gards employee qualifications vs. job 
requirements humorously 
pointed out by the old and favorite 


can be 
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story of the railroad employee whose 
job it was to “tap the axles of the 
trains before they were dispatched 
on their runs.”’ For twenty-five years 
through winter and summer, rain 
and sunshine this faithful employee 
followed the instructions—before 
any train left the station or yard, 
he would carefully tap each axle 
bearing with his hammer. One day 
someone asked him why he did this, 
and he replied, “because that’s my 
job.” ‘‘Yes, but what are you look- 
ing for? Why do you tap the axles 
with a hammer? What do you ex- 
pect to find?,” asked his interro- 
gator. “Damned if I know. They 
never told me that and I have al 
ways been curious about that my- 
self.” 





Screening Devices 


To screen we must know what we 
are screening for. We must also 
know what to do about it when we 
find it. We must also be able to 
properly interpret and apply what 
we find. The most common screen- 
ing devices are: 

(1) The diagnostic interview. In 
the diagnostic interview the various 
questions are planned so as to en- 
courage the applicant to talk about 
his industrial experience, his edu- 
cation, his motivations, his view- 
points, and the personal aspects of 
his social and marital status. The 
diagnostic interview requires a min- 
imum of thirty minutes. It is the 
most common means of screening in 
use. 

(2) Aptitude testing. Less used, 
but increasing in popularity as a 
means of exploring the aptitude of 
an applicant for a specific type of 
work, is the testing technique. In 
this screening process, standardized 
tests are used for measuring the This desk pen has the fountain in the base 

various facets of temperament, the instead of the pen barrel. Pen instantly fills 

degree of mental versatility, the level itself every time you return it to the socket. 

of general intelligence, the extent Pen always ready to write—writes 300 words Only a few of the more 
of practical judgment, the amount or more without redipping. popular point styles shown. 
of acquired knowledge in a vocation, 
and the vocational preferences of an 


applicant. 

(3) Checking industrial, educational ® 
and personal references. It is obvi- 

ous that these factors should be 

checked. The manner of checking 


Ask your stationer for a demonstration 


(whether by writing, by personal call, , 

by telephone, personal letter, or form Desk Pen Sets TO SELECT OR REPLACE 

letter) will often affect the value of THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY ++» HERE'S ALL YOU DO 

the results of such checking proc- The Esterbrook Pen Company of Canada, Lid., 
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Go EAST... 


Wie ig 
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... and you will find 
our printing BEST! 
Want to know why? 


We specialize in printing for insurance com- 
panies. Our large plant in Danville and our 
new plant in Boston are designed and 
equipped to turn out forms quickly and 
economically. 

If you want your policies to be individual, 
distinctive, as well as easy to issue, let us 
show you what can be done with color, 
format and creative design. 


desired.) 
Why not get in touch with us now? 


Recording and Statistical 
Corporation 


100 Sixth Avenue, New York 13, N. Y¥ 
223 W. Jackson Boulevard, Chicago 6, II! 
PLANTS AT 


55 Old Colony Parkway 2815 N. Vermilion St. 
Boston 25, Mass Danville, ti! 
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Around the Office—Continued 


Regardless of the value at- 
tributed to the ref- 
erences, it is recommended that they 
be checked. 

Much is heard these days about 
“indoctrination.” We took the time 
to look up the meaning of the word. 
Webster’s Dictionz iry reports its 
meaning as the imbuing 
with learning, principles or 
trines. A is the belief or 
dogma of any . party. What we 
are getting at is that industry would 
be well advised to drop the use of 
the word “indoctrinate” in respect 
to its efforts to train and introduce 
the new worker. We associate a 
meaning to the word “‘indoctrinate” 
that implies a mental preparation 
for the acceptance of a doctrine 
Psychologists are often used to “pre- 
pare a person” for the acceptance of 
a set of principles, etc. In industry, 
indoctrination is nothing more than 
training and explanation. That being 
o, let’s not make the mistake of con- 
fusing the meaning—let’s call it in- 
troduction 

Introducing a new employee to 
his job, his new associates and the 
work is important. Remember the 
“good old days” (?) when an em- 


esses. 


verification of 


proce 5s of 
doc- 


doctrine 


ployee was given a desk, a chair, a 
supervisor and an assignment and 
from then on it was “sink or swim.” 
We have gone a long way in the 
right direction to correct the mis- 
taken idea that the law of the jungle 
is also the law of industrial rela- 
tions—the survival of the fittest. 
Introduction today means to (1) 
explain the work; (2) explain the 
rules and regulations; (3) explain 
the benefits provided by the 
pany ; (4) introduce the new worker 


(5) 


com- 


to his supervisor and associates ; 
explain what is expected of him ; and 
finally, (6) explain what he may ex- 
pect. Training is facilitated by the 
use of operating and procedure man- 
uals, and by providing an employees’ 
manual that explains the benefits, 
advantages and obligations of em- 
ployment with the specific company 
in question. 

There is always the tendency to 
“lecture” and “admonish” in arti- 
cles such as this. will to 
keep the presentation on a general 
plane of information and suggestion, 
we cannot resist the temptation to 


Try as we 


point out that many persons in man- 
agement fail to utilize the employ- 
ment interview and the introduc- 
tion procedure as a means of selling 
the idea that dependability (in re 
spect to punctuality, attendance, and 
work production) is a desirable qual- 
ity that pays off in the end. Why do 
we complicate business procedures 
by a lot of hocus-pocus when a 
straightforward statement 
and explanation at the time of em- 
ployment will do wonders in de- 
finitizing the new employees’ view- 
In order to intelligently 
one must first understand. 


simple 


points ? 
execute, 


Doctrine of Example 


We have always 
vocal exponent of the “doctrine of 
example.” By this we mean that 
employees invariably reflect the at- 
titude of management in regards 
to economies of operation, attention 
to business details and dependabil- 
ity of conduct. Actions of manage- 
ment speak louder than the words 
of management. These actions arise 
in many areas—for example, we 
had occasion to talk to an employee 
of a large company in an effort to 
try to find out “why the employee 
had merited management’s disfavor 
and criticism.” The employee’s re- 
ply to our interrogation ran some- 
thing like this—“Why should I beat 
my brains out when they (manage 
ment) don’t seem to care. I’ve made 
several suggestions for saving cleri- 
and I can’t even get 
them to sit down and hear me out. 
They're always ‘out’ whenever I 
have something to discuss—bla— 
bla—bla.” Management has the dif- 
ficult task of seeing that the super 
visors properly represent them in 
the day-to-day contacts with em- 
ployees. Someone must evidence an 
interest in and direction over the 
employee relations aspect of work 
production. 

Last in the over-all employment 
procedure is the follow-up interview. 
In small offices this interview is con- 
ducted by the owner-manager. In 
large offices which are departmental- 
ized, the follow-up interview is con- 
ducted by the employment and office 
manager or personnel director. The 
immediate supervisor should not 
conduct this interview because the 
new worker will not ordinarily speak 


been a very 


cal expense, 
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will to 


dissociated 


“to his boss” as he 


interested but 





as freely 
another 
manager. 


In sales management there is 
saying that the sale doesn’t end un- 
til the customer is satisfied. The 
sale follows the product or service 
to the customer. Employment as 
an activity and responsibility of 
management does not end with se- 
lection—it follows on through until 
the new worker is properly adjusted 
to his work and his supervisor’s sat- 
isfaction. 


Some large companies have for- 
malized this follow-up procedure by 








the establishment of a counseling 
service. All employees can talk with 
the counselor any time they choose; 


however, new employees are invited | 


for a counseling interview one month 
after employment and_ periodically 
thereafter until the counselor is sure 
that there are no resentments, un- 
answered questions or unsolved 
problems. No two companies are 
alike. No two offices have the same 
standards. There is always the pos 
sibility of personality clashes, and 
work misunderstandings. Why then, 
should there be such hesitancy in 
adopting the procedure of helping 
the new employee adjust to his new 
environment. 


Trained business psychologists 
know that many office employees are 
dissatisfied with their business situa- 
tions. They (the psychologists) also 
know that most employee failures 
could have been prevented at the 
employment office. In our opinion, 
even recognizing our obvious prej- 
udice for sound employment pro- 
cedures, “employment” is the most 
important responsibility of manage 
ment. Inefficiencies spring from the | 
inabilities of employees to meet the 
job’s requirements as regards their 
mental, emotional and physical qual 
fications. That is a back-handed 

ay of saying that if the employee 

emotionally, mentally and physi 
cally qualified to do the work; has 
an interest in the job; has sound 
supervision; and has good tools 
then efficiency takes care of itself. | 
In the final analysis, employment is 
the field of specialization in which 
one finds, screens and selects the 
proper person for each job so that| 
no controllable obstacles are placed | 
in the path of management | 











Cut clerical waste 
in all departments 


Hours of unneces pak yo ani proofreading can 
be eliminated — and se output ee by putting 


your photocopy machine to work on a company-wide basis. 


Remember, your machine 
is designed to serve all de- 
partments . . . to give you 
100% accurate copies of orig- 
inal documents of every type. 
And in 9 cases out of 10 it 
does the job at a fraction of 
the manual-transcription 
cost. Check your routines 
... your costs — and 
you'll see! 


For the best photocopies use 


Kodagraph Contact Paper 


This new paper is made by Kodak for 
use in all types of contact photocopiers. 
It reproduces all documents in dense 
photographic blacks, clean whites ...with 
new sparkle and legibility. And it’s easier, 
more economical to use—no more split- 
second timing or trial-and-error testing. 
Order it ... and see for yourself, 





[Xedagraph Gontac? Paper 


“THE BIG NEW PLUS” IN THE OFFICE COPY FIELD 
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Mail coupon EASTMAN KODAK COMPANY 
for Industrial Photographic Division 
free booklet Rochester 4, N. Y. 


Gentlemen: Please send me a copy of “Modern Drawing and Document Repro- 
duction”... your new, free booklet giving full details on Ki »dagraph Contact Paper. 
Name 

Department ____ 
Company __ 


Street 


City = .Zone —_ 
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ABSENTEEISM CONTROLS 


SOUND human relations pro 

F meni is a basic prerequisite to 
cutting absenteeism, according to 
many of the seventy-two companies 
control methods 
detail by the Na 
tional Industrial Conference Board 
“Even with ideal human relations 
at work,” the study out, 
“other agents take their toll. 


whose absentee 


were studied in 


points 
Long 
overtime hours, bonafide sickness, 
housing and transportation difficul 
ties—these are a few of the targets 
for constant vigilance and control 
There are means of curbing wilful 
and There 
are even ways to reduce excusable 


avoidable absenteeism. 


absenteeism. Sickness, for example, 
a valid excuse, can be lessened by 
alert 
supervisors who detect early signs 


effective health programs—by 


of strain among their workers.” 
The supervisor's influence is held 
to be paramount. Many firms have 
devised ways of making the super 
that the absenteeism 


visor realize 
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problem is one of his responsibili- 
ties. In large companies, especially, 
it is the supervisor who is the “big 
wheel” to the worker—the 
who can influence him toward better 
work and attendance habits. 
Improvement in job selection, in- 
duction and training are “funda- 
mental approaches” to reducing ab- 
“The worker who is 
happily placed and well adjusted will 


person 


senteeism. 





There should be at least 
one in every office! 


Typing shortcuts —time and trouble savers! 


This 


handy, 


pocket-size 24-page brochure is 


packed with practical suggestions, typing methods 


and 


tps 


shortcuts 


Whether you're an expert 


typist or a beginner, you'll find it mighty useful. 


Clip this to your letterhead giving the number 


of copies you can use and send to Smith-Corona 


Dealer or 
Directory). 


Offered you without cost or obligation 
by the makers of the — 


Smith- 
Corona 


OFFICE TYPEWRITER 


lhe new Smith-Corona is tomorrow's 
typewriter here today. For example 
This 
amazing feature takes the guesswork 


see Page Gage demonstrated. 
out of page-end typing. 
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Branch Office (See your Classified 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE I NY 
Canadian factory and offices, Toronto, Ontario. Makers 
also of famous Smith-Corona Portable Typewriters, Add- 
ing Machines, Vivid Duplicators, Ribbons and Carbons. 


not often be wilfully absent. He 
may, however, be stricken with sick 
ness and that is where preventive 
medicine and health 
may be helpful.” 
Some of the reasons for absentee 
ism reported to the 
tors within the company, economic 


maintenance 


3oard are fac 


conditions, irresponsibility, sickness 
and accidents. 

Award plans have been initiated 
reduce ab 
such 


by some companies to 


senteeism. In most plans, 
awards are based on no-absence pe 
riods. “Beyond this, details of the 
individual are extremely 


varied.”” Benefits credited to award 


plans 
plans include, “reduction of absen 
teeism to a limited extent; good as 
employee relations gestures, and re- 
wards to the faithful.”’” On the nega 
tive side of the awards ledger appear 
such comments as “they bring up 
problems of administration,” “the 
chronic absentees still stay away.” 
Others say that the benefits are too 
short-lived, that the employees are 
paid to be present anyway. Another 
objection is that award plans cause 
employees to work when they may 
aggravate their own illnesses or in- 
fect fellow employees. 
Miscellaneous supporting meas 
ures for controlling absenteeism 
were also reported. Among these 
were posters, disciplinary measures, 
group special help for 
rotation of shifts 
recreational activities 


incentives, 


ale yholics, and 


PENSION COSTS 


HE AVERAGE small employer 
pays a high percentage of the 


cost of pensions, according to a pre- 
liminary report on a survey of in- 
sured pension plans covering less 
than one hundred employees, which 
is being conducted by Charles D. 
Spencer & Associates, Inc., pension 
information specialists. Of the first 
94 plans analyzed, 53 provide that 
the emplover pay 100% of the cost, 
while the employer pays 80% of 
the cost of nine plans, and two-thirds 
of the cost of another nine plans 
50-50 cost 
basis, where the costs are quoted on 
a proportionate basis. The employer 
pays 85% of the cost under three 
plans, 65% on two, and one each is 


97%, 72%, 


Only one plan is on a 


on the following basis 
70% , 60% 
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More than 400 companies are using our endorsement and 
cancellation calculators. They will save time and money for you too! 


WHY NOT SEND FOR YOURS?—NOW! 


All Calco calculators feature: large, easily read 
type and figures; hairline accuracy; casualty fa-tors 
for all term rules; simplicity, ease and speed of 
operation; durable, washable construction. 


ONE and THREE YEAR 


Rie) adh , Lrilo . 
PRO and SHORT RATE TD Siapan 


Accurate to 1/10 of 1%. Plasticized base, plastic arm 


PRICE $3.50 


Actual Size—10'2" in diameter. 








DUPLEX 
ONE, THREE and FIVE YEAR 
PRO and SHORT RATE, PLUS MULTIPLICATION 
SCALES 





Accurate to 1/10 of 1%. Plastic construction 


PRICE $8.00 


Actual Size—10%" in diameter. 


ORDER BLANK 
CALCO PRODUCTS, Inc. 
829 Fed. Reserve Bank Bidg. = . , 
. We invite comparison with any other calculator and 
Cincinnati 2, Ohio: will gladly ship for your inspection 
Enclosed is $ : 
DUPLEX * ee oe aiculators: 1, Tes 
Pro and z. Multiplicetion yt an NAME 
@ $8.00 each 
GRAPHIC ‘‘wheel type’ Calculators: 1 & 3 yr. 
Pro and Short Rate, Plastic coated base, plastic 
orm ® $3.50 each 
...AUTO-RULE “wheel type’ Calculators: ADDRESS 
Pro and Short Rate 5 inch Cardboard, plostic 
® $1.00 each 
@ $3.00 each 
CITY 
@ $4.00 each 
woamayiens A A vest ket slide rule for 
estimating present day building costs ......... @® $2.00 each 
(Ohio residents please add 3% Sales Tax) STATE ATT'N MR 
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INCENTIVE BONUS PLAN 


WILLIAM R. PHELAN, Controller, 
United States Fidelity and Guaranty Company 


HESE days many companies are faced with 

problems of serious personnel shortages and the 

necessity of achieving increased production effi- 
ciency and reduction of operating costs. For certain 
operations an answer may be found in the adoption of 
incentive production bonus plans. Carefully drawn and 
administered these plans increase efficiency of operation 
and spur greater production at a reduced overall cost 
per unit involved. Use of such bonus plans are op- 
posed by certain labor groups but others foreseeing 
the benefit to employe as well as employer have co- 
operated in the installation and operation of plans within 
their jurisdiction. 

To succeed, any plan must have a wholehearted 
backing by management; a sound educational program 
for the employes concerning the operation and scope 
of the plan; and the plan must be administered soundly 
and fairly. With this three point program, objections 
to incentive production bonus plans are overcome and 
kept at a minimum. 

During the years immediately following World War 
II it was my privilege to work with three incentive 
production bonus plans, each of which achieved fairly 
the purpose for which it was installed. One in the cotton 
textile field increased production of a then scarce article 
by over forty-five per cent at an overall cost reduction 
of a cent per unit. The other plans were in the insurance 
field and involved typing and card punching operations. 

In the typing operation the plan was installed to aid 
preduction in a large department which typed insurance 
policies and invoices covering such policies. The depart- 
ment at the time numbered eighty-three in personnel. 
Despite continued overtime and holiday work, some 
difficulty was encountered in keeping work output in a 
near current status. Within a year after the bonus plan 
was installed, work was on a current basis, personnel 
had been reduced to sixty-five through transfers to other 
units, and overtime or holiday work was no longer 
necessary. 

The plan was extended later with equally desirable 
results to include a central stenographic department. 
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lime studies established the standards and all type- 
writers were equipped with cyclometers to measure out- 
put of operators. Employes remaining in these depart- 
ments were most satisfied to operate under the bonus 
plan, and the personnel department had many requests 
for transfer into these departments. 

Installation of a bonus plan enabled the IBM card 
punching division to absorb the additional work load 
of several million dollars increase in business. Bonus 
earnings of operators under the plan range from $1 to 
$28 weekly. It is the installation of this latter plan that 
is set out in detail. 

Initially, the departmental supervisors were given a 
briefing as to what detail would be necessary to operate 
the plan as well as the benefits which would accrue to 
them. Quality would not suffer, it was pointed out, as 
a part of the formula introduces either a time or mone- 
tary penalty for rejected work. Operating costs, although 
increased in total, actually, through greater efficiency 
and production, are reduced when viewed from a cost 
of handling per unit. Lastly, it was pointed out that 
although certain details of record keeping by supervisors, 
was required they would find that the operators would 
require less supervisory attention thus compensating for 
the time necessary for the record keeping. 

Following the meeting with the departmental super- 
visors, a short session was held with the employes of the 
unit who would operate under the plan. The general 
workings of the plan as well as the necessary preliminary 
work was outlined and their cooperation sought. The 
benefits to them were pointed out as well as assurances 
given to allay objections. They would not be “driven” 
to increased output. Each operator would pace herself. 
However the opportunity to earn extra money in relation 
to output was there for those who tried. Through this 
medium greater diligence and industry would be com- 
pensated. This plan and its earnings would be inde- 
pendent of the regular salary program and would not 
interfere with normal salary increase. Also, it was 
pointed out that the standards once established would 
not be changed downward. When an operation changed, 
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then a new standard would be computed, but the mere 
fact that operators were earning good bonus amounts 
would not call for downward revision. 

After the orientation talks were concluded, a study 
of the various cards punched and the fields utilized were 
made and decision reached that all the punching could be 
set up into twenty-two groupings, for each of which 
a standard established by time studies would be required. 

Clock watch studies were conducted over a reasonable 
period of time. Timings were taken for each grouping 
or card type of several operators and at different times 
of the work day, so that the standard or time allowance 
per card would be fair to both operator and company. 
The technique followed discounts both a deliberate show- 
down as well as extraordinary punching dexterity :+a 
refreshed as well as a fatigued operator. 

While the time allowances were in process of estab- 
lishment, forms were drawn up to administer the plan. 
One small form was to be used by an operator to record 
type and number of cards punched. Two forms for the 
supervisor's use; One to record operator’s time as to 
work time, other work, absent minutes and free minutes, 
and the other (Form AA188) to recapitulate time and 
units per operator. Extensions on this latter form were 
completed by the payroll department 


Efficiency Rate 


Form AA188 is the bonus work sheet and one per 
operator is prepared weekly. Daily, the supervisor 
posts the units by type of card. Operators by use of a 
ruler not the count on a form work bundle. 
These units are multiplied by the time allowance to 
obtain the total allowed time. The breakdown of time 
also is posted into the proper categories of work period 
(actual minutes in the work week), other work, absent 
minutes and free minutes. Subtracting these last three 
from the first gives the time on bonus. The allowed 
time is then divided by the bonus time to obtain a 
percentage to which is added a free aliowance for per- 
sum is considered the 


one per 


sonal time-outs. The resultant 
operators efficiency rate. 

In the planning it was determined arbitrarily that an 
efficiency percentage of would be considered 
as par. Any percentage in excess of that would be the 
bonus per cent on which the operator could earn extra 
money, This amount is computed by multiplying the 
product of the bonus per cent and the bonus time by 
the base rate. 

If there are to be any cash deductions for errors (not 
to exceed the amount of the bonus) such deductions are 
made at this point. The net bonus amount thus derived 
is ready for payment. In the matter of correction for 
errors, the most feasible solution is the repunching of 
cards, which cards are not credited to the work count. 
The correction then is actually a time penalty. In the 
particular installation of which I write, key punching 
operations used the time penalty, while a penalty of 
twenty-five cents per error was applied to the verifying 
operations. 

In summation, incentive production bonus plans are 
applicable to a wide variety of operations in many 
industries. They have helped others perhaps one could 


help you. 
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COPYFLEX Saves 


Leading Insurance Firm 
ben a Year! 


COPYING APPLICATIONS for just one type of insurance 
used to cost one of the nation’s biggest insurance compa- 
nies 5¢ a copy. With applications pouring in at the rate of 
50,000 weekly, the copying bill totaled $130,000 a year. 


NOW Bruning Copyflex machines turn out ready-to-use, 
error-free copies of applications in seconds. And they do it 
for less than 2¢ a copy — 60% less than the cost of photo 
copies. Savings? $2,000 a week... more than $100,000 
a year! 


COPYFLEX saves on many other kinds of insurance paper 
work, too. It gives you direct, black-and-white diazotype 
copies up to 42 in. wide in any length. Copies anything 
written, drawn, typed, printed on ordinary translucent 
paper for less than 2¢ per sq. ft. for all costs; also copies 
opaque originals, using Bruning’s exclusive Reflex Film. 
NO expensive ventilation system, plumbing, messy inks 
or stencils are required. Anyone can operate a Copyflex 
after a 5-minute explanation. Send coupon today for free 
booklet on how Copyflex can stop errors, save time and 
money in handling insurance paperwork. 


C717 TTS 


*Name on request 


3.5 
Pa —— = CHARLES BRUNING COMPANY, INC.°————- 
4700 Montrose Avenue, Chicago 41, Illinois 
C) Send me free booklet on how Copyflex speeds 
insurance paperwork. 
C] Show me how Copyflex can speed insvrance 
paperwork. 
Name. . 
Company . 
Street . 
City ree : 
Sivtarienncunentiial in Principal Cities. ame ame cme ae me ome 





FREE BOOKLET 


| CASH CHECKS SAFELY 


‘ae wlieana** Sine | HE painstaking criminal efforts Si g 

today — use business of even the most adept check ald and eal 

letterhead, please = . 
artists—forgers and counterfeiters of Quality 
can be defeated by following ten 


steps according to George W. Adlam, 
chief investigator for the Todd Com- EVEN AFTER A YEAR OF HARD USE 


pany, Rochester, N. Y., manufac- TRIPLTOPS 
turer of. checks, checkwriters, and by F. E. Bee 

J eo 
check-signers WILL BE THE BEST FOLDERS IN YOUR FILE 


Here are his ten suggestions for 
lfoiling passers of phony checks: Write for Sample 
1. Don't let a check-passer hurry 
you while you are examining his FILING EQUIPMENT BUREAU 
check Kemember, It 1s your 27 Melcher Street, Boston 10, Mass 


NEW YORK fot let tere) 














money that will be paid out 
Don't cash a check for a stranger 
unless he has positive identifica LOOK FOR CHARACTER 
tion. Kemember, social security 

cards and auto licenses can be KATHRYN McELROY 


McElroy Insur a 
easily forged or stolen—an easy ee re 


trick for a check artist a] 
2 ‘ HESE trying times take considet 
Help Sentence 3. Don’t cash checks signed with a ; sebiS fees : 
A able team work on the part of 
You Write with rubber stamp or written in pen- 
y cil, or checks that show any sign 
of alteration of date, payee 





all personnel in the office, each job 
being important, with each one de 
pending on the other 

Our boss tells us that for a long 
time he tried to employ girls with as 


name, amount, or anything else. 
If vou cash a raised check, the 


only amount you can_ possibly z 
. much experience in the insurance 


recover is that for which it was 


. rd / business as possible, but now when 
‘ . rig , The differ- : . 
a UY Ut originall na sai ie difte he needs help, he seeks girls with 
/ CUCE 35. YOUr ss. character, for he feels the experience 
Don’t cash a check out of busi- Hc . , ies ie 
\ will come if we work, and girls with 


°S Irs Sunday, with- i 
ness hours or on y, character will do a more efficient 


| | out rigid investigation. Beware is : 
: ; ; job. This, of course, has made our 
WATERMARKED of out-of-town checks, unless you ; 
: + sit ego go up and we work to try to 
are certain of the presenter’s me a 
wate nee. justify his faith in us, and working 


y F . ck’s validity 
P a pa ae yt \ a scmatieer qe com de this 
: Ts) asl a ‘our “hecks 
Fox R iVE R ont cash Dank coumter < ! One very valuable article in our 
SS VOU ; sitive as : . ‘ ais 
unle S you are posi ive as to Oe ties ic tie Onde Bank This book 

identity and character of the 

COTTON-FIBER BOND, ONION SKIN, LEDGER 

presenter And, although a 
lla ' check appears to be a bank 


cashier's or certified check, be 


is kept on the new-business desk, 
and all orders, whether they be for 





a policy or endorsement, are written 
in that book immediately. By doing 
this, the entire office force knows 
what has to be done, and should a 
clerk be away from the office, the 
work can be kept up to date. Should 
the order be for a new policy, the 
name of the company in which the 





Think of the times you've criticized your just as careful about cashing it 
own dictation changed a phrase here, | as vou would about personal 
a word there . . . maybe discarded the hearts 

entire letter and started over again Saag mgs ‘ 
Yes, every business man knows the pow- | Don't cash checks tor juveniles. 
er of mail — wants his letters right! They are not legally responsible 
The clear, white surface of cotton-fiber and often they are runners for 
paper by Fox RIVER is an important ‘ 
part of the pay-off in any program of ‘ : 
better business correspondence. In rela- . If a check is presented with an 
tion to total letter expense, even our endorsement already written, re 
finest grade— 100% cotton-fiber—adds ; 
but trifling cost, but commands the at- 
tention of a new, crisp dollar bill. Prove it in your presence. 
it with your printer . . . ask for Fox | If 
RIVER samples and quotation today ; 
Fox River PAPER Corp., 2925 South “ > 
Appleton Street, Appleton, Wisconsin a check for considerably more 


fn than the amount of the purchase. 
Be sure the check is the check 


gangs of check crooks policy is to be written is shown beside 


the order. In this way we have less 
chance of lost orders 

quest the presenter to re-endorse We have found that by having 
bulletins mimeographed to be at- 
you are a merchant, be €x- gached to our letters, especially re 
newal letters, we can better advise 
our insured of any new coverages 
or changes in which we think he 
might be interested. We found this 
to be particularly good on the addi 


tremely cautious about cashing 


Look through the paper --- 


see the > 
d . the bank shown is an actual 
Fox RiVer .~ 


EN / 
- ' 
\ . bank 
/ 
NAME OF aah : ? J 41S Don’t accept a bankbook as 
WATERMARKED IN EVERY SHEE ‘ . - ’ From “The Last Wor , m 
*\ W identification. Phone the bank! mene Mutual Conaher a, Published by Lumber 


of an existing concern, and that 


tional extended coverage endorse 
ment to fire and EC policies 





t Current literature and Prices | en - of the following products and services may be hed without * 
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FILING CABINETS 
|. Card File 
2. Fibre Board 
. Insulated 
. Metal 
. Micro 
. Portable 
. Rotary 
. Stencil 
. Tabulating Card 
. Visible 
. Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billin 
17. Bookkeeping 
18. Calculating 
109. he ae 


19. Tabulating 
MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 





To BEST'S INSURANCE NEWS 


Please forward complete information 


Please forward complete information 
and prices on the items checked. 


Firm Name ___-_.- 
Attention of 
ee 

Firm Address _....-.--- 
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MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 
44. Desk Trays 
45. Drawer Trays 
46. Moisteners 
47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 

. Air Conditioners 

. Bookcases 

. Cabinets 

. Chairs 

. Costumers 

. Desks 

. Fluorescent Lighting 

. Incandescent Lighting 

. Matched Suites 

. Safes 

. Stands, Typewriter 
Stools 

. Tables 

. Wardrobes 


. Card Index 

. Duplicator 

. Envelopes 

. Labels 

. Letterhead 

. Policy 

. Ledger 

. Photocopying 

. Thin (Copy) 

. Visual Policy Jackets 


rs. We will also obtain any available information on items not listed. 


SUPPLIES, GENERAL 


68. 
69. 
71. 
72. 
73. 
75. 
76. 
77. 
81. 


Business Forms 
Duplicating Supplies 
Erasers (Specialized) 
Loose Leaf Systems 
Marking Devices 
Paper Perforators 
Pens 

Pencils 

Staple Removers 


SUPPLIES, TYPEWRITER 


83. 
85. 
86. 
87. 
88. 


Copyholders 
Justifier 

Line Indicator 
Pads 

Ribbons & Carbons 


TELEPHONE ACCESSORIES 


90. 
91. 
92. 
94. 
95. 


LOSS 


140. 
97. 
63. 
98. 

112. 

107. 

138. 

128. 

125. 

141. 


Cord Cover 
Holder 
Index 
Silencer 
Stands 


PREVENTION 
Burglary Alarms 

Fire Extinguishers 
Fire Protection Service 
First Aid Kits 

Floor Polish (Non-Slip) 
Recording Door Lock 
Safety Equipment 
Salvage Services 
Truck Alarm Systems 
Watchman's Clocks 


SERVICES 


62. 
127. 
64. 
115. 
65. 
66. 


Accounting System 
Filing Systems 
Office Planning 
Photocopying 
Record System 
Sales Incentives 


MISCELLANEOUS 


131. 
132. 
116. 
103. 
130. 
117. 
104. 

99. 
114. 
100. 
126. 
101. 


Accident Diagramming 
Advertising Blotters 
Advertising Specialties 
Birthday Cards 
Building Evaluation 
Display Material 
Greeting Cards 
Leather Goods 

Policy Wallets 
Promotional Gifts 
Endorse & Cancel Calculators 
Silencer for Dictating 
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TRAINING YOUNG DRIVERS 


REVOLUTIONARY new training 
PO soe that provides “behind 
the-wheel” driving experience in the 
for fifteen 
introduced in the 
school system. De 
Etna Casualty and 
the 
is being loaned to the New 


lassroon students at a 


time has been 
New York City 
veloped by the 
Surety Drivotrainer 


York 


board of education for experimental 


Company, 


use in a cooperative effort to pioneer 
4 more economical and safer way 
to teach ‘teenagers how to drive 

Withits fifteen A2tnacars, equipped 
with all driving controls found on 
standard automobiles, the installa 
tion completely fills a large 
room in the Brooklyn school, where, 
without risk to themselves or others, 
students get their driving 
by learning to “drive” on the motion 
picture shown on a 
movie screen at the front of the class 
room. In addition to students from 
\utomotive Trades school, 
pupils from other city high schools 
will receive instruction 


class 


lessons 


“highways” 


high 


Successful use of the Drivotrainer 
in the New York City schools, where 
less than one per cent of the eligible 
students now “behind 
the-wheel” training, may lead to its 


receive vital 


adoption by other school systems 
throughout the nation. By training 
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fifteen students under the guidance 
of one instructor, it not only in 
creases the number that can receive 
behind-the-wheel” training but 
makes possible large scale savings in 
per pupil costs. 

\ series of twenty-two films es 
pecially produced constitutes the 
first complete driver education 
course ever prepared on film to be 
centered around “behind-the-wheel” 
The films 
the recognition and use of 
instruments and controls; starting 
and stopping techniques, involving 
coordination of brake, 
clutch and accelerator; steering on 


training in the classroom 
cove! 


the smooth 
turning 


corners and driving in the prope 
lane ; 


curves and winding roads; 
following the car ahead; and 
recognition and 
observance of traffic lights and road 


signaling and the 


signs 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


SS FIFTH AVE., NEW YORK 











More complex driving situations 
are covered in the later films, which 
take in around on 
wide and narrow streets and by us 


turning the car 


ing a driveway; driving on hills, 
including parking uphill and down 
hill, starting, “pumping” the 


brake on steep down grades ; 


and 
diag 
mal and parallel parking, driving 
back 


meeting highway emergencies ; 


in light and heavy city traffic ; 
ing ; 
and passing, including the selection 
of conditions that make it sate to 
pass 

Not do the films provide 
instruction in the operation of the 
the varied traffic epi- 
but they stress throughout 
the development of the proper atti 
tudes that make for safe and courte 


only 


controls in 


us driving 
Che 


ninute 


film is a grueling 25 
test including 
variety of traffic situations that 
York school authorities believe 

is unmatched by other driving 
ests throughout the country. Tak 
each of 
the first twenty-one films, the road 


final 
road such a 
vide 


New 


ing in major points from 
test is made up of traffic sequences 
phase of 
both 


suburban roads, even in 


covering nearly every 


motor vehicle operation on 
city and 


cluding highway emergencies 

















; ict ‘Yy my, 4 rd 
ANNUAL STATEMENT 


DECEMBER 31, 1952 


ASSETS 
United States Government Bonds . . . . . . . $23,515,935 
Pk a a ee: nr oe 3 hate 1,060,582 
Preferred and Guaranteed Stocks. . . . . . 3,579,245 
Ne” ee ne ae a ee ee el 
Cash . oF mans bw 4% ee eer ee 





Premiums not over 90 daysdue . . . . . . . «~~ 1,093,897 


Other Assets Pa as oe ip. Ee 1,363,097 


Porat ADMITTED ASSETS $48,207,450 


LIABILITIES AND SURPLUS TO POLICYHOLDERS 
Unearned Premiums... 5 a $11,760,110 
Outstanding Losses and Claims asa : 6,238,614 
Taxes and Expenses ; ee a 1,668,109 
Funds Held under Reinsurance Treaties. 2. 2. 2... 1,771,895 
Non- Admitted Reinsurance Ce a ab ee? ch 1,100,566 

Porar LiapiLities 0 sa lee pL atl op, 
Capital Stock ee Ste ee ee $ 2,000,000 


Surplus. wi Fae! saheel. 17,914,120 





Unrealized Appreciation of Investments 5 het 5,754,036 
SURPLUS TO POLICYHOLDERS . . . . . $25,668,156 


foray. : R $48,207,450 





Tavestments carried at $1,453,411 are deposited with government authorities as required by law 


DIRECTORS 
1953 

HENDON CHUBB, Chubb & Son EMORY 8S. LAND, President, 
A. M. ANDERSON, Chairman of Executive Committee, ir Trenepet Asssstation of Ameritas 

J. P. Morgan & Co. Incorporated NATHAN MOBLEY, Chubb & Son 
CURTIS E. CALDER, Chairman of Executive Committee, JUNIUS L. POWELL, Chubb & Son 

El > Bond and Share Co 
eee ee REEVE SCHLEY, Chairman of Board, Howe Sound Company 
PERCY CHUBB 2nd, Chubb & Son 
CARROL M. SHANAS, President, 


CLINTON H. CRANE, Chairman of Board, The Prudential Insurance Company of America 
St. Joseph Lead Company 
JOHN T. JONES ARCHIE M. STEVENSON, Bigham, Fnglar, Jones & Houston 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers 





Fidelity . Surety . Casualty 


Aviation Insurance through Associated Aviation Underwriters 



































Fifty --Second 
ANNUAL STATEMENT 


DECEMBER 31, 1952 


ASSETS 
United States Government Bonds . . . . . . . $24,667,626 
All Other Bonds <i. * 3 4 «6 2 = Ce 
Preferred and Guaranteed Stocks ae a a oe ee. ll. 
Common Stocks . ti. & « +» Se 
Capital Stock of Vigilant Insurance Company . . . . 5,472,921 
Cash te es 
Premiums not over 90 days due ay eS ae ee a. 2,043,136 
Other Assets yi a a aS 


Tora. ApMirrep Assets , Vp ye $68,470,395 


LIABILITIES AND SURPLUS POLICYHOLDERS 
Unearned Premiums ; ‘ $18,582,670 
Outstanding Losses and Claims Sc et. a ee 
Dividend Payable eee ee 360,000 
Taxes and Expenses ’ o « » « See 
Funds Held under Reinsurance Treaties. 2. . 2... 906,127 


Non-Admitted Reinsvrance | ee ee 2,486,923 


Toray LiaBiLities <a oo a eet. 
Capital Stock . : en ie ee ee 
Surplus bytes cask” sc b> acs 


Unrealized Appreciation of Investments. . . . . . 8,914,686 
Surpcus To Poticynotpers . . . . . . $34,284,208 
Porat re scl s ve 6 <a 


Investments carried at $2,719,711 are deposited with government authorities a6 required by law, 


DIRECTORS 
1953 


HENDON CHUBB, Chubb & Son ALEXANDER C. NAGLE, President, 
7 i ] ‘a of the C New York 
HAWLEY T. CHESTER. Chubb & Son The First National Bank of the City of New Y 
P, SONS, © + 
PERCY CHUBB 2nd, Chubb & Son he orn Gen eae 
. ‘ i . ‘ HOWARD C. SHEPERD, Chairman of Board, 
LEWIS A. LAPHAM, Executive Vice-President, Grace Line The National City Benk of New York 


(effective July 1, 1953) 


ANDON ORN 
EDMOND J. MORAN, President, ame 


Moran Towing & Transportation Co., Inc. HAROLD T. WHITE, White, Weld & Co. 


FEDERAL INSURANCE COMPANY 


CHUBB & SON, Managers 
Ocean and Inland Marine . Transportation . Fire and Automobile 


Aviation Insurance through Associated Aviation Underwriters 



































Pacific Indemnity Company 


WILLIAM F. GAYNOR, President 


FINANCIAL STATEMENT DECEMBER 31, 1952 


ASSETS: 


Cash in Banks and Office $ 5,536,064.35 
Bonds: 

United States Government $21,828,024.03 

Canadian Government 92,000.06 

State, County and Municipal 1,044,857.73 


22,964,881.76 
Stocks 
Public Utilities Preferred $ 3,803,637.00 
Public Utilities Common 1,803,130.00 
Banks & Trust Co. Common 551,685.00 
Industrial & Misc. Preferred 2,087,968.00 
Industrial & Misc. Common 3,153,595.00 


1 1,400,015.00 
Premiums in Course of Collection (Not overdue) 4,615,753.30 
Due from Reinsuring Companies 151,961.64 
Interest Accrued 134,155.88 


TOTAL ADMITTED ASSETS $44,802,831.93 


LIABILITIES: 


Reserve for Losses and Loss Expense $20,505, 109.00 
Reserve for Unearned Premiums 10,971,025.61 
Reserve for Taxes 864,096.00 
Reserve for Policyholders’ Dividends 190,826.51 
Reserve for Stockholders’ Dividends 112,500.00 
Other Liabilities 138,665.04 


Total Liabilities, except Capital $32,782,222.16 
Capital $ 1,500,000.00 
Surplus 10,520,609.77 





Surplus to Policyholders 12,020,609.77 


TOTAL LIABILITIES $44 802,831.93 


Bonds in the amount of $7,962,218.48 amortized value are deposited as required by law. 


Bonds and stocks owned are valued in accordance with the requirements of the National Association of Insurance 
Commissioners. 


On the basis of December 31, 1952 market quotations for all securities, total admitted ¢..ets would be $44,616,737.90 
and surplus to policyholders would be $11,834,515.74. 


SWETT & CRAWFORD 


UNDERWRITING MANAGERS 


LOS ANGELES SEATTLE SPOKANE PORTLAND - PHOENIX OAKLAND SAN FRANCISCO 
3450 Wilshire Henry Lincoln Yeon Luhrs Central Bank 100 Sansome 
Boulevard Building Savings Bldg. Building Building Building Street 
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THE ART 


SALESMANSHIP 


N SEEKING to find the cause 

of at least some of the criticism 

levied against the insurance busi- 
ness, one answer presents itself that 
may expliin some of our failure to 
hold the public respect. It is simply 
this—this insurance business needs 
better selling. We need a re-birth of 
the “Art of Salesmanship.”’ 


1 Could be Sold 


To illustrate a point, let me relate 
an incident that occurred recently 
an incident that concerns itself not 
with insurance but with encyclo 
pedias. As the result of an appoint- 
ment made earlier in the day, I was 
visited by a salesman for one of the 
leading encyclopedia publishers. Al- 
though rather indifferent to the 
whole idea, since the appointment 
had been made, I agreed to hear out 
the sales talk and, as we exchanged 
introductions, | was completely un 
biased. | was there to be suld and 
had no mental reservations one way 
other if the 
convincing, 

The sales presentation was fair. 
It was a talk that had every appear- 
ance of being memorized but it cov 
ered the subject matter and could 
How 


or the salesman was 


not be criticized too severely 
ever, after it was finished I still had 
a few questions. 
No mention had 
cost or comparative prices and so 
“Just how 
and how 


been made of 
my first question was 
much this set 
does it compare in price with other 
sets on the market?” 

The reply flabbergasted me 
“Well, to tell the truth,” rephed the 
“all encyclopedias are 
the They all 


does cost 


salesman, 


pretty much same, 
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JOHN F. HYDE 
Special Agent 
Hartford Fire Insurance Co. 


cover the same subjects, they all 
have approximately the same num 
ber of words, and as far as price 1s 
concerned there is little difference. 
The price of our volume is deter- 
mined by operating expenses, sales 
commissions, taxes, and other pretty 
stable factors and all companies offer 
about the same thing on a dollar 
and cents basis.” 

It took me a moment to catch my 
breath, but my fascination with his 
reply prompted me to continue. 
“Well,” I said, “to be perfectly 
frank, I have an acquaintance who 
sells books for a competitor of yours 
and I would like to give him the 
order if I should decide to buy. | 
have purchased some books from 
him in the past and as far as I know 
his encyclopedia is about the same 


as yours.” 

“Yes,” replied the salesman, “I 
know you have done business with 
that company and that is one of the 
reasons I called on you. I have 
never had any of your business and 
I would like to handle some of it 
for you if possible. Of course, | 
don’t want to appear greedy, nor 
do I want to take the entire order 
away from your acquaintance. I 
would be perfectly willing to take 
care of only a portion of it. Since 
not much difference any 
why don’t you split the order 
hetween us? I could sell you vol 
umes 4 through M and your friend 
could sell you the volumes covering 
letters N through Z.” 

Does that sound ridiculous? Re 
read, if you will, the preceding para- 


there is 
way 


graphs, but instead of an encyclo- 
salesman imagine that the 
attention is an insurance 


pedia 
center of 
agent, and that instead of selling a 
set of encyclopedias, the salesman 1s 
attempting to sell an insurance pol- 
icy. Now does the incident sound 
more true to life? I hope the ma- 
jority of readers can answer “No,” 
but based on what I have witnessed 
on a number of occasions I am afraid 
that there will 
have to plead guilty 


will be many who 


Selling Half the Line 


How many times have we stated 
to a prospect that all insurance is 
pretty much the same as far as cov 
erage and cost are concerned, and 
that since it is, he might just as well 
spread his business among several 
agents! How often do we neglect 
to mention to the prospect that per 
haps we could effect better coverage 
or offer better service than the pres 
ent agent? And, when price is an 
object, do we emphasize the fact that 
there might be some advantage to 
buying the more expensive article? 
Or do we offer nothing to the pros 
pect that he does not already have, 
simply expressing a desire to share 
in the line? 

Is it small wonder that we hear 
criticism of our business? I think 
I shall always remember a story told 
to me by a very successful former 
field representative of our company 
He had been called in by one of his 
agents to assist in the solicitation of 
business interruption insurance for 
a large account, one on which the 
soliciting agent already shared in the 
property damage line. 


(Continued on the next page) 





GOOD POLICY 


... to anticipate your clients’ 
needs: New car, increased in- 
ventory, plant expansion, 
appreciation of values, new 
construction, ete. Maintain 
contacts; develop friendly 
news-sources; watch local 
newspapers. 

One of a series of Helpful Hints 


from Successful Agents. Watch 
this column for more. 


and it's a 


GOOD POLICY 
that bears this seal 


a progressive, agency-minded 
Company of unquestioned fi- 
nancial stability, nationally- 
known for prompt, capable, 
friendly service. 


PACIFI€ 
NATIONAL 


FIRE INSURANCE 
COMPANY 


SAN FRAN 


MEW Y 


Salesmanship—Continued 


While driving to the prospect’s 
office, the agent made a statement 
that went something like this: “You 
know, there is a lot of competition 
for this account and we are by no 
means the first ones to solicit busi- 
ness interruption insurance. | cer- 
tainly do not want to hurt my posi- 
tion by asking for the entire line so 
I think we had better go easy in our 
presentation. It would probably be 
best if we asked for only half the line 
and let some other agent have an 
opportunity to write the remainder.” 

As he recalled his reply, my nar- 
rator smiled. “Sell half the line,” he 
said, “how do you sell half a line? 
Either we have something worth 
selling and worth buying or we 
don’t. If we do, why would our 
prospect buy only half of his needs 
from us? And if we don't, if some- 
body else can offer something better, 
how can we hope, or even honestly 
attempt, to sell anything?” 


Stumbling Blocks 


Chere was a time when the insur- 
ance agent was the butt of many 
jokes and stories dealing with the 
persistence of salesmen and so-called 
high-pressure selling techniques. 
Some may argue that the demise of 
this type of selling is a tribute to the 
industry and indicates the degree to 
which the insurance agent has raised 
himself to a professional level. 

Perhaps it is, but I think equal 
consideration should be given to the 
premise that the lack of such a repu- 
tation may indicate the degree to 
which a certain sales apathy—or 
sales carelessness—has crept into 
our business. 

Good selling should begin at the 
grass roots. It must be founded on 
a thorough knowledge of the busi- 
ness. Complete command of the 
subject is a basic necessity, other- 
wise the first argument put up by 
the prospect may find you without 
an answer—and without a_ sale. 
“Two words,” said a successful in- 
surance Jesman recently, “can be 
stumbling blocks in the production 
of business. They are ‘No’ and 
‘Why.’ Yet they comprise the great 
challenge and the very reason for 
the existence of agents. If they were 
not asked by the insuring public 
and adequately answered by the 


agent, there would be no need for 
agents, and companies could pro- 
duce their business direct.” 

With a competent understanding 
of the subject of insurance to start 
with, numerous tried and successful 
approaches to selling are available. 
The survey and analysis form is one 
of the best such methods. In selling 
an account by this method the in- 
sured receives an actual benefit from 
an agent’s service and not only does 
the agent have the satisfaction of 
a “job well done” but he also pro- 
tects his accounts very effectively 
from competition 

In selling an account by this 
method an agent must, of necessity, 
learn just about everything there is 
to know about his prospect’s busi- 
ness and he is thus in an excellent 
position to determine exposures and 
insurance requirements. 

Survey and analysis binders and 
machinery inventory books will as- 
sist in making a professional presen- 
tation and your fieldman is always 
at your service to aid in making sug- 
gestions and: recommendations. 

This method of selling an entire 
account also offers the added advan- 
tage of opening the door for solici- 
tation of lines that are not yet widely 
sold—such as business interruption, 
commercial marine, etc. What bet- 
ter way to present these coverages 
to an insured than in recommenda- 
tions incorporated in an account sur- 
vey’ 


An Open Door 


An approach such as this opens 
the door to the entire account be- 
cause of the service performed and 
in so doing establishes lasting rela- 
tionships. 

And finally, a planned program is 
most important—one which will 
bring release from office detail and 
provide a given number of hours of 
each day for the sole purpose of 
“meeting the people” and developing 
new business 

These fundamentals together with 
a basic knowledge of persuasive psy- 
chology may well carry us along the 
road to a re-birth of salesmanship in 
our business—and a greater satis- 
faction (as well as reward) by rea- 
son of the more complete services 
rendered 


Reprinted from the Hartford Fire Insurance 
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CUCKOO/ THAT'S WHAT PEOPLE 
ARE WHO CARELESSLY DUMP LIGHTED 


= . \CIGARETTES INTO WASTE BASKETS. 





Fire strikes almost 1,000 American homes every day. Want to guess what causes 
1 ont of 3 of these fires? The answer is careless smoking habits. A smoldering 
cigarette can destroy your home. Keep plenty of ash trays handy—and use them. 


When you empty ash trays, be sure every cigarette butt is out. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. Y. 
ote tie HARTFORD, CONNECTICUT 


fy Standard 
protection 
‘ <4 








This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS ond WORLD REPORT. Clinton L. Allen, President 



































FOUNDED IN 1819, the Aetna 
Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 


THINK FIRST OF THE AETNA 














Best Time To Close 


HEN I ASKED the salesman 
how things were with him, he 
complained that he had been losing 
more deals than usual. 
“To what do you attribute that?” 
“It’s my own darned fault,” he 
replied. “I have been trying to close 
I have to learn 
have to learn to wait for 


‘em too soon. 


patience 


But no, what 
And | 


just the right moment 
do I do? I try too soon. 
lose them almost every time.” 

Do you believe this? Do you be- 
lieve that it is the reason why the 
salesman is falling down, that he is 
trying to close too soon? 

I hope you don’t. I know I don’t 
I think the facts, if someone could 
follow this salesman, would prove to 


90 


be just the opposite; would prove 
he is waiting too idng to close. 


The Right Time 


There was a time when anyone 
listening to such an analysis by this 
salesman would nod his head in 
agreement, but not now. Now we 
know better. Now we know exactly 
the right time to close. And do you 


GIVE 
THEM YOUR 


know when it is? Just as early in the 
sale as, possible! 

\ salesman friend who has set up 
a wonderful record in Mexico, South 
America, and Latin America, where 
closing sales runs into the principle 
of manana and the workings of 
inertia, which is always in high gear 
down there, tells me _ his 
stems from trying to close from “the 


success 


first handshake and word. I never 
let ‘em wait a minute later than’s 
necessary before I try for the close,” 
is the way G, F. Bushman states his 
principle. 

In order to make it easier to close 
his sales, Bushman at the beginning 
of each day fills in his order blanks 
with the date, the customer’s city 
and shipping port. First thing he 
does, before he even identifies the 
firm he represents or the products he 
sells, is open the order book, put it 
under the prospect’s eyes. 

Then he’s pitching for a close from 
that moment on. If the prospect puts 
him off—or tries to, for very few 
succeed in doing it—Bushman has 
an answer ready. He shows the 
prospect his airplane ticket, mentions 
he has to take a plane very soon, and 
has come a long, long way to talk to 
the prospect. 

Another great salesman—he has 
earned upward of $100,000 a year— 
tries to close his sales with his very 
first words! 

You see, when all is said and done, 
the real difference between a great 
salesman and one of the not-so-great 
salesmen is that the great salesman 
merely closes more sales. 

If you analyze the working and 
lives of these great salesmen you will 
find, I think, that the reason they 
close more sales is that they try more 
often to close them! 

Gene Tunney said that of all the 
fighters he ever met the one who was 
quickest to sense an opening and take 
advantage of it was Jack Dempsey. 

These champion salesmen are the 
same kind of opportunists as Demp- 
sey. The minute they see an open- 
ing for a close, they’re there with a 
close. They succeed often enough 
to make them champions in their 
work. They have something you 
could learn, I think, don’t you? 
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Know Your Product Better 


k DOESN’T make any difference 
where you sell, from behind a 
retail counter or on the road, nor 
what, you will make more sales if 
you know your product better. It 
isn’t enough to have superficial 
knowledge—size, material, cost, and 
the like. Know something about it 
nobody else knows. 


When he was just a young sales- 
man for the firm of v hich he is now 
sales manager, J. b. Holcomb ran 
into this. He was selling ketchup. 
His ketchup cost more. The restau- 
rant keepers on whom he called, 
price-minded buyers, couldn’t see 
the idea of paying a premium on 
every bottle of ketchup. 


Holcomb was whipped until he 
discovered that actually his ketchup 
cost less, because it was thicker and 
did not run, while a cheap, thin 
product did. Just a little product 
knowledge saved him. 





HENRY DIMLING 
24-hour service—companies 
only 
CASUALTY — ALL AUTO- 


MOBILE — CARGO — IN- 
LAND MARINE—TRAILER 
HOM 


Dunkirk 8-961 |—Day or Night 
3505 West éth Street 
Los Angeles 5, Cal 











What Comes of Asking 


E WAS Not a Skilled salesman. 

He was not a polished man. 
He was poorly educated. He was 
unimaginative. He was after busi- 
ness and knew only one way to get 
it—ask the buyer to buy. 

Anyone could have told him how 
faulty such salesmanship is, but 
nobody warned him about the mis- 
takes he was making, and then it was 
too late. I attended his funeral, for 
he was my friend. I saw the size of 
his estate—it was $2 million. 

In my friend’s life there’s a lesson 
for any salesman. It is this: do not 
be afraid to ask for what you want. 
Many salesmen are. They are there 
for business, but seem afraid to ask 


for it. Tests have shown this, that 
a salesman who will ask consistently 
for business will outsell a salesman 
who doesn’t, by two to one! 


Success Formula 


E CAME TO this country five 
is ago, an immigrant from 
a Central European country. He 
had no money, no education, and he 
didn’t know a word of English when 
he landed. All his life he had been 
a farm hand. Now he wanted to be 
a salesman. What chance had he to 
make good? 

Five years isn’t very much time, 
but it has been enough for Eric 
Wood, who lives and sells in Wash- 
ington, D. C., to become the top 
salesman of his organization, which 
has five thousand other salesmen 
vying with one another for that 
spot. 

How did he do it? It is very 
simple, Wood himself will tell you. 
His system isn’t copyrighted. It 
consists of one thing—work. 
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Your Host in Mobile 
Hotel ddmiral Sommes 


DESIGNED for modern living . . . Hotel Admiral 
Semmes in Mobile. Modern in every respect, yet retain- 
ing the traditional warm hospitality of the Old South, 
Hotel Admiral Semmes is ideally located for your busi-. 


ness and pleasure. 


“Completely Air Conditioned” 
RADIO AND TELEVISION IN GUEST ROOMS 


‘AFFILIATED 
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What has this blueprint to do 
with the cost of automobile insurance? 


The blueprint reproduced above is one which has an 
important effect on the cost of State Farm Mutual auto 
insurance. 


It is the master blueprint for recent State Farm branch 
office buildings. It is also the building plan for the new 
branch offices called for by State Farm's present program 
of speeding service by taking its operations closer to 
policyholders. 

It represents a new idea in insurance architecture— 
a sharp break from the towering granite and marble 
edifices in which insurance companies have traditionally 
housed themselves in the past. The new State Farm 
branch office buildings are streamlined, one-story struc- 
tures which combine construction economies with high 
functional efficiency. So completely are they designed 
to fit State Farm’s own “flow-of-work” pattern that al- 
most nine-tenths of all floor space can be devoted to 


State Farm Insurance 


State Farm Mutual Automobile Insurance Company 


and wholly owned affiliates 


State Farm Life Insurance Company 


revenue-producing activity, with only a minimum used 
for lobbies, hallways, heating plants, rest rooms, ete. 


The result is a saving, not only in original cost of 
construction, but also in taxes, depreciation, interest on 
the investment and maintenance. Even more important 
the new building floor plans speed State Farm opera- 
tions, eliminate waste steps and waste motions, simplify 
inter-departmental traffic, and make more and better 
work possible with less strain and greater comfort for 
each State Farm worker. 


This, in turn, means savings in both time and money 
in the handling of State Farm business—and provides 
another example of the lengths to which State Farm 
Mutual will go to keep its “house-keeping costs” at the 
level of greatest efficiency, so that the savings can be 
passed on to its more than 2,500,000 members in the 
form of lowest possible cost for their insurance. 
mnmmrammemacr antes 
STATE FARM 

(apy (Pe) | 


INSURANCE | 


State Farm Fire and Casualty Company 


Bloomington, Illinois. Branch offices 


Home office 


Marshall, Michigan— Dallas, Texas 


Berkeley, California 
Charlottesville, Virginia—Toronto, Ontario. Field claim offices in more than 280 principal cities. 


St. Paul, Minnesota—Lincoln, Nebraska— 
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Automobile Collision Insurance—Fail- 

ure of Insured to Disclose Commercial 

Use of Insured Vehicle Held to Void 

Policy Even Though Vehicle Was 

Being Used for Pleasure at the Time 
the Damage Was Sustained 


Calvert Fire Ins. Co. vs. Horn, 
(1952 Ky.) 253 S.W. 2nd 10 


The case involved a suit to re- 
cover upon an automobile collision 
policy by the insured. The plaintiff 
had purchased an automobile from 
a dealer on the installment plan. The 
dealer acted as agent for the defend- 
ant insurance company in selling to 
the plaintiff a policy of collision in 
surance covering the purchased car 
Both the plaintiff and the finance 
company were named as insureds in 
the pe icy 
a pleasure vehicle but not long after 
Its purchase the plaintiff started 
operating it as a taxicab 

While the policy was in effect the 
automobile was damaged as a result 
of an accident, At the time the acct- 
dent occurred it was being used by 
the plaintiff for his pleasure and 
convenience and not as a taxicab 
The insurance company, however, 
refused to pay the loss which was 
sustained for the that the 
policy did not cover the vehicle while 
“used as a public or livery convey 


The car was insured as 


reason 


ance unless such use is specifically 
declared and this 
policy and premium charged there 
for; “ 

The trial court rendered judgment 
in favor of the plaintiff for the full 
amount of his loss. Upon appeal to 
the Court of Appeals of Kentucky 
this judgment was reversed. Said 
the court: 

“In obtaining the policy appellee 
represented the car was to be used 
for pleasure, then almost immedi 
ately he started 


described in 


using it as a taxi 


For April, 1953 


and the policy expressly and clearly 
stated the insurance contract did not 
the vehicle while 
public or livery conveyance, .. . If 
appellee at the time he took this 
policy knew he was going to use the 
car as a taxi, he made a false repre 
sentation material to the risk, which 
voided his policy. cs 3 RE a Ge 
time appellee obtained the insurance 
he intended to use his car for 
pleasure and later decided to use it 
as a taxi, his policy plainly told him 
it did not cover a vehicle put to such 


cover used as a 


use.’ 

Che fact that at the time of the 
accident the automobile was being 
used for pleasure and not as a taxi 
cab was held by the court to be of 
no importance. It was pointed out 
by the court that the reason a higher 
rate of premium is charged for insur 
ing a taxicab, is not 
operator of the cab charges fares, 
but is because the vehicle is on the 
more hours and travels 
more miles than does a vehicle used 
solely for pleasure, and is, therefore, 
more exposed to the hazard of acci 
dent than is a pleasure vehicle 


Liability Insurance—An Insurance 
Contract Cannot Be Created By 
Waiver or Estoppel 
Donovan v. New York Cas. Co 
(1953 Pa.) 94 Atlantic 2nd 570 


because the 


road for 


On January 15, 1946, the New 
York Casualty Company issued its 
policy of liability insurance for a 
term of three years to one Margaret 
Donovan 
tain 
Pennsylvania, which were owned by 
the insured. Margaret Donovan died 
testate on October 6, 1948, devising 
the insured premises to her son. On 
November 10, 1948, the son notified 
a general agent of the company of 
his succession to the property and 


The policy covered cer 


premises located in Scranton, 


requested that the policy be endorsed 
so as to name him as the insured 
\pparently this not 
communicated to the company and 
the requested endorsement was not 


request was 


made. 

On November 28, 1948, the com- 
pany issued a renewal policy on the 
same risk to commence on January 
15, 1949, the expiration date of the 
old policy. Margaret Donovan was 
again named as the insured in this 
policy. 

On December 21, 1948, a person 
was injured while in or about the 
insured premises and thereafter re 
covered a verdict and judgment in 
the sum of $3,000 against the son 
Due notice was given to the company 
of the accident and an investigation 
It denied lia 
bility, however, and refused to defend 


was conducted by it. 


the action or to pay the judgment 
The January 17, 
1949, endorsed the renewal policy 


company , on 


so as to name the new owner as the 
insured. No offer to the 
unearned premium on the original 
policy was made by the company 
until December 5, 1949. The tender 
then made was refused by the son 


return 


Suit was thereafter entered by the 
son to recover upon the original 
policy for the loss sustained by him 

The policy contained the following 
with the ter 


case of 


provision respect to 
mination of 
death : 

“Death of a named insured termi 
nates this policy unless sixty days 
after such death 
given to the company designating a 


the policy in 


written notice is 
named insured, in which event the 
person so designated becomes the 
named insured the 
such death.” 

It was admitted by the 


from date of 


son that no 
written notice designating a named 


Continued on the next page) 











Judge Says—Continued 


insured had been given to the com- 
following the death of his 
mother. It was contended by him, 
however, that the defendant had 
waived the requirement of written 
notice and was therefore estopped 
from asserting it as a defense. The 
Court of Pennsylvania 
ruled against this contention and 
held that there could be no recovery. 


pany 


Supreme 


The court emphasized the fact that 
the policy was not an insurance of 
the property without regard to the 
ownership; that it was a personal 
contract of indemnity to which the 
plaintiff was a stranger and that a 
stranger is not in a position to invoke 
a waiver of a condition of the con- 
tract or an estoppel. The doctrine of 
waiver or estoppel cannot operate to 
create a contract where none there- 
tofore existed between the parties. 
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ANNUAL 


December 31, 1952 


ASSE 
Cash in Banks and Office . . . 
*Stocks and Bonds 
Agents’ Balances a 
Interest Due and Accrued .... 
os ala. sale Cow Gran 
Mortgage Loans 
Other Admitted Assets . . 


Total Assets 


Net Unpaid Losses .... 
Unearned Premiums 

All Other Liabilities 

Reserve for Catastrophe ....... 
+Contingency Reserve 

Capital 

Net Surplus 


Total Liabilities and Surplus .. 


* Valuations on Basis approved by National Association of Insurance Commissioners 
+ Contingency Reserve represents difference between total values carried in assets for all 
bonds and stocks owned and total value based on December $1, 1952, market quotations 


TS 


... $1,000,000.00 











REPORT 


. $ 2,145,407.32 
29,362,512.27 
2,438,208.80 
101,003.11 
328,107.56 
85,506.62 
346,644.75 


. $34,807,390.43 


. $ 3,288,255.43 
16,385,270.65 
1,662,311.89 


259,238.62 
2,500,000.00 
9,712,313.84 


13,471,552.46 


$34,807,390.43 








LEGISLATIVE ACTIONS 


ITH practically all state legis- 

latures in session this year, a 
great torrent of bills dealing with 
matters of interest to insurance men 
were introduced and debated. Out 
of this multitude of bills the follow- 
ing definite actions had been taken 
at the time of this writing. 

Bills calling for compulsory auto- 
mobile liability insurance were in- 
troduced and failed of passage in 
Idaho and New Mexico. Governor 
Lausche of Ohio signed a bill ap- 
propriating $213,000 for the enforce- 
ment of the automobile safety finan- 
cial responsibility law which became 
effective in that state on the Ist of 
March. As a result of an agreement 
by which automobile dealers in the 
state would limit their insurance ac 
tivities, the Maine Association of 
Insurance Agents withdrew the 
“Ohio type” bill which had been in- 
troduced in the legislature. The con- 
troversial Washington State bill 
abolishing the office of the Insurance 
Commissioner and merging his 
duties in a comprehensive depart- 
ment of business was killed in com- 
mittee. 


FIRE LEGAL LIABILITY 
SUIT FILED 


NOTHER LARGE FIRE legal liabil- 
As suit was reported in the 
Baltimore Sun on February 28. A 
Baltimore lumber company has filed 
suit against the Chesapeake Marine 
Railway Company alleging that the 
fire which swept its lumber yards 
was caused by the negligent use of 
an acetylene torch. The $1,250,000 
sought in the suit includes damage 
for the loss of the use of the yards 
subsequent to the fire 


NOVEL FINANCIAL 
REPORT 


HE EMPLOYERS MUTUALS of 

Wausau have published an ab 
breviated financial report modeled 
on the format of the popular maga- 
zine “Quick.” Primarily designed 
for the benefit of employees of the 
Mutuals, the report has the same set- 
up as the magazine with illustrations 
and attention-getting headings 
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BUSINESS 


BUILDER 


M. H. Blackburn, C.P.C.U. “Protection” (The Travelers Insurance Companies) 


PEOPLE, Inasmuch as insurance is 
a business of and for people, we have 
good news for you. As of last 
December, we had a population of 
158,200,000, a gain of 2.6 millions 
for the year. 
Four-fifths of 
nineteen million 


the approximate 
increase between 
1940-50 occurred in the “metro- 
politan areas.” Thirty-nine percent 
of the metropolitan population in- 
showed up in the cities, 
sixty-one percent was in 
the suburbs. (The architect, to name 
one prospect, is benefiting in this 
suburban surge. He has big plans. 
Insure them. ) 

Obviously, life insurance, both of 
the family protection and educa- 
tional types, fits into this market 
potential. But we tend to overlook 
as prospects the industries that bene- 
fit most from changes in population 
trends. As a starter, how about: 
entertainment devices (radio, tele- 
vision, photography, books), foods 
(ice cream, soft drinks, infants’), 
drugs and vitamins, electrical appli- 
ances (vaporizers, blankets, heating 
pads), and comforts for the increas- 
ing old age group, (optical goods, 
hearing aids and _ perhaps 
canes!). 


crease 
whereas 


even 


C7) 


Who’s making money? If 
you were to follow the Department 
of Labor figures you'd see, generally, 
that people in the durable goods 
industries average a weekly wage of 
some seventy-seven dollars. This 
is fifteen dollars more than the 
average paycheck in nondurables. 
Blue collars doing better than “aver- 
age” include those working in 
ordnance, blast furnaces, steel works, 
rolling mills, machinery, automobiles, 
aircraft and parts, printing and pub- 
lishing, petroleum refining, tires and 


WAGES. 
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inner tubes, metal and coal mining, 
petroleum ard natural gas produc- 
tion, all construction work, 
railways and bus lines 


local 


“Specials” for a prosperous °53 
include: appliance dealers, doctors, 
dentists, accountants, most 
street merchants (including 
grocer), auto dealers and salesmen, 
and everyone who 


main 
your 
caters to vaca- 
tioners. ( Vacationing is big business 
all year long, and affects everything 
from roadside stands to fashionable 
resorts. ) 

















“WAIT’LL THAT NEXT DEPRESSION 
comes along,” croaks a survivor of 
the ‘thirties. “It'll be a beaut.” 

Do you hear a lot of sob stories? 
Don't let ‘em get you down. In some 
circles, it seems the fashion to wear 
the Monday blues through the week. 
Well, we'll just have to get out of 
those circles. The future is straight 
ahead. Our future is to show people 
how they can help themselves. We 
must build up, not break down. We 
must construct, not destroy. 


We offer something for something 
We tell a man we will provide for 
his comfortable retirement, or in 
the event of his untimely death, we 
will feed, clothe and house his widow 
and educate his children. We will 
help him rebuild a destroyed home 
We will protect his earning power 
against the hazards of accident and 
sickness. We him 
against acts of negligence, and pay 
judgments. We will arrange for 
the orderly continuation of his busi 
ness in the event of a key man’s 
death or disability, the machinations 
of a dishonest employee, or other 
interruptions 
tions we ask are an immediate deci- 
sion and a specified sum of money 
With insurance, a man’s energies 
are released in constructive channels 
Truly, insurance is for the living 
There’s nothing “intangible” about 
that. 

Sound management, individually 
and nationally, respects the lessons 
of past mistakes, excesses, inepti- 
tudes. Certainly, we have to glance 
back now and again to find out 
where we've been, and how we got 
where we are. But a neat trick is 
to run forward backwards. There’s 
no backing into our future. 


CRO 


ON THE OTHER SIDE OF THE COIN: 
Those who have faint faith in the 
biz boom stoutly maintain that a 
“revival of creative salesmanship” 
is in the offing. Regardless of what’s 
going to happen, and when, one is 
well advised to sharpen his sales 
technique, explore his accounts on 
a truly multiple-line basis, tighten 
collections, and effect office econo 
mies via the streamlining of routine 
operations. Planning, preparation, 
production, profit is a hard-to-beat 
formula. Anytime. 


will defend 


The only considera 








ALES FE 


THE 


S WE watch the consistently 
record of old- 
timers and some of our newer 


fine certain 
salesmen, we regularly hear the same 
trom many 

they do it?” 
mysterious 

their 
regularly 


salesmen 
“Do they 


method ?” 


questions 
“how do 
have some 
“What is 


Some 


secret weapon?” 


men have a fine 
record of new business and a good 
volume of orders, regardless of ap 
parent variations in general business 


conditions 


Four Common Factors 


fo continue to have good results 
there must be a reason and we have 
again observed close ly the operations 
of those men to find out what they 
Field work 


brought 


use as a secret weapon 
has out 
some interesting points 
a good formula and a 
pattern tor 
There are four things that are com 
mon in the operations of these men 
and they are unusually effective al 
though they are not too difficult to 
understand 


with these men 


which are 
the basis of 
business 


fine doing 


\ successful selling weapon is that 
of the right attitude. This is the 
first requirement and it 
has many applications. The right 
attitude can make a mediocre sales 


important 


man successful and conversely it 
can ruin the results of a man who 


otherwise has outstanding ability 


96 


Tom 


B. W. RHODES 
Assistant Sales Manager 
The Shelby Salesbook Company 


Your attitude must be constructive 
and enthusiastic. It is the basis for 
knowing that you have the best line 
for sale and that you have the finest 
ideas to bring to your customer. 
In actual operation it is the belief 
that each call can result in an order. 
However, when certain conditions 
prevent getting an order on a specific 
call, then quickly move to the next 
prospect with the fresh 
thusiasm which leads you to expect 
an order on that call. An enthusiastic 
attitude is infectious and the cus- 


same en- 








"Thanks for the lunch—but | guess | should 
have told you—my brother's in the insurance 
game.” 


ANTS 


other fields 


SECRET WEAPON 


tomer is bound to reflect some of this 
as you make your presentation. This 
in turn may be the difference be- 
tween success or failure in getting 
that particular order. 


Sales Control 


The second part of this secret 
weapon is effective sales control. 
This is more than simply the keep- 
ing of records for records sake. It 
is the means of keeping an intelligent 
follow-up and record of what the 
customer notes of what he 
needs, and reminders of what you 


uses, 


have discussed or plan to discuss 
with him on the next call 

In every case those men with an 
outstanding record used their sales 
control to plan in the evening for 
the next day’s work. Ideas are pre- 
pared and studied so that you have 
something to show the customer the 
next day. An added advantage is 
that no time is wasted during the 
effective working hours because the 
day is correctly planned so that the 
most calls can be made in the shortest 
possible time. Careful work on this 
makes it possible to add a number 
of additional calls in each working 
day. 

It is extremely important that we 
sell the customer at the right time 
and the correct follow-up is the only 
way to be in the customer’s presence 
when he needs to order forms. This 
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is one of the most useful portions of 
the sales control plan as we find it 
in actual use. 

The third part of this secret 
weapon is the use of samples. Not 
simply samples in quantity, but 
samples in a planned, intelligent, 
orderly manner. As the day’s work 
is being planned at night, we find 
these men carefully select samples 
that are pertinent and important for 
almost each individual call that is 
planned. These samples are care- 
fully segregated in special folders or 
envelopes and are then carried in to 
the customer on that call. The 
sample library file is always available 
in the car to augment the special 
samples when the interview turns 
up other possible orders. 

The fourth part of the unusual 
methods used by these successful 
men is quite simple, but sometimes 
difficult to use with consistent regu- 
larity. It is just plain old-fashioned 
hard work. This is the knack of 
getting out early in the morning not 
one day but every day in the work 
week, and seeing customers before 
9 o'clock. A review and careful 
planning will always bring to your 
attention certain customers who are 
available at an earlier hour in the 
morning. 

Sustained drive is  mecessary 
throughout the day, or as one man 
has stated, “just simply keep going.” 
Petty interruptions will ruin an effec- 
tive day’s work so it takes a little 
effort to keep from interrupting a 
full day’s program and the making 
of the maximum number of calls 
When you come to the end of the 
day, in just the same manner, there 
are certain customers who are avail- 
able late in the day and careful plan- 
ning will make it easy to see these 
customers after the hours when most 
salesmen have called it a day. 

These are the ingredients of the 
successful operations where the fine 
records have been built up. Actually, 
they are quite simple, however the 
important part is to use all four of 
these ingredients in proper propor- 
tion with consistent and vigorous 
enthusiasm. Let’s put this secret 
weapon with its four part program 
into your daily operation so that 
your results will be highly pleasant 
and profitable to you 


Reprinted from Shel-bee News published by 
the Shelby Salesbook Company 
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INSURANCE AND REINSURANCE 


Effected at 


SURPLUS LINES ~*! D EK o. 


EXCESS LINES 


Cable Address 
LUTIDINE—Chicago 


PROBLEM RISKS 
UNUSUAL RISKS 
World-wide Facilities 


Telephone 
WEbster 9-5777 
TWX CG 1849 


Aircraft 


Casualty 

Chattel Mortgage 
Earthquake 

Errors and Omissions 


Fire: Excess or Primary 
rey Disablement 


Liquor Liability 


Write for booklet which describes all facilities available to you. 
Business accepted only from Agents, Brokers and Insurance 
Companies. No direct business. 


inquiries Invited 


STEWART, Smitm (ILLINOIS) Inc. 


BOARD OF TRADE BUILDING « i41 W. JACKSON BLYD. « CHICAGO 4, ILLINOIS 
Principal Offices 


NEW YORK 
HONG KONG 


Live Stock Mortality 
Malpractice 

Motor Truck Cargo 
Personal Accident 

Public Liability 
Reinsurance 

Replacement (Depreciation) 
Valuable Papers 

Valued Use and Occupancy 


LONDON 
MONTREAL 


SYDNEY 
GLASGOW 


TORONTO 
CHICAGO 

















SPRI NEFIELD GROUP SERVICE 





THE SPRINGFIELD GROUP 


Springfield Fire and Marine Insurance pay . « « Springfield, Mass. 
New England Insurance Company ° .“* Springfield, Mass. 
Michigan Fire and Marine insurance Company - « « « « Detroit, Mich. 


OF INSURANCE COMPANIES 
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It takes an 


LET AN EXPERT call the shots, too, for ac- 


curacy in insurance counsel 


% 


Is your present protection adequate? Should you 
have greater coverage in view of today’s higher costs? 
Could you get along with less coverage or a different 


type of coverage? 


Only an expert has the broad range of experi- 


expert 


ence, knowledge and judgment to come up with the 


right answers to your questions 

Your Maryland representative is such an expert 
Aim to see him regularly. It will pay you in peace 
of mind. 

Remember: because your Maryland agent knows his 


business, it's good business for you to know him 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


4ll forms of Casualty Insurance, Fidelity and Surety Bonds, Fire and Marine Insurance, for business, industry and the 


home 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 








The following questions and answers are from an examination given 
the students of the Insurance Education Course conducted by the 
School of Insurance of the Insurance Society of New York. Additional 
questions appeared in the March issue. 


Question X 


Name and describe the coverage of 
cach of the five principal insuring 
clauses of a bankers blanket bond 
Form 24. 


Answer 


A. Fidelity—Any loss due to the 
dishonesty of one of the assured’s 
employees is covered. 

B. Any loss of the assured’s ot 
defined property on the 
premises of the assured. Burglary, 
robbery, theft, mysterious disappeat 
ance, misplacement are all covered 
C. Any loss of this property while 
in transit and in the custody of one 
of the assured’s employees or any 
for the 


other's 


one acting aS a messenger 
assured. 

D. Forgery of any of the bank’s 
assured’s checks or drafts through 
cashing, paying, accepting, giving 
credit on them etc. 

E. Forgery of Securities. This ap- 
plies to stocks, bonds, and any type 
of security or commercial paper held 
by a bank—to which they pay, ac 
cept, give credit to, etc. 


Question XI 


Under a bankers blanket bond Form 
24: 

(a) Describe the kind of “property” 
covered; 


(b) Who covered as “em- 


ployees”? 


are 


Answer 


(a) All property having a monetary 
value, (money, currency, 
jewelry, bullion, etc. ) 

(b) All employees, whether officers 
or not, and guest students and at 
torneys for the bank and their staff. 


checks, 


Question Xil 


Vame the optional coverages or ex- 
clusions of bankers blanket bond 


Form 24. 
Answer 


Insuring clauses D and E, misplace- 
ment in an amount greater than 
$25,000 and the teller’s shorts ex- 
clusion clause are all optional cov- 
erages or exclusions of the Form 24. 


Question XIll 


Where two forms of blanket bonds 
are available to a class of business, 
name the forms and state which give 
the broader coverage: 

(a) A manufacturer ; 

(b) A commercial bank ; 

(c) A stock broker 


Answer 


(a) Manufacturer—eligible for pri- 
mary commercial blanket bond or 
B.P.B. The blanket position bond is 
the broader form. 

(b) Commercial bank—eligible for 
a banker’s blanket bond Form 2 and 
Form 24. Form 24 is broader. 

(c) Stock broker—eligible for brok- 
er’s blanket bond Form 12 or 14. 
Form 14 is broader. 


Question XIV 


Describe the operation and the intent 
of the retroactive extension or super- 
seded suretyship clause. 


Answer 


This clause provides coverage for 
the assured for any losses that might 
have occurred while a prior bond of 
similar coverage regardless of what 
company was in force but which was 


not discovered before the discovery 
period under that bond elapsed. No 
amount can be recovered greatet 
than the amount of the bond cur 
rently in force, and coverage from 
that prior bond up to the present 
bond must be continuous 

The intent of this clause is to prevent 
cumulative liability for the present 
carrier and at the same time provide 
coverage for the assured as men 
tioned in the foregoing paragraph 
Therefore, he doest:’t lose out on 
previous protection as he switches 
over to a new company. 


Question XV 


Describe the diff erence im coverage 
between 

(a) Fidelity 
fidelity bonds; 
(b) Blanket position & 
commercial blanket bonds 


schedule & blanket 


primar\ 


Answer 


(a) Fidelity schedule bonds only 
provide coverage for a loss as is in 
dicated for the particular person or 
position and for the amount so in 
dicated on the schedule; whereas 
blanket fidelity bonds cover all the 
insured’s employees blanket for the 
face amount of the bond. No one is 
left out on this coverage. It’s not 
the hit or miss proposition of select 
ing only the employees or positions 
and amounts you think might cause 
a loss, as with a schedule bond. 

(b) Blanket position in the event 
of a collision loss covers each em 
ployee indicated up to the face 
amount of the bond; whereas, com 
mercial blanket in the event of a 
collusion loss covers only up to the 
face amount of the bond (for one 
employee) regardless of how many 
can be indicated 








Great Partnership—from page 27 


most every transaction goes through 
duplicate processes in both agency 
and company office. Does this pro- 
cedure add to the service rendered 
the policyholders of capital stock 
companies? Can't much of the 
duplication be eliminated without 
injuring the American Agency Sys- 
tem? 

Measured in terms of the value of 
the service rendered our policyhold- 
ers, do we need to write a new con- 
tract on so many classes of business 
and then at every expiration date 
repeat all of the details involved in 
the processing of each contract? Al 
ready a certain onus has become at- 
tached to a coverage which is said 
to be “continuous.” Let’s call it 
something else so long as the inter- 
est of the partners in the American 
Agency System is preserved and we 
can maintain coverage by the simple 
process of accepting an adequate and 
proper premium payment. Remem- 
ber, there are two partners in the 
American Agency System and* our 
objectives best be gained by 
teamwork. 

As to methods and 
systems, the possibilities for research 
and cooperation between the com- 
pany partners in the American 
Agency System are beyond the con- 
cept of Electronic develop 


can 


processing 


most 


8 AMoRr BPM 


ments, already blueprinted and ap- 
plied to the insurance business, will 
revolutionize our handling of a 
daily report from registration desk 
to filing cabinet and at substantial 
savings. Newer and more modern 
bookkeeping devices, if used to the 
fullest extent, with the understand- 
ing cooperation of the agency part- 
ner, will provide more time for sales 
and service activities. 

In the organizational field, we 
have many opportunities for savings 
in the expense portion of the pre- 
mium dollar. Most insurance com- 
panies are now operating as multiple 
line underwriters under group man- 
agement. Yet we allow the multi- 
tudinous organizations to carry on 
just as they did twenty-five years 
ago and we have even supported the 
creation of new ones. 


Research Possibilities 


(nother opportunity for team- 
work is in providing the medium 
for adequately testing new ideas and 
new coverages which sometimes turn 
out to be costly experiments and do 
not increase the service we render 
our policyholders. As an example, 
do we need fancy term premium 
payment arrangements to satisfy 
customer demands? Partial pay- 
ment of term premiums and annual 
renewal payment plans were born 
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and now survive under the curse of 
an indefensible term rule. From 
the company point of view we admit 
we like term business, but if a pol- 
icyholder can’t afford to prepay a 
term policy at a reasonable and de- 
fensible discount, we should provide 
an annual coverage, or even one for 
six months, at prorata of the term 
premium plus a reasonable handling 
charge. With the cooperation of the 
principal partners in the American 
Agency System, we can also elimi- 
nate the criticism that our business 
is about the only one in America 
today which has failed to make it 
easy for our clients to pay for our 
product. 


What about package 
Have you ever seen such a hodge- 
podge of misunderstandings of in- 
tent and misinterpretation of pur- 
pose? Contracts are of many varie- 
ties, broad and still broader forms, 
named peril and all-risk. Everyone 
thinks that what the other fellow 
produces is all wrong and will not 
fulfill public demand. Where does 
it all lead to and are we really do- 
ing a service to the American 
Agency System by allowing this 
confusion to continue? The answer 
isn't a difficult one. The agent, a 
partner in the American Agency 
System, should find out what the 
public wants and then, in coopera- 
tion with the company partner, de- 
velop the best product possible at 
the lowest possible price 


? 


policies : 


In researching upon public needs, 
the agents will require help and co- 
operation from the companies. 
Working together represents the 
\merican private enterprise way of 
finding the answer to better mer- 
chandising and a better product. It 
might well be that the public is not 
really interested in a lot of fancy 
additional coverages that they 
haven’t heretofore enjoyed and that 
as a result of cooperative research 
it might be decided that so-called 
package contracts, offered at re- 
duced rates, are after all little more 
than an indirect way of offsetting 
a redundant rate on one or more 
parts of the package. 

There are many additional possi 
bilities for savings in expense 
through cooperation, but again I 
suggest that the time to talk about 
them is at the council table where 
understanding and teamwork would 
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prevail, with companies and agents 
working together toward a common 
objective 


Automobile Insurance 


I turn now to another problem 
in which the capital stock insur- 
ance companies and the American 
Agency System have a big stake. | 
refer to the current very important 
question of automobile insurance 
and the increase in the cost of pro- 
viding adequate coverage in the face 
of the frequency and severity of 
highway accidents. 

I suggest in all sincerity that these 
are public questions on what are 
considered social problems. The 
state legislatures of a number of 
states have had before them sugges- 
tions for monopolistic and compul- 
sory automobile statutes, the enact- 
ment of unsatisfied judgment funds 
and proposals to impound automo- 
biles involved in highway accidents 
where the owner is judged not 
financially responsible. 


Chance of Surviving 


What are our chances of surviv- 
ing the avalanche of legislation deal- 
ing with the automobile insurance 
problem? I suggest that the end re- 
sult will be a great credit to our 
business and also be in the public 
interest if the capital stock com- 
panies and their agents work to- 
gether to tell the insurance story 
to the lawmakers in a dignified, un 
derstandable manner. The result 
could be serious if we approach the 
problem defensively and independ- 
ently. We must jointly recognize 
that the real public interest in auto- 
mobile insurance arises out of the 
high cost thereof and the irrespon- 
sible uninsured or hit-and-run 
driver. 

What finer public relations as- 
signment could the American 
Agency System undertake than to 
provide leadership in the direction 
of helping to reduce highway acci- 
dents with the*r consequent injuries 
and deaths? With the fund of 
knowledge we possess, growing out 
of the investigation of accidents, we 
are in a preferred position to bring 
a program of safety and accident 
prevention to our policyholders and 
the American people. Such an op- 
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The Magic 
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INSURANCE 18 A CAREER Bustness—a business 
for Beginners and—Stayers. To make a suc- 
cess of his chosen career the agent will do well 
to start by fixing as his goal—the Building of 
Insurance Accounts, 


Few agents start with accounts, but must be 
content to achieve them in a step-by-step plan. 
The first step may be aptly expressed as the 
“Magic of Beginning.” 


Dreams of goals will not materialize until we 
take off our coats and begin working for them. 
Some spend their time envying the strong 
swimmers without getting in the swim them- 
selves. Those who never start will never arrive. 


Begin now to build your insurance career 
soundly by Building Insurance Accounts. 


The Commercial Union-Ocean Group of seven 


o Fire and two Casualty companies co-operates 





wholeheartedly with agents and brokers in 
their building efforts. 


COMMERCIAL UNION - OCEAN GROUP 


portunity for service to mankind 
comes infrequently to any important 
segment of our private enterprise 
system. Certainly we should not 
miss it. 

We must emphasize in addition 
that compulsory insurance or unsat- 
isfied judgment funds will not pre- 
vent accidents, nor will they bring 
back life, restore limbs, or mend 
broken homes. To the extent there 
is a demand for protection against 
the careless uninsured driver, it 


should be met by providing adequate 
commercial insurance in one of two 
ways. First, through full hospital, 
medical and expense coverage for 
the car owner, passenger or pedes- 
trian, who might suffer loss or dam 
age as the result of an accident with 
an uninsured car or a hit-and-run 
driver—not in payment of mental 
anguish or loss of use or time, but in 
payment of actual out-of-pocket ex 
pense. Second, through an unsatis 
Continued 
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Great Partnership—Continued 


fied judgment policy of insurance 
which would reimburse the injured 
party for whatever judgment might 
be assessed against the uninsured 
and financially irresponsible motor- 
ist or the hit-and-run driver. Either 
of these covers can be provided 
without difficulty and through an 
easy to understand, simple contract 
or through an endorsement attached 
to existing automobile policies and 
at a reasonable premium. 

The automobile problem can and 
will be solved, providing we join 


forces with all types and kinds of 
safety organizations and endeavors, 
emphasizing that we would rather 
have lower premiums, resulting from 
a reduction in the number and 
severity of automobile accidents. 


Rating Procedure 


Our efforts will further be re- 
warded if we revise our antiquated 
and inadequate system of determin- 
ing automobile bodily injury and 
property damage premium charges. 
The traditional procedure of using 
policy-year figures, with trend and 
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projection factors, has become out- 
moded in our fast moving, rapidly 
changing economic existence. Our 
present system fails to get rates up 
fast enough during periods of infla- 
tion and high costs and delays re- 
ducing those rates in deflationary, 
low loss cost periods. 

We would be far better off if we 
used our current settlement 
costs as a basis for rate creations. 
If our rates for the second half of 
1953 were established on the basis 
of the average cost of claims closed 
during the three, six or twelve 
months prior to July 1, 1953, we 
would come closer to reality in de- 
veloping a more adequate and yet 
a more competitive rate level than 
our present system provides. 

It should be noted that several 
non-capital stock underwriters have 
been following such a rating pro- 
cedure for a number of years with 
outstanding success. Changes in loss 
costs are promptly reflected in the 
rate structure and reserves are 
maintained at adequacy level at all 
times because the judgment and de- 
velopment factors are minimized. 
There isn’t much the agent partner 
can do in this field of activity be- 
yond impressing upon the company 
partner that our charges for auto- 
mobile insurance must more rapidly 
reflect changes in experience. 


loss 


The opportunities for teamwork 
and cooperation tax the imagination 
If we face our tasks with optimism 
and enthusiasm and modernize our 
operations, we need never be afraid 
of competition or a shrinking in our 
percentage of the over-all business 
We have the intelligence to avoid 
unnecessary changes, at the same 
time acting promptly on those that 
will provide leadership in the public 
eye. Working together we will find 
it easy to increase our share of the 
available business and to do so in 
the spirit of fair competition, recog- 
nizing that the non-capital stock 
companies have a right to exist and 
that we welcome them as business 
competitors and as associates in all 
matters of public interest and bene- 
fit. And as we lay down our work- 
ing tools, let it be said of us that we 
preserved our heritages to the ulti- 
mate good of the capital stock in- 
surance business, its American 
Agency System and the public it 
serves 
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E SAW in the first install- 
ment of this paper, the ef- 
fect that the “Appleton 
New York State had i 

freezing into insurance practice in 
the United States the compartment 

ing of the different types of insur- 
ance coverage. Perhaps the attitude 
of the New York Insurance Depart 

ment was justified at the beginning 
of the 20th century by reason of the 
fact that the companies were finan 

cially much less strong than they are 
today. 


Rule” in 


Great Development 


In looking at the statements of in 
surance companies in 1900 and com- 
paring them with those of 1950, one 
sees how great has been the develop- 
ment of the financial strength of the 
insurance the United 
States. Furthermore, at that time 
there was always in the fire business, 
perhaps to a greater degree than at 
present, the hazard of great con- 
flagrations. Many of these took 
place in some of our larger cities and 
strained the financial resources of the 
insurance companies. However, to 
a degree, by reason of the improve 
ment in the structure of buildings 
and in fire prevention devices in the 
buildings themselves, the danger of 
catastrophic risks is marked 
than it formerly was. Mobile fire 
departments which can be sent to 
neighboring communities also are a 
factor in pre venting great conflz igra- 
tions. 


business in 


less 


the 
United States has changed consider- 
ably in the past fifty years 
rather simple 


The business atmosphere in 


From a 
we have 
reached a place where the insurance 
problems that are involved in the 
conduct of our vast commercial en- 
terprises are infinitely greater than 


economy 
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It is also true it is harder 
to define where hazards of one nature 
end and others begin. 

This became increasingly evident 
in the late 1920's when, in order to 
meet the requirements of commerce 


they were. 


From a simple economy 


and industry, many new forms were 
devised which fell within the purview 
of the inland marine insurance de 
partments of the companies. It ap 
peared that neither the fire depart 
ments nor the casualty departments 
were able or willing to meet the 
needs of business. The new forms 
of various types that involved trans- 
portation, processing, temporary 
storage and other areas of exposure 
to loss were originated by inland 
marine underwriters. 

Question arose as to whether the 
inland marine departments were not 
trespassing on the territory of the 
fire companies and casualty compa- 


CoS LIENERT IN, SEL 
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nies under the compartmented sys- 
tem that had developed under the 
\ppleton Rule Accordingly, in 
1932 the National Convention of In 
surance Commissioners of the 
United States suggested that the fire 
and marine companies and the casu 
alty companies put their respective 
houses in order and determine the 
boundaries of their activities. Out 
of this arose the so-called Nation 
Wide Definition and the Committes 
on Interpretation and Complaint 
which was charged with the respon 
sibility of determining what was and 
what was not marine insurance. 


Conflict of Insuring Powers 


It is not necessary to go into the 
activities of this Committee and the 
various decisions which were handed 
down and which became in practice 
the insurance the 
states that recognized the 
Wide Definition. 
point out one 


rules of various 
Nation 
However, it 
factor which 
had a direct bearing on the 
of multiple powers. In carrying out 
the obligation of the Committee to 
define the boundaries of fire, 
and casualty companies, the 
powers which had been assumed by 
the inland marine underwriters were 


did 
perhaps 
problem 


marine 
wide 


so restricted that it became increas 
ingly difficult to give new forms of 
insurance which 
commerce and industry required 
Many of the larger companies, in 
order to try to meet these needs, had 
organized company fleets, composed 
of both fire and marine and casualty 
companies, so that by a 
policies they could, after a fashion, 
meet the of the 
public. 
There 
the 


developments in 


series ot 


insurance needs 


were necessarily 
so that a 
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Multiple Line—Continued 


happen and it would be found that 
there was no insurance provided 
against the particular hazard which 
caused the particular loss. There 
grew up a determination that some- 
thing be done to ease the situation, 
and partly as a result of this deter- 
mination there was appointed in 1943 
a Committee of Eight as an Industry 
Committee of the National Conven- 
tion of Insurance Commissioners. 
This committee was selected with the 
idea of having a representative cross 
section of the insurance industry, 
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there being members from fire and 
marine companies and from casualty 
companies, both stock and mutual; 
a representative of the brokers, a 
representative of agents, and a repre- 
sentative of the public. This com- 
mittee met for some six months and 
finally, after public hearings, pro- 
duced a plan which would gradually 
bring into being a program of in- 
surance which would permit fire and 
marine and casualty companies to 
provide the kind of insurance that 
was needed for modern conditions. 

This program was in several parts. 
It is not necessary to go into any 
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great detail to describe the program 
but, briefly, it provided (1) that the 
personal property floater could be 
issued by either type of company; 
(2) that automobile and aviation in- 
surance could be written by either 
type of company; (3) that reinsur- 
ance of all kinds could be written by 
either type of company; (4) that 
outside of the Continental United 
States either company could do all 
kinds of fire, marine and casualty 
insurance. 

In New York State it took several 
years to complete the translation of 
this program into law. In many of 
the other states the program was 
rather ignored and legislation was 
enacted which permitted fire and ma- 
rine and casualty companies to cover 
the whole field of insurance other 
than life insurance and annuities; 
and so in a very short space of time 
the whole picture of insurance in 
the United States was changed. 

All this came about at the same 
time that the insurance industry was 
trying to adjust itself to the South- 
eastern Underwriters’ Decision, 
which for the first time declared 
that insurance was commerce and 
within the purview of the Federal 
Government, except in so far as, 
under Public Law 15, supervision 
was provided by the various states. 


A Hectic Time 


It was a hectic time in the insur- 
ance business, and now we are fac- 
ing the adaptation of that business 
to the multiple line principle. 

The simplest part of the whole 
problem was accomplished when the 
laws of the various states were 
changed to permit multiple line un- 
derwriting. The difficult part is to 
graft on to the insurance business 
in the United States, which has 
grown up on the philosophy of com- 
partmented insurance, a new concept 
which cuts across the whole field of 
the business, involving as it does 
the companies, the assured, the 
agents, the rating bureaus, and the 
insurance departments, with the 
Federal Government in the offing 
keeping a watchful eye on how the 
business is developing. 

This, then, is the problem that 
faces all of us in the insurance busi- 
ness today. How are we going to 
solve it? 
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All sorts of efforts are presently 
being made to avail of these new 
opportunities, and various forms of 
new policies are being offered. Im- 
mediately it is apparent that the 
whole situation bristles with difficul- 
ties. Business has developed basi- 
cally along the philosophy that thinks 
in terms of kind of insurance, rather 
than in terms of loss overtaking 
property for which compensation is 
desired. Perhaps there is an analogy 
in what our Government is doing 
at the time in 
with the development of new en 


present connection 
gines of war. Pilot plants are estab 
lished where testing can be done to 
see whether the new are 
really workable. Perhaps this 
tem might be carried into the in 


devices 


sys- 


surance industry and some experi- 
ments conducted along the lines of 
the way multiple power underwrit 
ing has been done in Great Britain 
and other countries. There may be 
no easier way to test this out than 
}- 
d 


to give consideration to the funda- 


mental concept of ocean marine un- 
derwriting as it was developed some 
seven hundred years ago and as it 
has been practiced ever since 


Marine Underwriting 


There are certain fundamental 
concepts in the practice of marine 
insurance that it will be well to con- 
sider. In the first place, the marine 
insurance policy offers what 1s 
equivalent to an all-risks cover with 
respect to hazards that are beyond 
the control of the assured. In 
other words, the marine insurance 
policy only attempts to cover losses 
that happen by mischance and not 
those that occur through the lack of 
care that a prudent owner would be 
expected to exercise. 

The second important concept of 
marine insurance is that the policy 
is applied as if it had a 100% co- 
insurance clause ; that is, unless there 
is insurance taken out for the full 
value of the property at risk, the 
owner becomes a co-insurer for the 
uninsured part. This principle was 
not at first applied to fire insurance 
and other property 
land until it was discovered that un- 
less some such principle was in- 
volved there was no way to adjust 
rates properly. There was a degree 
of unfairness if two men each hav- 
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Some mirrors give a better picture than others. 
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ing properties worth $50,000 and 
one insured his property for $25,000 
and the other for its full value, each 
paying the same rate. While it is 
true that in the event of total loss, 
the one would be uninsured for half 
his value, yet it is a well known 
fact that most losses are not total 
but partial losses and the man with 
$25,000 insurance might be amply 
protected 

The valued policy concept, as it 
is called in marine insurance, was 


introduced in fire policies and other 
property forms by incorporating the 
co-insurance clause which provides, 
in its usual form, that unless the 
property is insured up to 80% of 
the insurer becomes co 
insurer with the underwriter for the 
uninsured amount. 

As inland marine forms were de- 
veloped this principle was pretty 
much ignored, so that in the well 
known form of property insurance 
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in SU RANCE 


FINANCIAL STATEMENTS DECEMBER 31, 1952 


VALUAT YS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 
Organized 1855 

Girard Insurance Ponce of Philadelphia, Pa. 1,000,000. 12,515,163. 8,032,056. 4,483,107. 
Organized 1853 

National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 
Organized 1866 

Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 
Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 
Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 


zanized 1909 


Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 


Organized 1906 
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PART I—INSURANCE PRINCIPLES AND PRACTICES 


QUESTION | 


\ builder of single 
selling from $15,000 to $20,000 re 
quires a 15% cash 
agrees to take a mortgage 
balance. At the 
and without making 
charge for it, he makes an agree 
ment with the buyer that he (the 
builder) will rebuild or replace the 
property to the extent it 
more than a $500 fire loss within a 
year, and that he 
mortgage in the event the 
dies within a year from the 
settlement. 

(a) Do you builder 
is within his rights in issuing such 
an agreement? Explain fully the 
reasons for your answer. 

(b) To what extent, if any, 
your answer to (a) of this question 
apply to an operator of retail stores 
selling tires, when he issues a guar 
antee whereby he undertakes for a 
stated period to repair or replace 
a tire which becomes unserviceable 
from any Explain fully 


residences 


payment and 
for the 
time of settlement 


any specific 


sustains 
cancel the 


buver 
date of 


will 


believe the 


does 


cause. 


Answer 


(a) The builder is not within his 
rights. He has, in effect, for 
and all purchasers written two one- 
year term policies—a fire policy with 
a $500 deductible and a life policy 
equal to the mortgage. The risks 
which he has assumed are fortu- 
itous, beyond the effective control of 
the parties. Such a transfer of risk 
is insurance. Despite the fact that 
no specific charge is made, this “in 
surance” is an added inducement to 
purchase the houses and the “pre- 
mium” is hidden in the sales price 


any 
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of $15,000-$20,000, In 
offer such 


order to 
the builder 
state 
insurers, 


a proposition, 
should met the 

regulations applying to 
such as (1) obtaining a _ license 
from the state, or charter powers, to 
write 


have usual 


insurance, (2) compliance 
with capital and surplus require- 
(3) proper investment of 
funds and valuation of assets, (4) 
establishment of required reserves, 
(5) non-discriminatory claim settle- 
ments, 


ments, 


(6) periodic examination of 
financial strength, (7) rates that are 





DEAN'S NOTE 


This composite set of answers to 
the June 1952 Chartered Property 
Casualty Underwriter examinations 
given by the American Institute for 
Property and Liability Underwriters, 
Inc., has been prepared from the 
papers of the examinees. Editing was 
necessary to assemble each compo- 
site answer and present it in con- 
densed form. However, the content 
in some cases is more complete than 
was required for a high grade and 
answers have been given to all the 
questions even though the candidate 
had a choice. 

It should also be mentioned that 
although these answers have been 
taken from meritorious papers, they 
are not necessarily perfect. Many of 
the questions involved judgment on 
the part of the candidate and no 
hard and fast solution could be re- 
quired. Credit was given for the 
reasonableness of the answer and the 
evidence of intelligent application of 
a céndidate's knowledge. 

Candidates are cautioned not to 
rely on this set of questions and an- 
swers as a method of direct prepara- 
tion for the C. P. C. U. examinations. 
They may be useful as a guide to the 
type of questions asked and the con- 
tent of answers desired by the Insti- 
tute, but they cannot be a substitute 
for thorough study and mastery of 
the subject matter of the Institute's 


eevenesnennneneneene 





curriculum. 


. 





HONORDEORD EDO D SOHO ROEOROROOES 


adequate, reasonable, and 


fairly discriminatory 

(b) The answer to (a) does not 
apply to a mere guarantee of the 
serviceability of a product sold. 
Such a guarantee is little more than 
putting in writing the implied war- 
ranty of freedom from defects in ma- 
terials and workmanship, 
serviceability 


not un 


assuring 
with ordinary use for 
a reasonable time. To a large ex- 
tent the risk of unserviceability is 
within the control of the vendor; 
even though he does not manufac- 
ture the tires, he presumably has 
the privilege of selecting the manu 
facturer for whom he will sell and 
assuring himself of the quality of 
the product before issuing his guar 
antee 
When he 


to cover 


extends his guarantee 
from any cause, he 
risk not actually his if 
he agrees to replace a tire rendered 
unserviceable through a fortuitous 
hazard such as fire, theft, 
or malicious mischief. To this ex 
tent he would be effecting insurance 
and the 
applicable 


loss 


assumes a 


collision, 


answer to (a) would be 


QUESTION 2 


Self-regulation plus state regula- 
tion of property and casualty in- 
have provided insurance 
service for the public that should 
make state funds unnecessary. 

(a) Indicate the areas of activity 
in which self-regulation has been 
most effective. Give reasons for 
its effectiveness in each case. 

(b) Describe the activities of 
property and casualty insurance car- 
rie’; which are regulated by the 


surance 
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state and in each case, give reasons 
for the regulations. 

(c) To what extent, if any, do 
your and (b) of 
this question (1) meet, and (2) fail 
to meet, the arguments usually ad 
state 


answers to (a) 


vanced for insurance funds? 


Answer 


(a) Self-regulation has been 
effective in (1) rate-making, 
) manual rules, (3) policy forms, 
(4) public relations, (5) loss pre- 
vention, (6) acquisition cost control, 
and assigned risk 
pools. Cooperation in making rates 
and rules and in drafting policy 
forms has provided uniformity at 
reduced expense for the benefit of 
the public. Cooperation in public 
relations has effected a better under- 
standing between carriers and the 
public, and has been most effective in 
educating people to the need for in- 
surance. Loss prevention campaigns 
and other similar efforts have served 
to eliminate or reduce loss, partic- 
ularly fire and industrial 
accidents. Control of acquisition 
costs has tended to produce fairer 
and more equitable commission ar- 
and reduced 
petition through commissions. 


most 
2? 


4 


(7) voluntary 


iT SS by 


rangements has com- 
As- 
signed risk plans have, in general, 
made it possible for those who need 
insurance to obtain it 
(b) The activities of 
and casualty 
which are regulated by the state in 


pre | erty 


insurance carriers 


clude (1) incorporation and licens 


ing of companies, (2) regulation 


of investments, (3) requirement of 


financial statements, (4) supervi- 
sion of assets, (5) reserve require- 
ments, (6) periodic examinations, 
(7) rate-making or the approval of 
rates filed by bureaus or individual 
companies, (8) approval of policy 
forms, (9) taxation, (10) handling 
and complaints, 
(11) licensing and supervision of 
producers, (12) liquidation, and 
(13) involuntary assigned risk 


investigation of 


plans 

rhe first six of these regulations 
are for the purpose of establishing 
and maintaining the financial 
strength of the carrier, which is to 
a great degree acting in a position 
of trust with respect to premiums 
paid by policyholders. The policy- 
holder must have assurance that 
his losses will be settled ; the carrier 
must have funds to operate and to 
pay losses; assets must be soundly 
invested; proper reserves for pre- 
miums unearned, incurred 
(including those not yet reported), 
and for other unpaid obligations 
must be maintained, and statements 
relating to these requirements must 
be furnished as required. The states 
examine each carrier regularly to 
see that these requirements are met 
and have power to require correc- 
action or, in extreme 
take over and liquidate. 

It has been established by law in 
most states that rates must be ade- 
quate, reasonable, and not unfairly 
discriminatory To this, 


losses 


tive cases, to 


insure 
rates are made by some state bodies 
or, in general, must be state ap- 
proved if made by bureaus or com- 
panies. 

[fo make sure that the public re 
fair treatment and to 


ceives pre 


_~ Booth,Potter,Seal & Co. 


Public Ledger Building 


Philadelphia 6, Pa. 


=_ 
ot 


INDEPENDENCE SQUARE 


meee REINSURANCE 


vent unfair competition between 
carriers, most states require ap- 
proval of policy forms. The states 
exercise their well-established right 
to raise revenue by taxation of the 
insurance business. Being gener- 
ally unacquainted with insurance 
and its coverages, the public is en 
titled to fair treatment from car 
riers. The state insurance authority 
is, therefore, charged with the han- 
dling and investigation of com- 
plaints. Likewise, for the protection 
of the public, insurance commission- 
are empowered to examine, 
license, and supervise the producers, 
both agents and brokers. 


ers 


(c) Arguments in favor of state 
insurance funds usually center on 
(1) lower cost, (2) availability of 
coverage, (3) financial stability of 
carrier, (4) loss prevention service, 
and (5) equity and standardization 
of rates and forms 

It is argued that acquisition and 
administrative expenses of private 
carriers could be eliminated from 
the rate structure if insurance were 
provided by a state fund. The an 
swers to (a) and (b) meet this ar- 
gument, inasmuch as cooperation 
among carriers and regulation by 


the state reduce expenses as much 
as practicable. It is doubtful if they 
could be further mitigated by a state 
fund except for acquisition costs, 
and it must be recognized that 
agents perform a valuable service 
for which they should be compen- 
sated. 

It is argued that the state should 
provide means for insuring that 
which it requires to be insured, such 
as workmen’s compensation and 
automobile liability. The voluntary 
assigned risk pools mentioned in 
this argument, but the 
(b) fail to do so 

The state regulation of companies 
discussed in (b), to the extent that 
it is properly administered, meets 
the argument that a state fund 
would be more financially 
than a private carrier. 

Although it is argued that loss 
prevention and safety engineering 
could be more economically under- 
taken by the state, the cooperation 


(a) meet 


answers to 


secure 


of companies and the pooling of 
data, as discussed in (a), reduce 
and have produced a 
higher type of expert engineering 
service than could be reasonably ex- 


expenses 
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pected of the state at comparable 
cost. Competition produces better 
service. 

Equity and_ standardization of 
rates and forms might be better 
maintained by the state, but, as al- 
ready shown in (a) and (b), the 
combination of self-regulation and 
state regulation has accomplished 
this purpose most effectively. 


QUESTION 3 


The amount of loss for which 
an insurer is responsible, under the 
New York 1943 standard fire policy, 
is limited in that portion of the con- 
tract which makes it “an interest 
policy.” 

(a) Describe briefly each of the 
other limitations on the amount of 
loss for which the insurer is re 
sponsible under the terms of the 
1943 New York standard fire policy 

(b) An apartment house owner 
mortgaged his $100,000 building for 
$60,000. The mortgagee obtained 
a fire insurance policy for $60,000 
and the owner obtained a policy 
for $75,000. The policies are in 
separate companies and neither has 
been notified of the existence of the 
other policy. 

(1) What is the effect of these 
transactions on that portion of the 
1943 New York standard policy 
which makes it “an interest policy” ? 
Explain fully. 

(2) Would your answer to (1) 
be any different if the policies had 
been written on the New York 
1918 standard policy instead of the 
1943 form? Give reasons for your 
answer. 


Answer 


(a) Of the other limits placed 
on the amount of the fire insurer’s 
liability, all but one appear in the 
insuring agreement as follows: 
(1) Face amount of policy (the 
amount specified in dollars in the 
policy). 

(2) Actual cash value of property 
at time of loss. 

(3) Cost to repair or replace with 
material of like kind and quality. 
(4) Without allowance for in- 
creased cost by reason of ordinance 
or law regulating construction or 
repair. 


(Continued on the next page) 
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(5) No liability for indirect losses, 
including loss through interruption 
of business. 
(6) Pro rata for five days for goods 
removed from endangered premises. 
The one limitation not in the in- 
suring agreement is the pro rata 
liability (other insurance) clause. 
(b)(1) Both the mortgagee and 
the mortgagor have valid insurable 
interests in the property. The 
owner’s interest is the full value of 


the property, not just his equity, 
for in the event of loss he still owes 
the mortgagee the balance of the 
mortgage under its “promise to 
pay” provision. The mortgagee’s 
interest is the value of the mortgage. 

There is no provision in the 1943 
standard fire policy which precludes 
the mortgagee’s obtaining separate 
insurance, The pro rata clause 
would not apply in the event of 
loss, for though the property is the 
same and the peril insured is the 
same, the insurable interests are dif- 
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by price, but also for value. Value received 
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ferent and separate. The subroga- 
tion clause would apply so that no 
profit would accrue to either interest. 
The mortgagee’s insurer would be 
subrogated to an interest in the 
mortgage to the extent of its loss 
payment. Reimbursement would 
then be obtained from the owner. 
Each party would recover only to 
the extent of his interest. 

(2) Even though the New York 
1918 policy was a “sole and uncon- 
ditional owner policy,” there should 
be no difference from the answer to 
(1). Each interest was insured 
separately and it may be presumed 
that each described his interest ac- 
curately when he obtained the in- 
surance. 


QUESTIONS 4 & 5 


\n interstate truck loaded with 
household furniture skidded across 
the sidewalk and through a plate 
glass window into a building rented 
by a tailor who cleaned and pressed 
clothing. The impact injured the 
driver and a customer of the tailor. 
It also broke a gas pipe which 
started a fire that spread rapidly 
because of the explosion of cleaning 
fluids kept on the premises of the 
tailor in violation of the fire in- 
surance contracts carried by the 
tailor and the owner of the building. 
The tailor was severely burned when 
the cleaning fluid exploded. The 
building and contents of the tailor 
shop including customers’ clothing, 
the furniture truck and its contents, 
as well as more than half of the 
block were damaged or destroyed by 
before it was brought under 
control. The following night, sev 
eral thousand dollars worth of mer- 
chandise disappeared from one of 
the stores which had been damaged 
by fire. Several walls of the gutted 
buildings hung in a precarious posi- 
tion and therefore the police depart- 
ment roped off the area, thus pre- 
venting access to the stores of re- 
tail merchants located on the op- 
posite side of the street where no 
fire damage had been sustained. 
Two days after the fire, a heavy 
windstorm down one of the 
fire damaged walls onto an adjoin- 
ing building which had been dam- 
aged slightly by smoke and water, 
but was entirely demolished by the 
falling wall. 


fire 


blew 
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Insurance is carried as follows: 


1. Truck owner- 
Bodily injury and 
damage liability, 
Motor truck cargo, 
Workmen's compensation, 
Comprehensive material dam- 
age with deductible collision. 
2. Owner of tailoring business 
Fire and extended coverage on 
contents, 
Commercial accident 
(Bureau form), 
Workmen’s compensation, 
Extra expense, 
Bailees’ customers floater, 
Owners’, landlords’, and 
ants’ liability. 
Owner of building in which the 
tailoring business was located 
Fire and extended 
Plate glass. 
. Owner of merchandise which dis 


pre yperty 


policy 


ten 


coverage, 


appeared 
Fire and extended coverage, 
(pen stock burglary and theft, 
Primary commercial blanket 
bond. 
. Owner of contents of truck 
Personal property floater 
. Owner and tenant of retail store 
opposite fire which was closed 
for three weeks because area was 
roped off by police department 
Fire business interruption in 
surance. 
. Owner of building wall that col 
lapsed 
Fire and extended coverage. 
. Owner of building and contents 
demolished by falling wall 
Fire and extended coverage. 


Explain fully, with specific rea- 
sons, the extent to which each of the 
insurance contracts mentioned above 
would be applicable to the described 
losses. In your answer distinguish 
clearly between the contracts which 
are (1) primarily, and (2) second- 
arily, responsible. If any of the 
contracts are inapplicable, explain 
fully the reasons for their inapplica- 
bility. 


Answer 


From the facts stated, it appears 
that the accident was proximately 
caused by the truck’s skidding. This 
started the chain of circumstances 
that caused all the with the 
possible exception of the theft loss 


loss, 
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Statement as of December 31, 1952 


*U. S. Government Bonds 
*Other Bonds 

Common Stocks 

Cash in Banks and Office 
Balances Under 90 Days 


Interest Due and Accrued and Other Assets .... 


2,567,613.79 
251,437.35 
1,501,005.00 
369,376.95 
167,213.17 
55,083.30 


$4,911,729.56 


LIABILITIES 


Reserve for Outstanding Losses 
Reserve for Unearned Premiums 
Reserve for All Other Liabilities 
Capital Paid Up 

Surplus Over All Liabilities 


Surplus to Policyholders 


*Bonds as above valued on amortized basis 
deposited for 


in the above statement are 


$ 317,423.36 
2,061,027.14 
615,393.41 


1,917,885.65 


$4,911,729.56 


Securities carried at $584,868.28 


purposes required by law 
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“Lida 


of the following night and the wind- 
storm loss two days later. Whether 
the theft and the windstorm 
destruction of the wall were proxi- 
mately caused by the truck accident 
would be a question of fact for 


loss 


court decision, 

Truck owner—if the truck driver 
is held negligent, the owner of the 
truck (his principal) is liable for his 
negligence. The truck owner's 
bodily injury liability policy would 
respond for the injuries to the cus- 


° 
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tomer of the tailor and likewise for 
the injuries to the tailor, assuming 
his storage of cleaning fluids does 
not constitute contributory negli- 
gence. The bodily injury coverage 
is primary. 

If the truck owner is held liable, 
his property damage liability policy 
will be called upon to pay for the 
plate glass (through subrogation by 
the glass insurer), the broken gas 
pipe, and the damage to building 


Continued on the next page) 
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and tailor shop (possibly through 
subrogation). If the theft of mer 
chandise and damage to building 
were proximately caused by the neg- 
ligence of truck driver then this 
public liability policy will be respon- 
the 
loss of business 


sible also for stolen merchan- 
dise, the suffered 
by merchants, and even the damage 
Depend- 
ing on the facts, the property dam- 


to the adjoining building. 


age liability coverage would be in 
volved in all except the merchan- 
dise on the truck itself (property 
in care of the insured), but only 
the damage to the gas pipe is pri- 
mary (in the event the fire insurer 
of this property is relieved of liabil- 
ity because of policy violation, the 
liability of the truck owner would 
be primary); all other response is 
secondary (but not excess). 

\s an 
the motor truck owner is liable and, 
therefore, the truck 
policy (carrier’s liability) would be 
called upon to pay for loss of cargo 


interstate common carrier 


motor cargo 


upon the truck, as collision is a 
hazard covered and the contract is 
primary insofar as the motor car 
rier’s liability 1s concerned. 

Workmen’s compensation insur 
ance is the primary cover for the 
medical expenses and loss of time 
of the driver. 

Comprehensive material damage 
policy would pay for the damage to 
the truck less the amount of the de 
ductible, since collision is a hazard 
covered. This is primary. 

Owner of tailoring business—The 
fire and extended coverage policy 
would pay for loss to the contents 
of the tailor shop unless the insur- 
ance company could prove that the 
warranty concerning storage of 
cleaning fluids had been violated or 
that such storage constituted an in 
crease in hazard. If the company 
could establish breach of warranty 
and deny liability, the tailor unless 
guilty of contributory negligence 
would then the truck owner, 
who would in turn expect his prop- 
erty damage liability insurance to 
respond (if not already exhausted). 


sue 


COMMERCIAL STANDARD 
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with Policyholders SURPLUS 
OVER THREE MILLION DOLLARS 
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FIRE, EXTENDED COVERAGE 
INLAND MARINE 


COMMERCIAL STANDARD 


Tusurance Company 
FORT WORTH, TEXAS 


NO STANDARD HIGHER 


THAN COMMERCIAL 


STANDARD 


If the fire insurer accepted liability, 
it would undoubtedly be subrogated 
against the truck owner although the 
contributory negligence 
The fire and F. C. 


defense of 
might be raised 
contract is primary. 

The tailor could collect benefits 
from his commercial accident policy, 
as he suffered accidental bodily in- 
juries within the terms of that con- 
tract. His accident insurance is pri- 
mary and does not provide for sub- 
rogation 

Unless the tailor operated as a 
corporation and was, therefore, an 
employee he would not collect 
workmen's compensation benefits as 
the compensation policy covers only 
employees for medical expenses and 
compensation as provided in the 
state law. In this instance it would 
appear that workmen’s compensa- 
tion is inapplicable to the tailor him 
self 

Extra expense insurance (which 
is primary) would provide him with 
the funds necessary to get back into 
business at once, assuming his par- 
ticular business requires continuous 
operation. As a fire contract, it pre- 
sumably has the same warranty con- 
cerning storage of cleaning fluids. 
Consequently, the same arguments 
concerning breach of warranty 
would appiy as to the contents ; sub 
rogation rights would also be the 
same as for contents 

The bailees’ customers floater 
would give the tailor primary cov 
erage, for fire customers’ 
property in his possession. There 
is no violation of this policy through 
storage of fluids. The 
bailee insurer would press subroga 
tion rights against the truck owner 

Only if the tailor were held liable 


loss to 


cleaning 


for personal injury would he need 
his O. L. & 7 policy If the policy 
included property (op 
would 


damage 
tional), he 
should anyone file claim against him 
From the stated it 
seems that the tailor was not negli 
How 


have coverage 


circumstances 


gent in causing the accident 
ever, if the truck owner should be 
held 

able to meet the judgment, some of 
suffered 


innocent o. negligence or un 


those who subsequently 
losses might claim that severity of 
the accident the 
tailor’s storage of cleaning fluid in 
dangerous quantities. He could then 


& T policy to pro- 


was caused by 


expect his O. | 
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tect him for personal injuries for 
which he was liable and for prop- 
erty damage (if he had bought such 
the property dam- 
aged was not in his possession and 
control ) 


coverage and 


This policy is certainly 
secondary and probably inapplicable 
under the facts stated 


Owner of building in which the 


tailoring business was located— Fire 
and extended insurance 
would pay the loss to the building, 
unless the company denied liability 


coverage 


for breach of warranty. The owner 


might well claim no knowledge of 
the violation and no responsibility 
for it. If the loss were paid, there 
would be subrogation against the 
truck owner and against the tailor. 
The fire and E. C. insurance is pri- 
mary. 

Plate glass insurance is primary 
and would pay for the loss to the 
plate glass, with subrogation follow 
ing for 
property damage liability. 
ard insured by the plate glass poli y 
is also insured as vehicle damage in 
the E. C. endorsement 
quently, there would be apportion- 


against the truck owner 


The haz 


Conse- 
ment of the glass damage between 
the two policies. 

Owner of merchandise which dis- 
ap peare d 
age insurance specifically excludes 
theft. The open stock bur- 
glary and theft policy would not ap- 
ply since loss caused by, contributed 


Fire and extended cover- 


loss by 


to or occurring during a fire in the 
premises is specifically excluded. 
From the facts stated, it would ap- 
pear that the theft loss here was 
contributed to by fire. 

A primary 
bond covers dishonest 


blanket 


em- 


commercial 
acts of 
ployees only. Unless there was evi 
dence that the loss of merchandise 
was caused by employees, no claim 
could be established under the bond 

Owner of contents of truck 
The personal property floater in 
sures personal property anywhere 
in the world against “all risks,” 
which would include collision while 
being transported on a truck. Re 
covery could be had in full with sub 
rogation against the truck owner; 
either his motor cargo policy would 
pay or he himself would be respon 
sible. The PPF is primary 

Owner and tenant of retail stor: 
closed for three but not 
burned—This income 


weeks 


loss of was 
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not directly caused by fire damage 
to the insured premises, but the in 
terruption by civil authority clause 
of the business interruption form 
extends the coverage to include 
actual loss for not exceeding two 
weeks when access to the premises 
is prohibited by order of civil au- 
thority on account of a peril insured 
against. The insurance is primary, 
with right of subrogation. 

Owner of building wall that col- 
lapsed—The fire would 
pay for loss by fire. There was a 
separate peril causing the wall to 
fall—a heavy windstorm. The ex- 
tended coverage would indemnify 


coverage 


for this loss and is primary; subro 
gation appears unlikely because fire 
was not the proximate cause. 
Owner of building and contents 
demolished by falling wall—The 
slight damage done by smoke and 
water would be covered by the fire 
policy, and the large loss by falling 
wall by the same policy under the ex 
tended coverage endorsement as the 
cause of loss was a heavy windstorm 
This insurance would be primary as 
there is only a remote possibility of 
subrogation against the owner be 
cause of negligence in not having 
removed the fire-damaged wall. 
(To he continued) 








Executive Comment—from page 2! 


cates of compulsory automobile 
surance. All that nostrum can do is 
to provide a sham substitute for fail- 
ure to keep the known irresponsible 
and reckless driver from ever taking 
his seat behind the wheel of an auto- 
mobile. Compulsory automobile in- 
surance is not the answer. Compul- 
sory respect for law enforcement 
will be far more efficacious. 

The ocean marine business gives 
us great concern, even though ma- 
rine underwriters are quite adroit in 
meeting foreign competition and the 
incidence of new problems in an an- 
cient business. Our cargo business 
has suffered materially in the past 
few years due to an indifferent gov 
ernmental policy favoring foreign in- 
surance markets at the expense of 
American taxpayers, thus reducing 
the volume of the American market 
and depriving our own Government 
of such profit taxes as should flow 
from the The ocean ma 
rine business is involved in world- 
wide competition and we should 
least have our government officials 
as partners and not as competitors. 


business. 


A very large volume of premiums 
finds its to non-admitted for 
eign markets where neither rate nor 
form of contract are subject to any 
regulation. In fact, these non-ad- 
mitted markets openly cite the lack 
of regulation as a competitive ad- 
vantage over our increasing regula 
tion, which is now rapidly approach- 


way 


ing complete control. Guaranteeing 
solvency should naturally be one of 
the major functions of regulation, 
but admitted companies should not 
be restricted in covering the insur- 
able needs of the public and industry 
when in competition with non-ad- 
mitted carriers.—John A. Diemand, 
president, Insurance Company of 
North America Companies. 


MADE considerable 


E HAVE 
peters in qualifying, where 
state laws permit, all of our com- 
panies for multiple line underwrit- 
ing ; that is, the writing of all kinds 
of insurance except life, annuities 
and endowments. The trend in the 
industry toward multiple line un- 
derwriting shows comparatively 
Nevertheless, we 
equipped as this 


slow progress. 
are adequately 
trend develops. 

Fortunately, catastrophic 
such as we had in 1950, with 
1951, were experi- 
enced in Net written pre- 
miums straight insurance 
were less than a year ago. 
incurred were slightly higher due to 
frequent and large on the 
Pacific Coast and Canada. The 
net results, however, were quite sat- 
isfactory. Extended coverage showed 
marked improvement on_ higher 
rates. 

Physical damage to 
very substantial 


no 
losses, 
a carryover in 
1952. 
on fire 


I ZOSSCS 


losses 


automobiles 


showed a growth 


and, while the net results were good, 
loss settlements continued to mount. 
certain areas have been 
increased so that the outlook for 
1953 is not unfavorable. Inland ma- 
rine operations continued to grow 
with an incurred loss ratio to earned 
premiums at about the same percent- 
age as the year before. Hail insur- 
ance growing crops was again 
profitable; premiums were higher 
and losses were lower. 

Our casualty and bond business 
continued small. However, there 
was an increase in premiums during 
the year. Automobile liability and 
property damage presented the most 
serious underwriting problems. Ex- 
perience in the first part of the year 
was quite unfavorable, but showed 
progressive improvement in the suc- 
ceeding months. Rates have been 
increased generally, but are not yet 
reflected in earned premiums. On 
the whole, conditions seem to be im- 
proving and our expansion will un 
doubtedly increase at a faster pace. 

The security markets during 1952 
maintained the approximate levels 
prevailing at the close of 1951. In- 
terest rates fluctuated little during 
the year except on short-term securi- 
ties. Preferred stock prices re- 
mained about the same, and common 
stocks recorded new highs, resulting 
in a further unrealized appreciation 
in our common stock portfolios. 
There was a modest reduction in 
United States Treasury bonds and 

{Continued on page 116) 


Rates in 


on 








FAST TO! | 


“Turn talk into ‘cian says Bos’n Dan, “and start pros- 
in the lucrative Anchor bond market.” It offers 

i saillaelion of income in a field of high commissions 

afid consistent renewals. The Anchor line of bonds meets 
© every prospect’s needs—gives you an open door to im- 

rtant commercial and industrial accounts. 
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“A good 


Anchor can help you get started in this competition- 
free market, furnish successful selling tools—including 
the most simplified bond applications you ever saw. 


Helps You Sell!- Get on our mailing list te receive reguler issves of evr informative newsletter-“The Ancher Man" 


SEE YOUR ANCHOR MAN FOR COMPLETE DETAILS OR WRITE 
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a substantial increase in good grade 
tax-exempt bonds. The money in- 
vested in common stocks was in 
sound defensive issues, principally 
in the utility industry. Three pre- 
ferred stocks were converted into 
common stocks during the year. 
W. A. Herbert, president, Spring- 
field Group. 


w* wy 


N RECENT YEARS the underwrit- 
| experience in many types of 
casualty insurance has been unsat- 
isfactory, 1952 was no exception. 
However, due to the profit from its 
accident and health operations and 
from its surety business the com- 
pany was able to show an underwrit- 
ing profit. 

Due to rate increases in certain 
segments of the casualty business, 
most casualty companies will show 
an increase in business transacted in 
1952 over 1951. However, your 
company’s management _ several 
years ago detected an unfavorable 
trend in the casualty field and care- 
fully planned a diminution of cer- 
tain casualty lines in unprofitable 
territories. We have often said that 
the company is a department store 
of insurance and we consider it good 
merchandising to de-emphasize the 
unprofitable parts of our business 
and to emphasize the profitable lines 


Words Wve Werk By 


TRADITION 


To all great institutions, Tradition is not solely 
a thing of the past. It shapes attitudes toward today’s 
work, It inspires its inheritors to superior perfor- 
mance. THE LONDON ASSURANCE tradition of 


service beyond the contract began more than 230 


such as accident and health. In 1952 
we deliberately discontinued ap- 
proximately $7 millions of unprofit- 
able business and replaced it with 
$7 millions in accident and health 
lines which for many years have 
consistently shown a profit. It is 
significant that a large proportion of 
the increase in 1952 was recorded 
in the specialty lines consisting of 
unusual and extraordinary risks not 
normally written by other compa- 
nies. These fields require an unusu- 
ally high degree of imagination, 
flexibility, and judgment, and the 
company’s results largely 
from the intensive program initiated 
ten years ago of building adequate 
and capable personnel. 

Despite some rate increases 
allowed by state regulatory bodies, 
the company’s casualty and surety 
department experience continued to 
reflect the unsatisfactory conditions 
which have existed in this branch of 
the insurance industry. The infla- 
tionary spiral which gained momen- 
tum after the start of the Korean 
war has left us a generally higher 
price level which continues to im- 
pair our ability to settle claims 
fairly, particularly those in connec- 
tion with personal injury and prop- 
erty damage. The tendency of the 
courts to render large verdicts shows 
no signs of abating. 

After showing a loss in 1951, the 
fidelity and surety lines contributed 
to our underwriting profit last year. 


success 
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oOo Oo Oo Oo 8 @ 


2 22 


“W “_ “ “Ws ax 


y “— “ “W “_ “ ~ 


o © © © © © & 


years ago. It continues to grow and to 


guide us today. 


THE LONDON ASSURANCE 
1720 
SS John Street, NWew Work 3S 


There appears to be a leveling off 
of those inflationary conditions 
which for a time caused numerous 
defaults by contractors on construc- 
tion projects with consequent losses 
in our surety bond business. While 
the outlook is now brighter in the 
surety lines, we are not so optimistic 
about the fidelity business. We are 
fearful that there may be hidden or 
undisclosed liabilities under fidelity 
bonds, especially those written for 
banks, which will not come to the 
surface until future years. 

We have plans to enter the fire 
insurance business in a conservative 
way by writing a limited amount of 
preferred business. As time goes on 
we hope to offer to our agents in 
the field full and complete facilities 
for writing all forms of fire insur- 
ance.—Roy Tuchbreiter, president, 
The Continental Companies. 


kk 


T IS A PLEASURE to report that our 
bloat for 1952 produced con- 
siderably better results than for the 
year previous. While premiums 
written increased in all major 
classes, the growth was very pro- 
nounced in the automobile class pri- 
marily because of increased rates 
and an accelerated demand for all 
forms of automobile insurance, 
partly caused by the further devel- 
opment of financial responsibility 
Rate reductions and the con- 
tinuing spread of installment pre- 
mium plans had the effect of mini- 
mizing the increase in the important 
fire class. 


laws. 


Considerable improvement  oc- 
curred in our automobile bodily in- 
jury and property damage classes 
which have caused us serious under- 
writing problems for nearly two 
years. Although still failing to pro- 
duce profitable results, the class is 
beginning to reflect the effects of 
rate increases and the nationwide 
efforts to curb automobile accidents 
Rate increases are not the ultimate 
solution to this serious social and 
economic problem. The motoring 
public as well as the insurance in- 
dustry must continue to press for 
better driver education, more realis- 
tic jury awards, stricter licensing 
qualifications, more uniform traffic 
laws and better enforcement of such 


(Continued on page 118) 
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Making Friends. 


“UNDERSTANDING ... AVAILABLE... ALERT...” 


“Andy” Anderson can draw on his experience of 34 years 
as an insurance specialist for the reliable counsel and 
cooperation he offers agency men. Comments like those 
above testify that his efforts are rewarded by the confidence 
of men who are fully qualified to appraise the merits of 
fieldmen. 

This special talent for making friends, combining proved 
ability and an earnest desire to be helpful, is common to 
all Fire Association-Reliance Fieldmen. 

They come by it naturally, because they represent com- 
panies that will never grow too large to place the highest 
value on personal relationships. Why not find out how 
the Fire Association-Reliance Fieldmen can help you? 


Fem, 
.. with the ei 


Fieldmen 


Cc. R. “Andy” Anderson, 
Fire Association-Reli- 
ance Fieldman (center) 
explains ao new soles 
promotion package” to 
Elmer G. Kamin, Insur- 
once Manager (left) and 
Howard C. Chandler, 
Rote and Appraisal 
Engineer, of Quinlan & 
Tyson, top-flight agency 
which hes served the 
Evanston oreasince 1884. 


Head Offices: 401 Walnut St., Philadelphia 6, Penna. 
Branches in Atlanta, Chicago, Dallas, New York, San 
Francisco, Toronto. Claims and Settling Agents throughout 
the world. 


Fire Association 


SINCE 1817 
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INSURANCE COMPANIES OF PHILADELPHIA 
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laws. Our actively 


working to improve these conditions 


companies are 


and we urge that you lend your sup- 
port to this program 

lhe fire class continued profitable 
in spite of rate 
states. Total countrywide fire 
however, reached an all-time 
for the s straight 


reductions in several 
losses, 
high 
The 
accom 
toward 


second year. 
losses are 


trend 


mounting fire 


panied by a general 


decreasing rates so that the profit 
margin in this class is narrowing. 
Two additional important 
namzly workmen's compensation 
and general liability, 
provement as the result of 
‘reases and if the trend continues, 
results 
marine, bond- 
burglary, glass, 
miscellaneous 


classes, 


show some im- 
rate in- 
shouid produce satisfactory 
in 1953 
ing, 
accident 


Our ocean 
inland marine, 
and other 
classes developed satisfactory un 


derwriting results for the year. 


PEERLESS AGENTS 
GET BETTER RESULTS 
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- ing to chance 


plete e Fi 
tion programs! 


“ SIMPLIFIER 
in the sale of com 


and Surety protec 


Peerless Agents are fully equipped to 
produce greater sales volume by selling 


met 4a 
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at 
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thoroughly complete insurance programs to 


all their customers and prospects. 


The Peerless “Simplifier” (for the sale of 


Fidelity and Surety Bonds) and the 
“Organizer” (for the sale of Fire, 


Casualty and Bonding protection) leave 


nothing to chance — nothing to 
memory. These two sales-producers 
cover complete insurance program- 
ming so forcefully and logically ~ 
they are sure business builders 
whenever they are used. 
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PEERLESS 


LI, 


Bipiney 


An Old New England Company #% 


KEENE, NEW 


HAMPSHIRE 


1952 was a profitable 
though it, like 


diver- 


The year 
one investmentwise 
1951, 
gent trends in the security markets 
Prices of U. S. Government and tax 
exempt bonds declined while prices 
of preferred and common. stocks 
moved upward, the latter approxi 
mately 9% as measured by the Dow 
Jones Industrial Averages. In the 
aggregate our total portic lio of secu- 
rities showed a net increase in mar- 
ket value. In addition to this un 
realized gain in values, we realized 
profits on securities sold during the 
year. We continued to show im 
provement in our income 
vestments 


was characterized by 


from in 


Our ability to increase investment 
income is due in substantial measure 
to our growth in premium income 
Higher yields on tax-exempt bonds 
and short-term Governments helped 
to improve our net 
Sales of common stocks ex 


investment in 
come 
ceeded purchases as the level of the 
equity market reached the highest 
point in 22 years. As an offset to 
this action, we substantially in 
creased our holdings of high-grade 
bonds and preferred stocks having 
convertible features. 

Our underwriting operations con 
tinue to be pooled and the results 
apportioned among our companies. 
This pooling arrangement has many 
advantages for our group of com 
panies and is made possible by the 
development of multiple line 
Because each company is sharing in 
the underwriting results of all 
classes of insurance written by the 
group, a better spread and diver 
sification of business is obtained and 
their progress is more stable as they 
are not so subject to the same cycles 
of underwriting profits and losses 
as are companies writing solely fire 
or casualty insurance. We believe 
this trend to pool results will be 
in insurance groups 
overlooked in 


laws. 


a growing one 
and should 
comparing the underwriting results 
of a company on such a pooled basis 
with operations 
are largely limited to either fire or 
casualty 


not be 


companies whose 
insurance. 
Our program of integration on a 
multiple line basis advanced rapidly 
throughout 1952. The home office 
and field staffs have been in- 
tegrated to the fullest possible ex 
tent thus placing us in position to 


now 
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achieve maximum benefits of unified 
operations made possible by the pas- 
sage of multiple line legislation. 
Although immediate expense sav- 
ings can hardly be expected to show 
while such a major reorganization is 
taking place, we nevertheless ex- 
pect that the changes made will 
eventually result in substantial re- 
ductions in our costs of doing busi- 
ness.—G. D. Mead, president, Glens 
Falls Group. 
ww Ww 
= TERMS OF premiums written, 
our position reached an all-time 
high, but our rate of growth was 
less than it has been for the past 
several years. Underwriting results 
on fire and marine writings were 
generally satisfactory. Not 
our experience on automobile bodily 
injury and property damage, com- 
pensation, general liability and other 
casualty lines. Combined, these 
classes produced the largest under- 
writing loss our indemnity company 
has had since it was formed twenty- 
two years ago. Returns on our in- 
vestments were satisfactory, and 
they contributed substantially to the 
final consolidated results. Our in- 
vestment policy continues to be a 
conservative one. 


SO Was 


It is to be regretted that for the 
third consecutive year we must here 
feature the difficulties which have 
confronted us in the important field 
of automobile insurance. We believe 
though that the future should bring 
improvement inasmuch as some of 
the problems which exerted their 
most adverse effect during 1952 
have been partially if not wholly 
eliminated. Outstanding among 
these was the antiquated and un- 
realistic procedure for establishing 
rates on past experience alone. Long 
have we advocated that rates should 
he determined with due regard to 
inflationary influences in our econ- 
omy and anticipated increases in 
average claim costs. 

Not all the problems in the cas- 
ualty business, especially those ap- 
plicable to automobile coverages, 
will be solved by adjustments in 
rates. Of special importance is the 
continuing need to impress upon 
every American the full meaning of 
our nation’s deplorable highway 
death and accident toll. Toward this 
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my agency. 
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Yes, I represent the Boston and Old Colony and 
am proud of it. You remember, a few years ago 
when most companies were retrenching and how 
difficult it was for many agents to place risks. 
Instead of restricting us that way, they went out, 
secured additional capital and offered us even 
better commitments than before. When you rep- 
resent companies that stand by you that way, 


there is no question as to which ones are tops in 
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OLD COLONY INSURANCE COMPANY 


end we must continue to work for 
adequate driver education at high 
school level, the strict enforcement 
of traffic laws, and the promotion of 
new and improved highway 
struction. 

To combat the problems created 
by the uninsured motorist, the gov- 
ernors of several important states 
have advocated the enactment of 
compulsory automobile insurance 
laws, unsatisfied judgment fund 
statutes, and laws requiring the im- 


con- 


pounding of 
volved in an 


any automobile in 
accident where the 
owner is not financially responsible. 
Such measures will not solve our 
highway difficulties or the problems 
of automobile 
and severity. 
The demand for protection against 
the careless and irresponsible motor 
ist who fails to tarry insurance can 
best be met by underwriters offering 
automobile owners and passengers 


accident frequency 


(Continued on the next page) 
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and pedestrians a new and broader 
coverage, reimbursing hospital and 
medical expenses and other dam- 
ages that result from an accident 
with an uninsured car owner or one 
who is financially unable to satisfy 
a just and provable claim. 

It is impossible to consider the 
past or future performance of our 
companies without thinking in terms 


of national economic developments 
and trends. We know that to a con- 
siderable degree the rapid growth of 
our business during recent years has 
resulted from the inflationary char- 
acter of our economy. While the 
adjustment would be difficult, we 
would welcome a return to more 
realistic values, believing that from 
a long-range point of view our 
progress and welfare would be bet- 
ter assured. Barring a third world 





Worcester Mutual 
Fire Insurance Company 


ESTABLISHED 


1823 


Oldest Fire Insurance Company in Massachusetts 


An Annual Report looks to be dull 
reading because it is a simple statement 
of cold facts and figures . . . the kind of 
figures you need for evidence of a com- 
pany’s strength. 

In the report of the Directors to the 
first annual meeting of the Worcester 
Mutual, on December 8, 1824, it was 
stated, “4 strict regard to economy has 
been in relation to every expense 
from a persuasion that the prosperity of the 
institution depends very much upon this 


129th Annual Statement 


observed 


Casu 1n Banks AND OFFIce 


Bonps 


U. S. GoverNMENT ; 
State, County ann Municipat 
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principle.” This has been a sound guid 
ing principle. Its continuing application 
has enabled the Company to pay divi- 
dends regularly. 

Through wars, depressions, panics and 
calamities the Worcester Mutual has con- 
tinued to function in the interests of its 
policyholders. An agency-writing com- 
pany since its organization, it has worked 
closely with its agents, not only for better 
policyholder service, but for improved 
fire protection. 
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war, it is our belief that a stable and 
prosperous economy, based upon 
maximum service by business to the 
American people, can best be real- 
ized by ending deficit financing and 
unnecessary expenditures on the 
part of national, state and local gov- 
ernments. The outlook for the at- 
tainment of that goal is perhaps 
brighter than it has been for many 
years.—James F. Crafts, president, 
Fireman's Fund Group. 


“we 
Bees YEAR 1952 proved to be a 


very fortunate one for the cor- 
poration, with results much better 
than anticipated. We shall strive for 
increased profit during 1953 with 
moderate increase in volume in fav- 
orable lines and a balanced opera- 
tion throughout, but additions to 
surplus will undoubtedly be more 
modest. 

It is now generally recognized 
that the action taken by this corpo- 
ration brought into national focus 
the predicament in which not only 
casualty reinsurance companies were 
placed but in which the entire lia- 
bility insurance industry found itself 
because of unfavorable develop- 
ments affecting the liability lines. 
Severe underwriting losses had been 
and were beinz experienced due to 
inflation and increased cost of 
claims; and also due in large part 
in the automobile liability business 
to greatly increased physical hazards 
with double the number of motor 
cars on the streets and highways of 
our country since the end of World 
War II, the progressive deteriora- 
tion of highways, and no improve- 
ment in the driving habits of the 
American public. 

The action taken by this corpora- 
tion stimulated, to no small degree, 
rate increases being allowed on al- 
most nationwide bases, and increases 
being approved for excess limits, the 
rates for which had not been 
changed in many years. The rate 
situation is now greatly improved, 
but rates may not yet be adequate 
for the reasons above expressed, 
plus increased cost of claims due to 
higher jury awards. Our own aver- 
age claim cost has gone up mod- 
erately compared with some of the 
direct-writing companies. Increases 
in claims which exceed the reten- 
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tions of the reinsured companies fall 
entirely upon the reinsurers and this 
explains our requiring increased re- 
tentions underlying us. Some spe- 
cialized companies have shown good 
underwriting profits for 1952, but 
the industry as a whole will probably 
show losses in the liability lines un- 
til further relief is secured through 
rates and improved physical condi- 
tions such as highway development. 

Workmen’s compensation rein- 
surance has produced an underwrit- 
ing loss over many years and, con- 
sequently, this line has been reduced 
to almost a minimum. It is neces- 
sary to carry some of this business 
in connéction with other lines and 
any exceptions to this procedure will 
be rare. An exhaustive survey has 
taught us much with regard to com- 
pensation and it is possible that in 
the future profit may be developed 
upon this class. We have retired to 
the greatest possible extent from the 
most unfavorable states. Our vol- 
ume in 1952 was down and it will be 
further reduced in 1953 because of 
runoff premiums contained in the 
figures for 1952. Because of the 
liberal manner in which reserves 
have been established, compensation 
produced an underwriting loss for 
the year. 

On the basis of our surplus as of 
December 31, 1952 our volume is 
not more than one and one-half 
times policyholders’ surplus, a much 
more conservative ratio than existed 
one year ago. Our continuing to re- 
serve incurred but not reported and 
undeveloped losses upon current 
business at 100% or more of earned 
premiums for the liability and com- 
pensation lines has resulted in this 
reserve remaining at a very high fig 
ure.—Frank P. Proper, president, 
Employers Reinsurance Corpora 
tion 
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IRE INSURANCE and the allied 

lines commonly asociated with it 
comprise our principal source of 
underwriting income. Our volume 
of fire and allied prem: as showed 
a small decrease, which not 
unexpected. Fire insurance rates 
moved steadily downward during 
1952 and the trend still continues. 
While this is not yet alarming, the 
effect on expense ratios gives us 


was 
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7 Cf} — many units worked desperately 
to fight fires 


All Agents 
may not know 
CENTRAL SURETY 
Policies Cover: 


Fire . . . Lightning 
Extended Coverage 
Additional Extended Coverage 
Rental Value 
Additional Living Expenses 
Householders’ Limited 

Theft Endorsement 
Residence Glass Endorsement 
Personal Property Floater 

including Personal 

Jewelry and Furs. 


ONE efficient unit handles 
& the job easily 
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Becomes Dated, too! 


Now, ONE modern Multiple Line Company 
serves economically and efficiently. Former 
methods of insurance are becoming as obso- 
lete as old fire engines. 
you sell 


CENTRAL SURETY 


Multiple Line Coverages 
And this comparison of OLD with NEW 
provides a fine opportunity to compare old 
property values with present day values — 
to sell adequate insurance on today's re- 


This fact helps 


placement values. 


CENTRAL SuRETY AND INSURANCE @RPORATION 





It's Wise to Centralize 


R E McGINNIS, President 


HOME OFFICE KANSAS CITY, MISSOURI 





some concern. Extended coverage 
premiums, on the other hand, re 
flected the needed increases in rate 
which have been obtained in certain 
areas since the windstorm losses of 
1950. The primary cover in this en 
dorsement which is commonly at 
tached to fire insurance policies is, 
of course, windstorm. No major 
windstorm catastrophes occurred in 
1952 and the various other perils in- 
cluded in this coverage behaved rea 
sonably well. 

Ocean marine losses were higher 
again in 1952, producing another 
year of little, if any, profit in this 
class. On the contrary, inland ma- 
rine experience showed up well. 
Auto physical damage—that is, col- 
lision, comprehensive, fire, theft, 


etc.—improved 1952 \l 
though the volume was quite small 
in our new casualty and bonding de 
partment, it is growing each month 
Our conservative underwriting pol 
icy seems thoroughly justified and, 
furthermore, we do not expect to 
expand faster than we can obtain 
competent manpower to supervise 
these casualty classes, both in the 
office and field. On January 1, 1953 
we consolidated our automobile 
physical damage and casualty de 
partments into one underwriting 
unit with the same administration 
The effect of inflation further 
aggravated nearly all items of ex- 
pense, including 
agents. This problem still lacks sta 


during 


commissions to 
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bility and is no nearer to a solution 
than it was a year ago. 

The rate of return on our bond 
and stock portfolio, calculated on the 
average cost as of the beginning and 
end of the year and after expenses 
applicable thereto but before federal 
taxes, was 3.79% in 1952. The cor- 
responding figure for 1951 was 
4.14%. The decline was due in 
large measure to the fact that, dur- 
ing the year 1952, the bulk of new 
funds available for investment was 
employed in the purchase of tax 
exempt bonds at rates well below 
the average on our total portfolio. 

A. North, president, Phoenix- 
Connecticut Group. 


John 


HERE WAS A marked improve- 
‘oe in our casualty insurance 
underwriting experience toward the 
1952. The same improve- 
ment was reflected in our underwrit- 
ing results for the month of January, 
1953 and should continue unless 
some unforeseen developments oc- 
cur. Profitable operations in the last 
quarter were not sufficient to offset 
the loss sustained in the early 
months so that the year’s operations 


cl yse if 


resulted in an underwriting loss. 

Che progressive increase in mo 
tor vehicle accidents and the rise in 
average costs of claim settlements 
which has taken place in the past 
several years continued during the 
first quarter of 1952. In the second 
and third quarters this trend leveled 
off and in the last quarter of the 
year there was a pronounced de- 
cline in claim frequency and a no- 
ticeable stabilization in settlement 
costs. This reversal in trend applied 
also to general liability and work- 
men’s compensation claims. 

There is evidence that insureds 
are becoming conscious of the fact 
that insurance rates are based on ac- 
cident frequency and claim 
and that more accidents and higher 
settlements automatically increase 
the insurance premiums they have 
to pay. This has caused citizens in 
a large number of local communities 
to organize highway safety groups 
demanding stricter law enforcement 
and more effective traffic control and 


costs 


education, 


Operating expenses were less than 
the amount incurred for 1951. This 
was accomplished in spite of higher 
salary scales and rising prices for 
other services. Close attention was 
given to every item of expense and 
under our work simplification pro- 
gram, wherever possible, positions 
vacated by resignation or retirement 
were discontinued. —A. F. Lafrentz, 
president, American Surety Group. 


URING THE PAST year the fire 
) te inland marine business of 
our companies had a favorable un- 
derwriting experience and, after 
providing for adequate reserves, 
produced a good underwriting 
profit. However, destruction of 
property by fire continues at an in- 
creasing pace, and each year seems 
to produce a greater amount of de- 
struction than the year before. Rate 
reductions been granted on 
certain fire insurance classifications, 
but with the upward trend in the 
burning ratio, consideration to any 
further reductions by rating super- 
visory authorities should be ap- 
proached with caution, to make sure 
that the projected levels are ade- 
quate to produce a reasonable profit 
for the industry 


Much has written and 
spoken during the past two years 
regarding the unfavorable under- 
writing results of the casualty in- 
surance business, with particular 
emphasis upon automobile bodily 
injury and property damage. This 
department of our companies, in 
common with the industry, again 
experienced a substantial underwrit- 
ing loss during the past year. Sev- 
eral beneficial measures are being 
taken, some of which are now oper- 
ating, to correct this situation. These 
measures consist of 


have 


been 


increases in 
automobile rates, rigid en- 
forcement of highway and _ traffic 
laws, periodical state inspection of 
automobiles, and educational pro 
grams in various parts of the coun- 
try directed to motorists to drive 
carefully and at reasonable speeds 
Loss trends showed improvement in 
this department in the latter months 
of last year and if the economy of 
our country does not experience an 
other rise in inflation, our companies 
should show considerable improve- 


more 
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ment in their automobile underwrit- 
ing results during this year. 

We enter into this year with con- 
siderable encouragement on the 
outlook for che industry and for our 
companies’ operations during the 
year. Our fire and marine business 
which has produced a good profit 
over the years should, barring a seri- 
ous catastrophe, give a good ac- 
counting of itself in 1953. The auto- 
mobile business which for the past 
two years has lost a very substantial 
amount of money for our companies 
and adversely affected our over-all 
underwriting results, should greatly 
improve during 1953. This observa- 
tion is made on the assumption that 
the beneficial measures referred to 
elsewhere in this report are com- 
pleted and enforced, and that the 
driving public will take their respon- 
sibility seriously. I believe they will 
when they are sufficiently awakened 
to the fact that automobile insurance 
rates are made by them and any re- 
duction in their costs can only be 
had by their co-operation in driving 
carefully and thereby bringing about 
a reduction of accidents on the 
streets and highways of our country. 

Peter J. Berry, president, Secu- 
rity-Connecticut Group. 

xKwe 


hry RESULTs of our operations 
in 1952 have followed the 
profitable trend which was present 
in the four preceding years, com- 
pleting a cycle of five good years in 
succession to a similar cycle in the 
reverse direction. The absence of 
catastrophes in the past year has, of 
course, been most helpful in the 
establishment of this satisfactory re- 
port. 

In the fire and allied lines field we 
made excellent progress and fulfilled 
the hopes expressed in our last re- 
port that “it seemed good reasoning 
to carry a full line of business in a 
cycle which currently is working to 
our advantage.” We are still main- 
taining that point of view and using 
the profitable operations in 1952 to 
finance the expansion of our busi- 
ness in 1953. 

The ocean marine business has 
been definitely unprofitable this year 
due to the loss of a number of hulls 
and cargoes of considerable value 
Our experience in this direction is 
undoubtedly that of most companies 

Continued on the next page) 


For April, 1953 








Show Your Client 
How To— 


PROTECT HIS INCOME 


CUT DOWN ON HOSPITAL 
& SURGERY COSTS 


PROTECT HIS FAMILY 


SAVE MONEY 


ENJOY RETIREMENT FREE 
y FROM WORRY 





With North American’s 


“Complete Circle Of Personal Protection" 


NORTH AMERICAN ACCIDENT 
INSURANCE COMPANY 


209 SOUTH LASALLE ST., CHICAGO 4, ILLINOIS 








YOUR PROVIDENT FRANCHISE MARKET 


1111 


* ie & % 


Easy to find. . . Simple to write 


Finding a ready market for Provident’s Payroll Protection Plan is as easy as a 
walk down Main Street . . . because over 98 percent of employers in the U. S. 
have fewer than 50 employees. And your job is easier through the simplest pos- 
sible underwriting procedures—all built around the exclusive feature of just one 
application and one policy for the whole franchise job. Our new brochure gives 
the whole story on the franchise market and how to sell it. We'll be glad to 
send you a copy ... aS soon as We receive your request. 


3-WAY COVERAGE 
Accidental Death and Dismemberment and Accident and Sickness for the employee. 


Hospital-Surgical for the employee and his dependents (Dependency coverage optional with 
the individual employee). 


Written on non-occupational or 24-hour coverage. 


Franchise plan not available in California. 


& BROKERAGE BUSINESS INVITED 
PROV DENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


| MH ed 
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writing this line of business. The 
ability of the ocean marine business 
to correct and adjust rates to meet 
any situation promptly should lead 
to a correction of the unprofitable 
trend in 1953. Our inland marine 
business is relatively modest but de 
veloped a profitable outcome. 

Our quota share casualty business 
Was not as profitable as in 1950 and 
1951 due primarily to the rate level 
being too low because of increased 
costs of claims. Rate increases, how- 
ever, have become effective during 
the last few months and it is antici- 
pated that our casualty operations 
will be profitable again in 1953. 

In our last report, we took an 
optimistic outlook with respect to 
our fortunes in 1952, if we were 
spared the effects of catastrophes. 
We know of no reason to change 
that point of view with respect to our 
operations in 1953.—W. J. Langler, 
president, Northern Insurance Com- 
pany of Hartford 


ete. 


HE YEAR 1952 found the insur- 
fra industry still suffering the 
effects of inflation. The rising spiral 
of costs has contributed materially 
during the year to the highest dollar 
loss by fire ever experienced by the 
greater than in 1951 
and 14% greater than in 1950. This 


nation, 7.3% 


same factor has, with equal effect, 
caused other lines of property in- 
surance to experience greater than 
normal loss costs. In the casualty 
field the depleted value of the dollar 
has brought about awards by juries 
of startling amounts. As rising costs 
and increased taxes have in some 
form affected each of us personally, 
so have they affected the operation 
of your company. 

Stockholders were previously as- 
sured that the expansion of our cas- 
ualty division would be related to 
our ability to absorb this business. 
Competent staff has been acquired 
for the conduct of our casualty un- 
dertakings in twelve states. Con- 
servatism has been the watchword 
of these endeavors and will continue 
until we are satisfied that upward 
rate adjustments offer reasonable 
expectation of profit. Casualty ex 
perience is primarily determined by 
the results of its largest segment 
automobile liability insurance. The 
ultimate disposition of this problem 
of vital interest not only to our 
business but to our society as well 
resides in the willingness of the pub- 
lic and its representatives to adopt 
and enforce effective measures for 
curbing the accident toll. 

During 1952 we joined with sev- 
eral other companies in introducing 
a “Homeowners Policy,” which is 
our first tangible expression of true 
multiple line thinking 
protection heretofore provided sep 


It combines 
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A 36 year old stock company dedi- 
cated to offering the most complete 
and broadest of insurance cover- 
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service. 








arately under fire, burglary and com- 
prehensive personal liability insur- 
ance policies. This comprehensive, 
convenient and economical contract 
is now being written in five states 
and it is hoped that it will spread as 
the year progresses.—K. B. Hatch, 
president, Fire Association of Phil- 
adelphia Group 


roM A stockholder’s standpoint, 
Fe: over-all results were quite 
satisfactory. The statutory under- 
writing results from the insurance 
business were not as good as they 
should have what should 
have been reasonably expected. In 
the underwriting field, we are still 
confronted with the problem of at- 
tempting to underwrite automobile 
liability and automobile property 
damage insurance at a profit. Poor 
loss experience on these classifica- 
tions of insurance is general in the 
industry and due to our large auto- 
mobile writings, it is of particular 
importance to our group. It should, 
and undoubtedly will, eventually be 
underwritten with a margin of 
profit—John R. Cooney, president, 
Loyal Group. 


been or 


OST OF THE CLASSES of insur- 
M2 written by the companies 
contributed to the over-all improve- 
ment in underwriting results, but 
the most important single factor has 
been the realization in the earned 
premium account of a portion of the 
benefits contained in the higher rates 
for the automobile liability lines. 
During the year many states author- 
ized rates on other 
classes of business, notably certain 
classifications of liability other than 
automobile, and as these increases 
become effective in earnings they 
should contribute to further im- 
provement. 


increases in 


Company statistics for 1952 indi- 
cate a moderate reduction in the 
rate of automobile bodily injury and 
property damage claims reported as 
related to units of exposure, thus 
raising that the concerted 
efforts of the insurance industry and 
many Other agencies are producing 


hopes 


(Continued on page 126) 


Best’s Fire and Casualty News 





FINANCIAL STATEMENT 


OF 


INDUSTRIAL INDEMNITY 
COMPANY 


a7 A Calfornta Slock Company 
AT DECEMBER 31, 


Condensed from statement filed with California Department of Insurance 


fiatililies 


AS 


hssels 


1952 





CASH 
Actual cash on deposit in banks 
BONDS 


U.S. Governments 
Latest maturity March 15, 1955 
Municipals .. . 


Latest maturity June 1, 1956 


STOCKS 


Common and Preferred 


PREMIUMS IN COURSE OF COLLECTION 
None of which has been owing for more than 
ninety days 


REAL ESTATE OWNED 


Land and building—Sacramento office 


OTHER ASSETS 





$ 8,224,088 


RESERVE FOR LOSSES .. : 
Computed in accordance with California In 


$19,416,033 


surance Code for future payment of claims 


RESERVE FOR UNEARNED PREMIUMS 
Premiums and deposits paid in advance and 


14,542,489 


not yet earned 


805,049 


RESERVE FOR TAXES . 


Reserve for payment of State and Federal 


1,841,730 


Taxes, when due 


RESERVE FOR POLICYHOLDERS’ 


DIVIDENDS 
OTHER LIABILITIES 
CAPITAL STOCK . 
SURPLUS 
SURPLUS AS REGARDS POLICYHOLDERS 


736,845 


636,987 
178,373 


$1,045,950 


5,626,536 


TOTAL LIABILITIES, CAPITAL 


TOTAL ADMITTED ASSETS $28,902,362 
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Executive Comment—from page 1|24 


some favorable results in the ef- 
fort to greater care and 
safety in the use of motor vehicles. 
However, further the 
average cost of settling these claims 


achieve 
increases in 
is an offsetting factor. Even greater 
effort is imperative on the part of 
all if real progress is to be made in 
reducing the needless toll exacted by 
avoidable accidents. 

Experience on workmen’s com- 
pensation continues to be unfavor- 
able. There 
tered rate increases authorized, but 


have been some scat- 


in some instances the higher rates 
have been accompanied by increased 
benefits which will absorb much, if 
not all, of the higher premium in- 
come, 

The progress which is being made 
in diversification of the business of 
the companies has been obscured in 
recent years by the rate increases 
which have been concentrated in the 
automobile liability lines. Neverthe- 
gratifying gains been 
made in the volume of general prop- 
erty fire and bonding premiums. 


have 


less, 


Indications are accumulating that 
the wave of inflation which became 





WIBTITH A his widow will cal 


Your general insurance clients call you 
ony time something happens. You are on the 
spot with helpful service and a claim draft 


Depending upon you in time 
of need becomes a fixed habit 


Along that line, let’s consider the chances of 
a client age 35 over the next 20 years: 


Chance of fire... 1—20 
Chance of burglary... 1—16 
Chance of death... 1—6 


Should husbond-client die, what would be 
more natural than for widow to call you? 
We can put you in a position to say what 

she will want to hear . . . for we have 
been working with general insur- 
once agencies for forty years 
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Continental Assurance Company 
310 S. Michigan Ave., Chicago 4 


Associates: 


Continental Casualty Company 


Transportation Insurance Company 
United States Life insurance Company 


Pp S Continental gives you some identical 
e Be pension-welfare privileges “regulars” enjoy. 
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evident following the outbreak of 
the war in Korea may be subsiding. 
The rise in operating expenses and 
loss costs which followed in its wake 
was harmful to the insurance indus- 
try because necessary adjustments in 
rates could not be made quickly 
enough to underwriting 
If the general price level 
stabilizes or the ultimate 
effects should be quite beneficial. 

Lee Schleyer, president, American- 
Associated Insurance Companies. 


prevent 
losses. 


recedes, 


HILE PREMIUMS written by 
Wi. fire and allied line division 
showed a growth, it should be noted 
our production efforts were penal 
ized somewhat by the conversion of 
a considerable volume of term busi- 
ness to one of the deferred payment 
premium plans presently being used 
the 
These plans result in our recording 


in many sections of country. 
only one year’s premium on such 
business rather than the customary 
This 


no dis 


three or five-year premium. 
year, as was true in 1951, 
asters of a catastrophic nature were 
experienced ; however, losses caused 
by fire, as reported by The National 
Board of Fire Underwriters, indi 
cate that in 1952 the industry 
perienced the highest dollar fire loss 
in its history. Our fire division’s 
operations nevertheless were profit- 
able. There has been considerable 
improvement in our experience in 
the ocean and inland marine de- 
partments, with the result this divi- 
sion developed a satisfactory profit 
for the year. 


eX- 


In the casualty and surety depart 
ments, the ratio of losses and loss 
adjusting expenses incurred to pre- 
miums earned recorded a sharp im- 
provement over last year’s record; 
however, the business was still un- 
profitable. The problem confront 
ing the country and the industry in 
connection with the hazards of auto- 
mobile travel on the highways is a 
continuing one, though it would ap- 
pear that most citizens and many 
legislators have finally become so 
aroused, there is a real prospect 
that as a result of co-operative ef- 
fort, conditions mav be materially 
improved. If each driver would an- 
ply himself to this important prob- 
lem and undertake to obey traffic 
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laws and regulations, much of the 
difficulty we have been experiencing 
as a nation would be eliminated. 
The situation is still critical 
demands the best efforts of all. 

In 1953 we shall exert every ef- 
fort to develop further those classes 
of business we have been 
fully writing for many years. In 
addition, we are taking 
write casualty and surety business 
in new areas with the thought of 
improving our spread in 
classes while at the same time sea- 


and 


success- 


steps to 


these 


soning the business of agencies pre- 
viously planted.—D. C. Bowersock, 
president, Boston-Old Colony group. 


.- oo. ees 


HE YEAR 1952 fortunately was 
Bred of disasters such as af 
fected mpany'’s results for 
the years 1950 and 1951. Competi 
tion for business has become much 
keener due to a number of contribut 
ing factors, the principal one being 
the demand on the part of casualty 
interests for fire premiums to off 
set their experience on automobile 
and other liability insurance which 
has been very unprofitable in the 
past several years. 

The notice of the annual meeting 
contains a proposal to amend the 
charter of your company by includ- 
ing the following classes of insur 
ance: Burglary & theft, elevator, 
personal injury liability (other than 
motor vehicle), property damage 
and employers’ liability. It is not 
our intention to engage in these 
particular lines of business except as 
they are added to new forms of 
fire policies, but it is necessary to 
powers in the 
pany’s charter in order to be able 
to meet competitive situations.— 
W. J. Reynolds, president, Amer- 
ican Equitable Assurance Company 


your c¢é 


include these com- 


x oe x 


Y IS A PLEASURE to report that, 
despite the continued adverse ef- 
fects of current conditions on both 
loss and expense ratios, operations 
in 1952 were an improvement over 
1951. Higher loss ratios on auto- 
mobile liability and workmen’s com- 
pensation insurance were more than 
offset by lower loss ratios on other 
lines, resulting in a reduction in the 
over-all loss ratio in 1952. Higher 
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Aighlights 


from our 51st Annual Report 


to Policyholders 
Ww 


As of December 31, 1952, as filed with the Insurance 
Department, State of Indiana, admitted assets totaled 
$19,366,832; liabilities, $13,341,110; and surplus to 


policyholders, $6,025,722. 


Assets increased by $3,020,600 during the year, or 18.5% 


over 1951. 


SURPLUS TO POLICYHOLDERS increased $1,113,400, or 22.7% 


over 1951. 


Net PREMIUMS WRITTEN were $13,490,280 for the year, an 
increase of $2,106,755, or 18.5% over 1951. 

Losses INCURRED during 1952 were $4,752,569. It represents 
a loss ratio on an earned premium basis of 39.6%, and 
compares with a ratio of 40.5% for 1951. 


SAVINGS of $1,756,120 were returned to our policyholders as 


dividends during 1952. 


Business since organization in 1902: Net premiums written, $118,152,960,; 
net losses paid, $41,695,355; dividends to policyholders, $17,985,250 


(Crain Calon (Mitta, 


INSURANCE COMPANY 
INDIANAPOLIS 7, INDIANA 
Western Department: Omaha 2, Nebraska 


& ALLIED LINES + 


AUTOMOBILE - 


INLAND MARINE 





interest rates were reflected in 
greater investment income, a trend 
which can be expected to continue 
as bonds bought at lower yields 
mature and the proceeds are rein- 
vested at current interest rates. 

Automobile liability and work- 
men’s compensation insurance con- 
tinue to be the most serious prob- 
lem confronting our company and 
the casualty insurance business. 
Although the dollar volume in both 
of these lines was greater in 1952 


than in 1951, as a part of our pro 
gram to better control these lines, 
the number of policies written and 
the number of claims incurred was 
smaller, 

While the full effect of rate in- 
and intro 
duced during the past two years has 
not yet been fully realized, the gains 
which 1952 
from higher rates and better risk 
selection were more than offset by 


creases improvements 


were realized during 


ontinued on the next page) 
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an unprecedented increase in the 
claim settlements, 
in an underwriting loss 
liability 
workmen's compensation insurance. 


average cost of 
resulting 
on automobile and on 
In view of the still rising average 
claim questionable 
whether these severe underwriting 
can be entirely eliminated 
but every effort to that 
end is, of course, being made. That 
rate 
alone is evident.—-R. E. 
VcGinnis, president, Central Surety 
Group 


costs, it 1S 


losses 


in 1953, 


it cannot be accomplished by 


increases 


UR AIM Is to have an aggres- 
Ox. nationwide, multiple line 
organization which will be a source 
of ever-increasing profit for the 
stockholders. The accomplishments 
of the past year include the success 
ful completion of the required staff 
ing, training, and equipping of the 
new offices and departments and, in 
addition, the installation of 
new methods and procedures neces 
sary for the flexibility and efficiency 
of a progressive and competitive 
organization. Thus we now have 
the basic plant and organization to 
accomplish our aim. The 
these investments in the future has 


many 


cost ol 
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naturally influenced the profit and 
statements during our years 
of development. We feel confident, 
however, that this money has been 
wisely invested and will now begin 


loss 


to provide a return for the stock 
holders. 


lo understand properly the state 
the company, it 
made clear that the com- 
a period of transition 


ment ol parent 
must be 
pany is in 
irom a pure hire and marine com 
pany 
Chis 
parent 
third 
1952 


to a multiple line company. 
fact is that the 
company wrote automobile 
party liability premiums in 
requiring the setting up of 
mandatory reserves loss regardless 
of actual loss costs. There is in addi- 
tion the statutory unearned premium 
Both reserves have their ef- 
fect on the total underwriting re- 
sults. These reserves, together with 
unusually heavy losses, contributed 
to the statutory underwriting loss 
experienced by the company during 
1952. Stephen W., Carey, Jil, 
president, Providence Washington 
Group 


reflected in 


reserve. 


ERHAPS THE most significant de- 
ger nome of the year was the 
reversal of cost trends. The 
second six months yielded under- 
writing earnings in contrast with 
underwriting losses in the first six 
months. The addition to the un- 
earned premium reserve, made nec 
essary by an increase in writings, 
contributed materially to the statu 
tory underwriting loss. 


loss 


\ll departments participated in 
idditions to the premium writings, 
but by far the greater portion of the 
increase was due to higher rates on 
automobile and to the adoption of 
automobile financial responsibility 
Auto 
mobile bodily injury and automobile 
property damage continued to be a 
drag on the casualty earnings. There 
was some improvement over 1951, 


laws by several more states 


and further relief may be expected 
when rate changes already in effect 
more fully reflected in 
earned premiums. This is a drawn- 
out process and the total benefit will 
not be realized until 1954.—E. 
Asbury Davis, president, United 
States Fidelity & Guaranty Com- 
pany 


become 
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Y REPORT once again will tell 
—— about the activities of our 
group rather than the parent com 
alone. 


net writings of 
naturally 


pany Due to the large in 


crease in our fire 


business, unearned 
premium reserve 
heavily. However, it is the hope 
of the management that the business 
we have put on our books is of such 
a quality that these reserves should 
run off at a profit. Only time will 
tell. 

According to figures released by 
the National Board of Fire Under- 
writers, the incurred losses for 1952 
in the United States were approxi- 
mately $785,000,000. This is an 
increase of 7.3% over 1951. When 
one that these 
losses are due to the carelessness 
of individuals, it the 
need continued education along 
In spite of 
this increase in losses, rate reduc- 
tions have granted 
of the states on fire lines and this, 
together with the large volume of 
heretofore written for 
term and now being written on an 


our 


increased very 


considers most of 


some shows 
of 
fire prevention lines 
in 


been most 


business 


annual basis, will do much towards 
keeping our volume of premiums 
down in 1953. We do not 
to increase our fire premiums this 
vear. 

Due to the frequency of losses and 
the continued high awards given, 
the liability rates have been in- 
creased in most territories. We 
fully expect a large increase in our 
our belief 
standards 


expect 


casualty classes. It is 
that by maintaining our 
of underwriting on a high level and 
consistent with practice the 
increase can be kept within reason 
so that we may have a fair chance 
of profit Lester S. Harvey, pres 
ident, New Hampshire Group 


good 
S 


* 


ym 


UR WRITTEN PREMIUMS were 
O:: increase of 20.8% over the 
previous year. Increased interest 
income and higher market values 
for our investments enabled us to 
show an over-all profit for the year 
1952 

The substantial premium increases 
approved by supervisory state of 
ficials during 1951 proved inade 
quate. In 1952 further 
were approved, and while our un- 


derwriting experience for 1952 was 


w 


increases 


For April, 1953 
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ROYAL EXCHANGE 
Henry C. Pitot, 





- FORMULA FOR CURE OF 
AN AGENT'S HEADACHE 


Waar impresses on agent most in time of 

loss is not the fact that a Company is great 
fe in size or steeped in tradition; it is speed 
and quality of service in settlement of the 
claim that counts 


@ The Royal (xchange, while 233 years 
old and rich in tradition, puts “Ser 
vice to Agents ond their clients"’ first 


ASSURANCE 
United States 


° 
Manager 


ROYAL EXCHANGE GROUP - 


PROVIDENT FIRE INSURANCE 





THE STATE ASSURANCE COMPANY, 
CAR AND GENERAL INSURANCE CORP., LTD 


COMPANY 
LTD. 


Fire & Casualty Insurance 
Fidelity & Surety Bonds 


111 JOHN STREET, NEW YORK 


Cudd & Coan, Iuc. 


Vat ion»W ide Service 


SPARTANBURG 


Reinsurance 


Markets -t- 


Managers -i- 
5 


GENERAL AGENTS -: 


CORRESPONDENTS -: 


an improvement over 1951, it was 
not sufficient to show a profit. Ad- 
equate rates are essential to produce 
an underwriting profit, and this is 
having the attention of the entire 
insurance industry. 

Inflationary trends continued 
through the year 1952, adding to 
the cost of operations and claim set 
tlements. The tendency of juries to 
award unusually high verdicts as 
damages for personal injuries con- 
tributed substantially to the unfav- 
orable underwriting results. —J 
Dougherty Mahon, president, and 
J. Arthur Nelson, chairman of the 
board, New Amsterdam Casualty. 


-:~' Treaty 
Domestic: and 


Reinsurance r 


SOUTH CAROLINA 


and Facultativi 
Foreign 
are 
SOUTHEASTERN STATES 


LLOYD’S, LONDON 


N ACCELERATED increase in the 
AS st of accidents, involving both 
injuries to people and damage to 
property, continued to be of 


chief 
concern to the insurance industry 
in 1952. It has become one of our 
major problems and should be a 
matter of concern to those in other 
fields of industry as well as to the 
insurance buying public as a whole 
All against insurance 
panies have to be paid out of funds 
created by premiums from policy 
holders. When these funds are in 
sufficient, insurance rates must be 
increased, if insurance protection is 


claims com 


(Continued on the next page) 
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Executive Comment—Continued 


Most 
claims are legitimate and reasonable 
and settled out of 
court. However, as jurors tend 
more more to excessive 


to continue to be available. 


are amicably 


and give 
awards in cases which go to court, 
such valuations are regarded as es 
tablishing the rate for the 
day by day out of court claims 
all of which means increased insur 
premium to the 
The latter part of the year there 
were that 
his 
expected and should continue as a 
result of 1952 rate 
which will become increasingly ef- 
fective during 1953, and as a result 


“going” 


ance cost 


public 


some indications loss 


ratios were improving was 


adjustments, 


of growing public consciousness of 
the waste in both time and money 


caused by accidents. However, this 
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downward trend in loss ratios will 
continue only if this growing pub- 
lic consciousness of economic loss is 
able to stem the ever-increasing tide 
of inflation that 
the claims 
during the past few years 1. F. 


has been so ap 


parent in settlement of 
llen, president 
Company 


Employ rs Cas 


ualty 


HE YEAR JUST ENDED was a 
y pod successful and satisfactory 
one for our company, adding to the 
steady growth of the past seventy 
vears and showing an improvement 
in the volume and character of our 
business and a strengthening of our 
resources 
In prior annual reports, you have 
advised of the 
by the company of a casualty di- 
vision in line with the trends in 
the industry. The results to date 
have been gratifying. The volume 
of premiums written by the cas- 
ualty division was intentionally held 
to a conservative amount during 
1952. In line with the over-all im- 
provement in this class of business 
which became apparent in the latter 
half of 1952, it is our intention to in- 
crease, by a conservative amount, 
the volume of business written by 
our casualty division during the 
year 1953.—Milton D. Ebner, presi- 
dent, Dubuque Fire & Marine In- 
surance Company. 


been establishment 


kw 


ROBABLY THE worst factor with 
Prous insurance companies have 
had to contend has been that of the 
high verdict, upon which judgments 
of $50,000, $100,000 and upwards 
have been freely granted bv our 


juries and by our courts. Certain 
members of the bar have organized 
an association of claimants’ attor- 
nevs, with meetings where methods 
are developed whereby the measure 
of damages is built un for various 
injuries, and where the most dra- 
matic methods of presenting such 
claims to the juries are evolved 
These attornevs will contend, and 
truthfully, that there is no amount 
of monev that can compensate the 
wife and children for the loss of a 
hushand and father killed in an auto- 
mobile accident. As proof of their 


sympathy and sincerity, they will 
take the case and carry it through to 
final judgment for fees running up 
to thirty, forty and even fifty per 
cent in some states. Such contingent 
fees probably represent the highest 
made or 
the bar in the 


charges received by the 


members of United 
States 


The 


countenance 


Canadian bar does _ not 


contingent fees, 
on the ground that such an arrange- 
ment puts the lawyer in the category 
of a litigant and renders him unfit to 
present the case as an officer of the 
court 


such 


No corporation with sound 


management, and no persons with 
business experience would consent 
to pay a such amount. A 
contingent fee, collected upon such 


percentage basis, amounts to many 


fee in 


times the compensation paid by an 
to its 
counsel, who, in such cases carries 
a much heavier load, because the 
sympathy of the jury will always 
be with the injured or the widowed 
claimant 

It is that con- 
tracts of this kind are entered into 
between the claimant and attorney, 
it is difficult to effect a fair settle- 
ment. If the claimant is fairly en- 
titled to $10,000, it requires a set- 
tlement approaching $20,000 in or- 
der to satisfy the claimant and to 
the attorney's fee. This has 
increased the auto 
mobile insurance to the public. It 
has filled the dockets of our courts 
with which could 
settled on a fair and 
equitable basis without the obstacle 
of a contingent Unfor 
tunately, the jury is not permitted 
to be informed as to the existence of 
such the at 
torney and any in- 
quiry or evidence tending to show 
such an arrangement is ruled out. 
If it were admitted, it might prej- 
udice the jury by raising questions 
in the jurors’ minds as to the ob- 
jectivity of the medical testimony, 
and possibly of the integrity of the 
witnesses produced under such cir- 
Our courts and the bar 


insurance company defense 


obvious where 


pay 


vastly cost of 


cases, many of 


have been 


contract 


any contract between 


his client, so 


cumstances 
associations of all states should give 
this problem immediate and serious 
thought 

A verdict of $100,000 wipes out 
the premium volume for all com 
panies in a small city. A few ver- 
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dicts of this type, even in a large 
city, will result in an aggregate 
substantial underwriting loss to all 
companies writing automobile liabil 
ity insurance in the area. In any 
legal jurisdiction where high ver- 
dicts are continuously granted, the 
insurance company, to protect itself, 
is forced to pay excessive settle- 
ments. Those of us in the insurance 
business are highly sympathetic to 
the injured and to the bereaved, 
but there is no logical reason why 
the motoring public should, through 
liability insurance premiums, endow 
these people with tax-free fortunes 
and also pay fees that represent 
fortunes to their attorneys. 

The investment results of the 
company during the year produced 
an income sufficient to offset the 
company’s underwriting result and 
to provide an increase in surplus 
after payment of dividends. It is 
the opinion of the officers of the 
company that the year 1952 was 
particularly constructive in the de- 
velopment of improved underwrit- 
ing and claims practices, which 
should improve its oneration in fu- 
ture vears.—J. W. Reynolds, pres- U. S. NEWS AND 
ident, United Pacific Insurance WORLD REPORT 
Company. AMERICAN CITY 
BANKING 
www THE CONSTRUCTOR 
CREDIT AND FINANCIAL 
FEF: THE casualty insurance in MANAGEMENT 

dustry as a whole, 1952 results ENGINEERING NEWS-RECORD 


represented a slight improvement PUBLIC WORKS 
over the vear 1951, when under 


writing losses on automobile insur- 
ance lines exceeded $100,000,000. 
Complete 1952 underwriting results The success\of your bysiness depents na 
fe wr the a oi not be ge ay steady additign of new ‘accounts. NATIONAL 
for several months but, at this time, z i, _ 2 
it appears as though the tremendous SURETY is hitting the bulKeeye with your 
losses of 1951 will be halved in story to thousands of new pros] ; monthly. 
1952. The improved conditions Readers of the abov@«mentioned magazines in 
within our industry became discern- 
ible in mid-1952 and are due prin 
cipally to the following factors: pictured here. Let them iy ees 
1. The supervisory authorities in NATIONAL SURETY, and benefit by Thi 
the various states, recognizing that gram now. 
the situation in the industrv con- 
tinued to be serious, granted further 
premium rate increases in 1952. . broadsides? If not, write Department 532. 
2. Bv the summer of 1952 it be- 
came apparent that accident fre- 
quency—which had been soaring 


since mid-1950—was tending to | 
level off. \ in| 
3. The forces of inflation, which NAL Une 


had bedeviled our industry in 1950 
and 1951, showed signs of waning National Surety Corporation, 4 Albany St., New York 


“Aa tas 
A 
ie 


your community will » the advertisement 


Are you on the mailing list to receive our sales 


YOUR INVISIBLE ARMOR IS A NATIONAL SURETY BOND OR POLICY 
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Executive Comment—Continued 


in late 1952. Many of our diffi- 
culties of recent years stemmed di- 
rectly from inflation 

When it became apparent that the 
fundamental which govern 
the operations of our industry were 
improving and that an adequate 
premium rate structure had been es- 
tablished, our company accelerated 
its program to increase premium 
volume by adding new preferred- 
risk policyholders to our rolls, Our 


factors 


program of expansion is a contin- 
uing and it will be carried 
th.ough into 1953. 

The stresses and strains of proc- 


one 


essing the large increase in busi- 
ness which we enjoyed in 1952 im- 
posed a heavy burden on our per 
sonnel, equipment and office facili 
ties. However, throughout the vear, 
the staff performed its duties with 
the latter 
part of the year, deliveries of ele« 
must 


maximum efficiency. In 


tronic equipment—which we 


order several years in advance 


were accelerated sufficiently to allow 


says: 
“This is how I mailed my gift to the 
American Cancer Society. 

“It is easy and yet it means a 
great deal. 

“Your dollars will fight cancer. 
They will do it through education, 
research and service to patients. 
Great strides have already 
been made. Your dollars can 
save many more lives. 


“Send your gift in an 

envelope, addressed to 

‘Cancer,’ c/o the Post 

Office in your town.” 
a 
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us to plan the elimination in 1953 of 
the night shifts which were neces- 
sary in 1952 

For the second consecutive year, 
the uncertainties existent in the gov 
ernment bond market caused us to 
limit purchases of additional United 
States Government bonds to a min- 
imum and such purchases as were 
effected were confined to short and 
intermediate maturities. For the 
third consecutive year, the present 
high corporate tax rate prevented 
us from making any purchases of 
corporate bonds. During the past 
year, we made substantial additions 
to our holdings of tax-exempt state 
and municipal bonds and we more 
than doubled our holdings of high- 
grade preferred stocks. Substantial 
increases were made in our hold- 
ings of public utility common stocks 
small net was ef- 
in our industrial common 
Our investment operations 
con 


and a increase 
fected 
stocks 
in 1952 were governed by a 
servative semi-defensive investment 
policy. A similar policy will be fol 
lowed in 1953. 

Hopefully, we look forward to 
1953. It will be a difficult year for 
us in that simultaneously we must 
consolidate our record gains of 1952 
and press vigorously our expansion 
program for 1953. However, with 
a now adequate premium rate struc- 
ture and with accident frequency 
evidencing a more favorable trend, 
it is our opinion that 1953 should 
be another good year for our com- 
pany.—Leo Goodwin, Sr.,  pres- 
ident, Government Employees In 
surance Company 


HOTEL LIABILITY 


XPERIENCE OF companies writ 
| Oe general liability bodily in- 
jury insurance for hotels indicates 
that the average level of rates for the 
country as a whole is still inadequate 
and further rate increases are there 
fore indicated, Milton Acker, man- 
ager of the general liability division 
of the National Bureau of Casualty 
Underwriters, told a joint confer 
ence of the boards of directors and 
governors of the American Hotel 
\ssociation and the presidents and 
secretaries of the national associa- 
tion’s member groups. He pointed 
out that over recent years insurance 


companies sustained substantial un- 
derwriting losses on both owners’, 
landlords’ and tenants’ liability and 
elevator liability insurance for hotels 
For each of the years 1946 through 
1950, the latest for which complete 
data are available, it is estimated 
that all casualty companies writing 
©. L. & T. coverage suffered an ag- 
gregate underwriting loss of 51.9 
percent Mr. Acker explained. This 
was, an underwriting loss of about 
$7,300,000. He said the underwrit- 
ing loss during the same period was 
only 7.5 percent for all classes of 
risks for this same type of coverage, 
such as office and mercantile build 
ings, apartment houses, stores, res- 
taurants and hospitals, including 
hotels. 

The experience with elevator lia- 
bility insurance for hotels followed 
the same trend although underwrit- 
ing losses were less severe. On their 
writing of elevator liability insurance 
for hotels during each of the vears 
1946 through 1949, he said, the com 
panies sustained an underwriting 
loss and these underwriting losses 
aggregated 20.1 percent for the four 
years, an underwriting loss amount 
ing to almost $500,000. For all 
classes of elevator liability risks the 
companies’ underwriting loss for the 
four-year period was 11.6 percent, 
he said. 


COMPENSATION 
INVESTIGATION 


OMMISSIONER KELLER of the 

New York State Department of 
Commerce has recommended to the 
Governor a thorough investigation 
of the high cost of workmen’s com 
pensation insurance in the state. He 
takes the stand that costs are ex 
cessive, are acting to discourage new 
industry from entering the state and 
tend to influence firms presently lo 
cated in New York to move. 

A comprehensive long-range 
study of the cost, administration and 
operation of workmen's compensa 
tion insurance in New York State 
has been undertaken by the Com 
merce and Industry Association of 
New York. With the assistance of 
outside technical counsel, the asso 
ciation’s special committee will act 
as a fact-finding body investigating 
all facets of the law and its operation 
and may recommend changes in the 
law and its administrations. 
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STATES 


UNITED 
FIRE INS. CO. 


Cash in Banks & Trust Companies 

United States Government Bonds 

Other Bonds and Stocks 

Mortgage Loans on Real Estate 

Rea! Estate 

Premium Balances Receivable 
(Not over three months due) 


Bills Receivable, Not Due 


Interest Accrued 


Total Admitted Assets 


Other Assets | 
| 


Reserve for Unearned Premiums 


Reserve for Losses and 
Loss Expenses 


Reserve for Taxes and Expenses 


Reserve for All Other Liabilities 


**Contingency Reserve 


Capital 
Net Surplus 


Surplus io Policyholders 


$ 9,744,937 
39,341,709 
43,196,576 

12,828 
118,749 
4,496,930 
649,035 
199,664 
1,686,553 


$99,446,981 


$36,733,942 


9,365,891 
3,663,803 
1,470,419 
859,020 
3,000,000 
44,333,906 
48,192,926 


$99,446,981 


THE 


& Crum and ‘forster @ 
GROUP 


A S 8 Bae oe 


— RIVER WESTC 


NS. CO. 
S$ 4,188,287 


21,602,753 
26,796,102 


15,140 


2,588,528 
241,866 
109,270 
394,851 


$55,936,797 


$18,963,336 


§,642,311 
1,942,900 
593,911 
620,724 
2,000,000 
26,173,615 
28,794,339 


$55,936,797 





$ 4,773,649 
21,396,005 
27,407,802 


133,864 


2,807,345 
441,301 
144,220 

1,289,907 


$58,394,093 


$20,637,842 


6,528,759 
2,120,000 
982,131 
648,017 
2,000,000 
25,477,344 
28,125,361 
$58,394,093 


HESTER 
FIRE INS. CO. 


U.S. BRANCH 
WESTERN 
ASSURANCE 
$ 1,196,199 


6,641,277 


1,451,676 


522,955 
29,002 
17,352 

168,491 


$10,026,952 


$ 3,674,724 


1,413,074 
402,000 
159,510 
162,700 

+500,000 

3,714,944 

4.377 644 


$10,026,952 


U. S. BRANCH 
BRITISH 
AMERICA 
$ 671,084 
3,519,382 


1,398,720 


286,202 
2,890 
10,608 
57,854 


$5,946,740 


$2,029,807 


715,449 
209,687 
74,245 
79,976 
+500,000 
2,337,576 
2,917,552 


$5,946,740 


SOUTHERN 
FIRE INS. CO. 
$1,134,987 

1,962,846 


2,102,765 


334,762 
10,714 
10,922 
31,929 


$5,588,925 


$2,475,416 


566,434 
211,670 
56,024 
40,032 
750,000 
1,489,349 
2.279.381 


$5,588,925 





*&xContingency Reserve represents difference between values carried in 
Assets and values based on December 31, 1952 market quotations. 


Bonds and Stocks are valued in accordance with the basis adopted by 
the National Association of Insurance Commissioners. 

* Securities in statements include amounts deposited with various states, 
as required by law, in the following amounts: United States Fire, 
$4,382,580; North River, $3,294,718; Westchester Fire, $3,065,773; Western 
Assurance, $1,165,263; British America, $1,141,591; Southern Fire, $543,352. 
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12-14 
13-14 
13-14 
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CONVENTIONS 


AHEAD 
APRIL 


Florida Association of Mutual Insurance Agents, annual 
meeting, Hotel Soreno, St. Petersburg. 

lowa Association of Mutual Insurance Agents, annual meet- 
ing, Hotel Savery, Des Moines. 

National Association of Surety Bond Producers, annual meet- 
ing, Waldorf-Astoria Hotel, New York, New York. 

Rhode Island Association of Insurance Agents, mid-year 
meeting, Sheraton-Biltmore Hotel, Providence. 


15-16—Minnesota Association of Insurance Agents, mid-year meet- 


15-22 


16 
16-17 


16-18 


18-19 
19-21 


19-21 


19-21 
20-21 
22-24 
23-24 


23-24 


ing, St. Paul Hotel, St. Paul. 

Miami Insurance Conference, Roney-Plaza Hotel, Miami 
Beach, Florida. 

Milwaukee Insurance Day. 

National Association of Casualty & Surety Agents, mid-year 
meeting, Hotel Belvedere, Baltimore, Maryland. 

National Association of Insurance Agents, Rocky Mountain 
territorial conference, Broadmoor Hotel, Colorado Springs, 
Colorado. 

Association of Insurance Attorneys, Schroeder Hotel, Mil- 
waukee, Wisconsin. 

Mutual Agents Association of New York State, annual meet- 
ing, Syracuse. 

National Association of Insurance Agents, eastern agents 
conference, Benjamin Franklin Hotel, Philadelphia, Penn- 
sylvania. 

New York Association of Mutual Insurance Agents, annual 
meeting, Hotel Syracuse, Syracuse. 

National Association of Insurance Commissioners, Zone 4, 
Chicago, Illinois. 

Alabama Association of Insurance Agents, Whitley Hotel, 
Montgomery. 

National Association of Insurance Commissioners, Zone 3, 
Henry Grady Hotel, Atlanta, Georgia. 

Ohio Association of Mutual Insurance Agents, annual meet- 
ing, Neil House, Columbus. 


AUTOMOBILE 
FIRE & EXTENDED COVERAGE 


Chicago Insurance Day. 

Ohio Association of Accident and Health Underwriters, 
Cleveland, Ohio. 

Virginia-D. C. Association of Mutual Insurance Agents, an- 
nual meeting, Chamberlain Hotel, Old Point Comfort, Vir- 
ginia. 

National Board of State Directors, mid-year meeting, and 
National Association of Insurance Agents, southern agents 
conference, Hollywood Beach Hotel, Hollywood, Florida. 


MAY 


New York State Association of Insurance Agents, Hotel 
Syracuse, Syracuse. 

Nebraska Association of Mutual Insurance Agents, Clark 
Hotel, Hastings. 

Accident & Health Underwriters Conference, annual meet- 
ing, Drake Hotel, Chicago, Illinois. 

Los Angeles Insurance Day, annual, Biltmore Hotel. 
Louisiana Association of Insurance Agents, annual meeting, 
Edgewater Gulf Hotel, Edgewater Beach, Mississippi. 
North Carolina Association of Insurance Agents, annual 
meeting, Pinehurst. 

Vermont Association of Insurance Agents, spring meeting, 
Woodstock Inn, Woodstock. 

Tennessee Association of Mutual Insurance Agents, annual 
meeting, Andrew Jackson Hotel, Nashville. 

National Fire Protection Association, annual meeting, Palmer 
House, Chicago, Illinois. 

Association of Casualty & Surety Companies, Waldorf- 
Astoria Hotel, New York, New York. 

Minnesota C.P.C.U. Chapter, insurance buyers clinic, Uni- 
versity of Minnesota. 

Bureau of Accident & Health Underwriters, seminar, Bilt- 
more Hotel, New York, New York. 

National Bureau of Casualty Underwriters, annual meeting, 
New York, New York. 

Oklahoma Fire Underwriters Association, annual meeting, 
Lake Murray Lodge, Ardmore. 

lowa Association of Insurance Agents, annual meeting, Hotel 
Savery, Des Moines. 

National Association of Insurance Commissioners, Zone 2, 
Hershey Hotel, Hershey, Pennsylvania. 

National Board of Fire Underwriters, annual meeting, Hotel 
Commodore, New York, N. Y. 

United States Chamber of Commerce, insurance committee, 
Washington, D. C 

Wisconsin Association of Insurance Agents, mid-year meet- 
ing, Hotel Loraine, Madison. 

Minnesota Association of Insurance Agents, mid-year meet- 
ing, St. Paul Hotel, St. Paul. 

Pennsylvania Insurance Education Conference, State Col- 
lege. 

North Carolina Association of Insurance Women, annual 
meeting, Mid-Pines Hotel, Southern Pines. 

National Association of Credit Men, annual meeting, Mon- 
treal, Canada. 

American Management Association, insurance conference, 
Hotel Statler, New York, New York. 

Arkansas Association of Mutual Insurance Agents, annual 
meeting, Lafayette Hotel, Little Rock, Arkansas. 

National Fire Protection Association, annual meeting, Palmer 
House, Chicago, Illinois. 

Georgia Association of Insurance Agents, annual meeting, 
General Oglethorpe Hotel, Savannah. 

Michigan Association of Mutual Insurance Agents, annual 
meeting, Morton House, Grand Rapids. 

Missouri Association of Mutual Insurance Agents, annual 
meeting, Hotel Phillips, Kansas City. 

Texas Association of Insurance Agents, annual convention, 
Rice Hotel, Houston. 

Arkansas Association of Insurance Agents, annual meeting, 
Arlington Hotel, Hot Springs. 

Inland Marine Underwriters Association, annual meeting, 
Shawnee Inn, Shawnee, Pennsylvania. 

National Office Management Association, annual meeting, 
Boston, Massachusetts. 

Board of Fire Underwriters of the Pacific, annual meeting, 
Hotel Biltmore, Santa Barbara, California. 

Canadian Underwriters Association, Lake Placid Club, Essex 
County, New York. 
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COMPULSORY INSURANCE—from page |7 


really comprehensive studies along these lines with 
results published in 1932. Proponents stress compensa- 
tion in place of litigation, cite the long delays in court 
cases (two to four years), high court costs and con- 
tingent lawyer’s fees (25% to 50% of gross recovery) 
and final verdicts often too high or too low. They 
maintain that courts and the personal injury system are 
as out of date and inadequate as the highways to carry 
the load placed upon them by the tremendous increase in 
number of motor vehicles. Further, that accidents are 
an inevitable risk of automobile travel and the injured 
victim presents the same social problem, whether his 
injury was caused with or without fault. This would 
contravene the long-accepted concept that a person 
should be held resp msible for damages only if his neg- 
ligent act causes an injury 

Such have likened to the situation 
which exists under workmen’s compensation insurance. 
rhis would not be true; the mutual responsibilities of 
the basic emplover-employee relationship do not exist. 
Auto accidents do not occur under the watchful eye of 
an employer who is financially interested in his work- 
men's rate much 
exaggeration and 
more and 
incurred in industrial 
Determination of proper compensation for 


schemes been 


compensation and they present a 
for malingering, 
injuries are 


those 


greater opportunity 
fraud. Automobile 
more 


numerous 


often serious than 
accidents 
children, students, housewives, the unemployed and the 
aged present additional problems, just to mention a few 
Furthermore, large and expensive bureaus would prob 


ably be created to administer any compensation scheme. 
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CEDAR RAPIDS, IOWA 


NEW YORK 90 sown sv. 





l'wenty-three state legislatures had over forty com 
pulsory automobile insurance bills introduced in 1951 
With the legislatures of all but four states meeting this 
year, probably at least as many states can expect at 
least as many bills in 1953. Proponents and opponents 
of compulsory insurance agree as to the ultimate goal 
W hile 
all-important objective 1s 
the 


motor vehicle accidents which make compensation pro 


the compensation of the accident victim 
important, the 
the elimination, as far as 


com 
pensation is 
humanly possible, of 
visions necessary. 


Safety responsibility laws have made a worthwhile 


contribution but leave certain gaps in coverage. Com 
pulsory insurance would leave most of the same gaps 
Under either system an unsatisfied judgment fund or 
similar scheme would be required to close the gaps. If 
complete coverage is demanded, the whole argument 
seems to boil down to safety-responsibility plus an un 
satisfied judgment scheme versus compulsory insurance 


plus an unsatisfied judgment scheme. Because of past 
experience and an intimate knowledge of evils under 
compulsory insurance, leading lawyers, bar associations 
and most people in the insurance industry advocate con 
laws, augmented if 


fund 


tinuing with safety responsibility 


necessary by an unsatisfied judgment and im 


poundment of uninsured autos involved in accidents. In 


twenty states, special legislative commissions wert 


established to study the feasibility of compulsory auto 
mobile insurance legislation and in each case compulsory 


1 


insurance was rejected. The weight of informed opinion 


is on the side of the safety responsibility approach 


Reprints available: 1000 for $25; 500 for $14; 250 for $7; 100 for 


$3. (Postage extra). 
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GENERAL FIRE AND CASUALTY 
COMPANY 


4 PARTICIPATING STOCK COMPANY 


Annual Financial Statement 


December 31, 1952 


ADMITTED ASSETS 


Cash on Hand and in Banks 
Bonds: 

U. S. Government ....... ; $10,555,885.14 

U. S. Government Agencies ... ea ae 539,213.06  11,.095,098.20* 


$ 1.807,604.8: 


Accrued Interest 40,110.63 
Premiums in Course of Collection (Under 90 Days) ..... 829,910.47 
Other Admitted Assets .................. Pang ais 41,593.43 


TOTAL e $13,777,317.56 


LIABILITIES 
Reserve for Losses and Loss Expense ... $ 8,392,890.43 
Reserve for Unearned Premiums “ 1,979,139.06 
Reserve for All Other Liabilities ........ 276,853.50 
Capital OR Tee a -000,000.00 
Surplus .. eaaere 2,128,434.57 


Surplus to Policyholders ..............- 3,128,434.57 


$13,777,317.56 





* Amortized Value of Bonds. 


Bonds carried at $436,827.31 in the above statement are deposited as required by law. 


Home Office 
1790 BROADWAY, NEW YORK 19, N. Y. 


BRANCH OFFICES 


Chicago Newark Minneapolis 
309 W. Jackson Blvd. Raymond Commerce Bldg. 127 First Avenue N.E. 
Chicago 6, Ill. Newark 2, N. J. Minneapolis 13, Minn. 


Pittsburgh Philadelphia 
2 Ross Street Public Ledger Building 
Pittsburgh 19, Pa. Philadelphia 6, Pa. 


COMMISSION TO BROKERS 
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Aetna (Fire) Group: William A. Sad 
ler has been appointed Pacific depart 
ment assistant manager, and is succeeded 
as manager of the Century Indemnity cas 
ualty department at Newark, by William 
F. Wilks. Thomas E. Steele Jr. veplaces Mr. 
Wilks as Pittsburgh manager for the Cen 
tury Indemnity 

U. Cone Johnson and John J 
have been promoted from special agents 
to state agents for Illinois, succeeding 
Harry M. Callahan, retired; and James 
Barrett named special agent for North 
Dakota, replacing Charles Sheedy, retired 


Rusco 


Insurance Group: Special 
agent Joseph A. Minotty, tormerly at 
Camden, has been named to head the 
newly established office at 44 Cooper St., 
Woodbury, N. J.; and Gene Swenson ap 
pointed special agent at Rockford, IIL, 
succeeding Anthony Kjeligren, transterred 
to Omaha, Neb. 

Pacific department headquarters of the 
American Insurance Co. have been re 
located at 333 Middlefield Road, Menlo 
Park, Calif. 


American 


snemees International Undrs. Corp.: 
WW 


general 
Insut 


assistant 
Foreign 
elected vice 


formerly 
American 
been 


Giass, 
ia of the 
ance Association, has 
president. 

Ihe American International Marine 
Agency has been appointed general agent 
for the Pacific Coast inland marine and 
all risks departments of the Globe and 
Rutgers Fire Insurance Co 


American Mutual Liability: Robert B 
Peake has been appointed assistant divi 
sion sales manager at Atlanta, Ga., and is 
succeeded as sales manager at New 
Orleans, La., by Frank E. Diet Edwin 
G. Lane Jr., formerly at Knoxville, re 
places Mr. Dietz as sales manager at Nash 
ville, Tenn 


American Surety: Sheldon §S. Pond 
has been appointed sales promotion man 
ager at the home office and is succeeded 
as assisiant manager at Minneapolis, 
Minn. by Donald W. Dickman, formerly 
at Scranton, Pa., and James H. Oldroyd 
named special agent at Salt Lake City, 
Utah 


Atlantic Cos.: /. Kenneth Hinton has 
been appointed production manager of 
the midwest division 


Bituminous Cos.: Appointees of the 
newly established Louisiana office at 226 
Carondelet St., New Orleans, are: Man 
ager—E. J. Barlow; claims manager 
Leonard Price; and safety engineer 
Carl East. ; 
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Bowles, Andrews & Towne: fdward H 
Thompson has been elected a partner of 
this Richmond, Va. actuarial firm, fol- 
lowing the resignation of T. Coleman 
indrews, appoinged Commissioner of In 
ternal Revenue 


Camden Fire: Kichard Stringer has been 
appointed special agent 
Pa., succeeding Harry Wolfe, 
to southern New Jersey 


transterred 


Conover & Co., Chase: Eugene fF. Baxter, 
formerly controller of the Reserve Insur 
ance Co., has joined this Chicago firm 
of consulting actuaries and accountants. 


DeWitt: Darral H. Ramsey has been 
named to supervise the casualty depart 
ment of this Dallas, Texas firm of insur 
ance adjusters; and E. Thomas Drennan 
assigned to hull surveying and aircraft 


Wildman, re 
has been ap 


Employers’ Group: Jo/in 
turned from military duty, 
pointed superintendent of the home office 
engineering department; and Madison M 
Fredrickson promoted trom chief under 
writer to branch manager at Buffalo, N. Y 


Employers Reinsurance: Charles M. Orear 
has joined the fire reinsurance department 
as assistant to vice president J. L. Camp 
bell. 


Fireman's Fund Group: At Boston, Miles 
J. Leavitt has been appointed manager 
in charge of indemnity operations in the 
New England area; and at Buffalo, Frank 
Forster named indemnity manager with 
Lorin Goulding as assistant manager, and 
Clarence Sutphin Jr., claim superinten 
dent. 

At Washington—appointed are: Man- 
ager—Paul MacMichael (Spokane), state 
agent—Garth Dill (Seattle) special 
agents—Donald J. Hill (Seattle) and J 
Calvert Smith (southwestern territory and 
Olympic Peninsula) and fire underwriter 

James L. Carmody (Seattle); and special 
agents transferred: Philip A. Maynard, 
eastern Wash. to New York dlbert ¢ 
Durand and David Nelson, Seattle to Spo 
kane; and Russell L. Rohleen, from south 
western to northwestern Wash 


Foremost Insurance: Stewart P. Johnson, 
formerly superintendent of underwriting, 
has been appointed an assistant secretary 
of this Grand Rapids, Mich. company 


Gay & Taylor: Appointed to head newly 
established offices of this Winston-Salem, 
N. C. firm of adjusters, are: C. J. Gleason 
manager)—Glenn Building, Atlanta, Ga.: 
Donald B Safrit—133 West Tabb St., 
Petersburg, Va.; and Carlton B. Noel 
205 Virginia St., Farmville, Va 


at Philadelphia, 


General American Casualty: ©. &. Bag 
ley has been appointed general agent tor 


Kentucky 


William G. 
home 


Giens Falls Group: Winkler 
formerly in charge of the office 
territory, has been appointed director of 
education 

For the Insurawdée and 
special 


Glens Falls 
Commerce Insurance Companies 
agent Max L. Myrick, formerly at St 
Louis, has been named to head the newly 
established office in the Dwight Building 
Kansas City, Mo.; and special agent Rob 
ert Sparks named to head the new Glens 
Falls Insurance office in the Korber Build 
ing, Albuquerque, N. Mex., serving that 
state and southern Colorado. 
Hartford Accident: Gerard W. Harden 
formerly in charge of liability and com 
pensation underwriting, has been | ap 
pointed superintendent of casualty 
writing at the agents’ service department 
succeeding the late Wolcott C. Hamblin 
For the Hartford Fire, Philip Beebe 
has been promoted from associate man 
manager of the western dept 


under 


ager to 


Home Insurance: Bruce Beardsley has 
been appointed assistant secretary at the 
head ofhce and is succeeded as manayet 
at Portland, Ore. by Wilber Wolfe, tor 
merly state agent at Albuquerque, N. Mex 


Johnson & Higgins: Alexander Olsen, ¢ 
Ward Chase and Roby Harrington Jr 
have been elected vice presidents of this 
New York City firm of international in 
surance brokers 


Johnson Cicims Service, inc., M. M.: 
Byron R. Geller has been appointed man 
ager of the newly established Richmond 
Ind. office in the Medical Arts Building 


Merrimack Mutuol: For this company 
and the Cambridge Mutual Fire Insur 
ance Co., Kenneth M. Briegel has been 
appointed special agent for Louisiana and 
Arkansas, with headquarters at Shreve 
port La 


Mill Owners Mutual Fire: Special agents 
recently appointed are: Louis E. Doarn 
berger (York, Pa.); Paul E. Smith (At 
lanta, Ga.); and Robert L. Fornshell 
(Wichita, Kan.) 


Urk has 
Phila 
late D 


Mutual of Omaha: Fred T. Van 
been appointed manager of the 
delphia agency, succeeding the 
Stewart Walker. 


National of Hartford: C. E. Warrell has 
been promoted from Chicago examiner 
to Wayne County, Mich. superintendent, 
succeeding Frank E. Greene, resigned. 
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Special agents appointed are: John K 
Dowell (Minneapolis, Minn.); Thomas A. 
Friend (Kearney, Neb.); and T. H. Ott 
(Lansing, Mich.) 


National Service & Appraisal: Herbert 
1. Siddons has been appointed assistant 
vice president, 


National Union Cos.: Herbert W. Hewitt 
has been appointed state agent at Grand 
Rapids, Mich., and is replaced at Detroit 
by Thomas Dickinson, named special 
agent and enginer. 

Lewts S. Richardson has been appointed 
special agent for southern New Jersey 
with headquarters at Philadelphia, Pa 


Ohio Farmers Cos.: At Meriden, Conn 
Francis H. Gannon has been appointed 
special agent for New England. 


Badal, for 
Casualty 
representative 


Pacific Employers: Jo/in R 
merly of the Manufacturers 
has been appointed field 
at Glen Ridge, N 





KANSAS CITY, MO. 


NEW YORK CHICAGO 


SAN FRANCISCO 


Phoenix-London Group: Fur! FE. Moore 
has been appointed special agent at St. 
Petersburg, Fla 


Providence Washington: Walter W. Jen 
nings has been appointed assistant man- 
ager of the western department 


Reciprocal Managers, Inc.: This man 
ager of the Associated Reciprocal Ex- 
changes has established a new office at 
161 E. 42nd St., New York City. 


Rollins Burdick Hunter Co.: Ferris S. 
Martin, formerly Chicago representative 
of Bleichroeder, Bing & Co., Inc., has been 
appointed supervisor of special marine 
risks and an account executive 


Security-Connecticut Cos.: Marion H 
McCown has been elected an assistant 
secretary at the home office; and Turner 
1. Gray, formerly of the North Carolina 
Fire Insurance Rating Bureau, appointed 
special agent at Greensboro 


COMPLETE 
SERVICE IN 
MULTIPLE 

LINES 


LOS ANGELES 














this 
Insurance 
been 


Standard Accident: For 
and the athliated Planet 
Joseph Vollkommer Jr. has 
moted from field representative to 
duction manager at New York. 

William F. Brunner has been appointed 
assistant manager of the public ofhcial 
bond department at the home office 


company 
Co., 
pro 
pro 


Thule Group: Helge Christoffersson, tor 
merly chief accountant, has been ap 
pointed foreign manager of this Stock- 
holm, Sweden group of insurance com 
panies succeeding Erik Bengtsson, retired 


Travelers: Joseph Wadsu orth, law depart 
ment attorney, has been appointed assist 
ant secretary of the Travelers Insurance 
Co.; and John J. Hart promoted from 
assistant secretary to secretary of the 
compensation & liability department, suc 
ceeding Allen R. Goodale, retired 

Dr. John C. Robinson has been ap 
pointed assistant medical director 

In the branch office adminstration 
department appointed (casualty) are 
Assistant office managers—W E. Lucas 
(Camden), succeeding James Irwin, trans 
ferred to Philadelphia as general assistant 
office manager; and FE. L. Dolan (Salt 
Lake City); adminstrative assistant 
Lloyd G. Campbell Grand Rapids 
senior field underwriter—H. G. Snyder 
(Newark); and field underwriters—M. F 
DeBardelaben (Atlanta); ¢ F. Ekholm 
Bultalo); A. A. Currie (Dallas); R. J. Har 
ning (Detroit); H. R. Whittemore (Grand 
Rapids); R. M. Sarles New Haven); 
Bates MacGowan New Orleans); J. N 
Colsey and R. J. Shoemaker (42nd St., 
New York City); B. H. James and J. T. 
Newman (Pittsburgh); and D. S. Weller 
(Syracuse) Iransterred: Assistant office 
manager—-John H. Rust, Salt Lake City 
to St. Paul; administrative assistants 
J. J. Burelbach, Charolotte to New York 
City, and R. H. Berrie, Detroit to Syra 
cuse; and field underwriter—P. G. Willey, 
Jacksonville to Philadelphia 

In the casualty, fidelity and surety lines 
field appointed are: Wil 
liam M. LaMayeau (St. Paul); James H 
Stetler Reading and Roger A. Roy 
(Montreal). Field supervisors transferred 
Lawrence G. Copeland Jr., Nashville to 
Kansas City; and C. Bennett Armstrong 
Jr Charlotte to Grand Rapids The 
headquarters of assistant manager Gor 
don L. Ditz and field supervisor Amon M 
Nellis have been changed from Wichita 
to Kansas City, and Buffalo to Jamestown, 
respectively 


supervisors 


In the fire and marine lines—appointed 
are: Manager—Kermit G. Davis (Toronto) 
succeeding Harold C. Huckvale, retired 
assistant managers—Jack G. Harris (San 
Francisco), and H. Martin Tenney Jr 
(Philadelphia); and field supervisors 
Robert P. Brassel (Dayton), and Frank 
H. Miltner (New York City) 


Woodmen Accident Cos.: Donald F. Gil 
bertson, formerly field representative for 
the east central states, has been appointed 
manager for eastern Kansas, with 
Topeka 


agency 
headquarters at 


Zurich-American Cos.: Jolin A. Sebert 
has been named superintendent of the 
Chicago boiler & machinery department 
of the American Guarantee & Liability 
Insurance Co., succeeding Guy H. Lewis 
\t New York, Robert J. Hart replaces Mr 
Sebert as head of all boiler & machinery 
underwriting and production in the east 
ern and metropolitan departments 


Best's Fire and Casualty News 





ASSOCIATION NOTES 


American Foreign Insurance Ass'n: 
Francis 7. Wyckoff, manager, has been 
transferred from Cairo, Egypt to London 
England, and assigned United 
Kingdom operations 


charge of 


Bureau of Accident & Health Undrs.: 
Ihe Home Life (N. Y State Mutual 
Life, and Union Casualty & Life have been 
elected to membership. 


Casualty Underwriters Ass'n (Chicago): 
Othicers elected are: President—Paul 
Van Buskirk (Standard Accident); secre 
tary—-Harold Bredberg (National Service 
& Appraisal); treasurer—George Snelton 
(London & Lancashire and vice presi 
dents: program—Eugene W. Lersch (Rol 
lins Burdick Hunter); arrangement—l 
1 inderson American Casualty and 
membership—Clyde F. DeWitt Jr Em 
ployers Reinsurance 


Chicage Accident and Health Ass'n: 
Officers recently elected are: President— 
Earl W. Montgomery (Moore, Case, Ly 
man & Hubbard); vice presidents—Frank 
I McCullough Continental Casualty); 
Ralph Garrity (Hartford Accident & In 
demnity and Robert E. Keeley (Mon 
arch Life); treasurer—Roy W. Holland 
Loyalty Group); secretary—-Marie Meade 
Health & Accident Underwriters Con 
ference) and president, women’s division 
Veronica M. Cardott (Provident Life & 
Accident) 


Chicago Burglary Underwriters Ass'n: 
Officers elected are: President—-Paul Gui 
ard (Hartford Accident); secretary—Har 
old Bredberg (National Service & Ap 
praisal); treasurer—Ed Reese (U. S. Fidel 
ity ind vice presidents program Doug 
(Aetna Casualty); arrangements 
Fidelity & Deposit 
Reese 


las Beach 
George Schramm 
and membership—Mr 
General Adjustment Bureau: /. /. H: 
ard Jr., formerly at Richmond, has been 
appointed adjuster-in-charge of the newly 
established Petersburg, Va 
adjusting office at 118 West 


casualty claims 
labb St 


Health & Accident Undrs. Conference: 
The American Casualty & Life, Domin 
ion Life, Great Eastern Mutual Life, and 
Reliance Mutual Life have t elected 
to membership, the total of which is 190 
companies 

The executive offices have 
located at 208 South LaSalle St 
iil 


vecn 


been re 
Chicago 


Insurance Exchange of Houston: Officers 
elected are: President—Marley Styne 
vice presidents—Frank R. Reese and 
John M. Strang treasurer—M. Storey 
Lindsay ind executive 


John W. Daniel 


secretary ai 


elected 


Insurance Square Club of New York: 
Officers elected are: President—Victor 7 
Ehre Lumbermens Mutual Casuaity 
succeeding Richard C. Evers (Crum & 
Forster), elected chairman of the 
first vice preside nt—Ernest J. Thoms 

Phoenix of Hartford); second vice pres 
ident—Burtis F Thompson Corbett 
Dower & Co.); and James S. Russell 
Whitehall Agency Inc ind George W 
Graham (Hartford Fire) 
tary and treasurer, respectively 
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boare 


re-elected secre- 


interbureau Insurance Advisory Group: 
Executive committee members recently 
elected are: J. V. Herd (America Fore), 
chairman; A. L. Ross (Crum & Forster), 
vice chairman; G. C. Hallowell Aetna 
Lite); H. W. Miller (Commercial Union 
J. ©. Hullett (Hartford Group); W. B 
Rearden (Loyalty Group); H. ¢ John 
n (Royal-Liverpool); C. P. Jervey (Trav 
and J. F. Matthai (U. S. Fidelity 
< Guaranty 

Harry F. Perlet has 
veneral manager 


elers 


been appointed 


Mariners (Chicago): Officers elected are 
Skipper—James P. Murphy (Talbot, Bird 
mate—A. J. Degnan (Chubb 
purser—Brice M. Draper (Hart 

Jimmy legs—fFrank J. Packee 
National); and 
Bredberg (National 


x Co first 
& Son 
ford Fire 
Northwestern 
Harold 
Appraisal 


yeoman 
Service x 


Mid-West Insurance Buyers Association: 
Offers elected are: President 
DeWolf (jewel Tea Co.); vice president 
R. F. Dempsey (Brunswick-Balke-Collen 
der Co.); secretary—Ann Auerbach (Gold 
blatt Brothers); and treasurer—Louis J 
Ronder (Continental Ulinois National 
sank & Trust Co.) 


George 


Automobile Theft Bureau: 


Ganley has been elected secre 


National 
John A 


tary. 


New Orleans Claim Men Ass'n: Officers 
elected recently are: President—Warren 
H. Schoner (Commercial Union-Ocean 
Group); first vice president—Jack Morgan 
Morgan Adjustment Co.); second vice 
president—Emile St. Julien (New Amster 
Casualty Co.); and secretary (re 
Warren Lund (New Orleans 
Public Service Claim Department) 


dam 


elected) 


Society of Chartered Property & Cas. 
Underwriters: [he New York Chapter 
has established permanent headquarters at 
16 Liberty St., New York City 


State Fire Prevention Ass‘a: tlicers 
elected ire President—-Cornelius Van 
Heest (Loyalty Group); secretary—Lester 
£. Leuts (London & Lancashire Group); 
treasurer—William W. MacLeod (Globe 
& Rutgers); and division vice presidents 
Delaware—Ambrose F. Buck (Home In 
surance); District of Columbia—( 
C. Piercy (Home Insurance); and 
land—Frank B Hall (America 
Group 


ordon 
Mary 
Fore 


Surety Association of America: 1 !« 
North River, United States Fire, and 
Westchester Fire Insurance Companies, 
of the Crum & Forster Group, have been 
elected to membership, the total of which 
is 74 stock companies 


Texas Insurance Advisory Association: 
Officers elected are: President—Price K 
Johnson Cravens, Dargan & Co.) re 
elected; vice president—Erle C. Patrick 
(T. A. Manning & Sons) re-elected: and 
secretary -treasurer—Frank Quirk (Quirk 
& Co.) 


Texas 1752 Club: Newly elected officers 
are President—Robert J]. Munn (Grain 
Dealers vice president-secretary—R. I 
Skinner (Indiana Lumbermens); and vice 
president-treasurer—Ken Gordon (Merri 
mack Mutual) 


Tri-State Claims Association: Officers 
elected = are President—Ernest Shau 
William A. Marbury & Co.); first vice 
president—John Switzer Alexander-Bol 
ton Ageacy); second vice president——N. J 
Marks (American Mutual Insurance); and 
secretary -treasurer—Miss Donnie Moore 
( lravelers 


PACIFIC EMPLOYERS INSURANCE COMPANY 


Victor Montgomery, President 
HOME OFFICE: LOS ANGELES 











AMERICAN REINSURANCE 
GROUP 


ROBERT C. REAM, Chairman EDWARD L. MULVEHILL, President 


Financial Statements as of December 31, 1952 


AMERICAN RE-INSURANCE AMERICAN RESERVE INSURANCE 
COMPANY COMPANY 


ASSETS ASSETS 


Cash in Banks and Office . . Cash in Banks and Office $ 1,437,788 
— States Government Bonds United States Government Bonds 8,696,380 
tate and Municipal Bonds State and Municipal Bonds 2,557,004 
Other Bonds Other Bond 1,187,363 
American Reserve Insurance Capital Stock ry OB?” "241 - hi "408: 
Preferred and Guarantect Stocks Preferred Stocks 406,300 
Common Stocks Common Stocks 1,982,200 
Real Estate on 279,414 Balances due from Ceding Companies (not 
Mort, cage Loans 53,269 over 90 days due) . 801,833 
ums in Course of Collection (not Accrued Interest 71,957 
‘a = ae due) ms - 
ccru .140,8: 
Other Admitted yo 26678 TOTAL ADMITTED ASSETS $17,140,825 


TOTAL ADMITTED ASSETS 139, 
$58,190,506 LIABILITIES 


LIABILITIES Reserve for Outstanding Losses $ 2,018,150 
Res: Reserve for Unearned Premiums 9,596,443 
enone yd ee —— bar tow to Reserve for Funds Held Under Reinsur- 
Reserve for Puads Meld Under Reinsur- ; ance Treaties 426,862 
ance Treati 1,648,951 Reserve for Commissions, Taxes and Other 
Reserve pd Commissions, Taxes and Other Liabilities 871,949 
Liabili 1,366,074 Voluntary Reserve $ 200,000 
voluntary “Reserve — oo i Capital j 1,000,000 
—-s ’ 421 
12° vy yo} Net Surplus 3,027 


Surplus to Policyholders 17,497,482 
$52,139,504 


Surplus to Policyholders 4,227,421 


$17,140,825 


Valuation of securities on National Association of Insurance Commissioners basis. On the basis of December 31, 1952 market quota 
tions for bonds and stocks owned Total Assets for the Americen Re- Insurance Company (with the ex eption of stock of affiliate) would 
be $51,995,208 and Surplus Pc ey aek yo $17,358,186: f American Reserve Insurance Company Total Assets would be $16,919 
830 and Surplus to Policyhe lders $4 

Securities carried in above statements are deposited as required by law for the American Re-Insuran 
$1,030,772 and for the American Reserve Insurance Company in the amount of $267,701. In the ae rican Re 
ment, the sw of $1,648,951 held in trust for the payme ertain losses is included in h and 
Funds Held ‘Under Reinsurance Treaties 


e Con in the amount of 
I ompany stat 
ref i in “Reserves for 


MULTIPLE LINE REINSURANCE 
CASUALTY @ FIDELITY @ SURETY @ FIRE @ MARINE @ ALLIED LINES 


99 John Street, New York 38, New York 
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AGRICULTURAL Insurance Company 
Watertown, New York 


Stock Split 


\ two-and-one-half-for-one stock split on March 2, 
1953 increased outstanding shares from 120,000 (par 
value, $25), to 300,000 (par value, $10) 


ALLSTATE Insurance Company 
Chicago, Illinois 


Enters Canada 


This company plans to operate in the Dominion of 
Canada writing the standard Canadian automobile in- 
surance policy now in use in most provinces. A branch 
office was opened in Toronto April 1. It is planned to 
introduce the following features which have proved 
popular in America: The company’s rate classification 
plan which differentiates premiums among various types 
of drivers according to use and mileage of the auto 
mobile; a safe driver discount plan for automobile 
bodily injury liability and property damage liability 
coverages with lower rates for motorists with good driv- 
ing records, and a time-payment plan under which pre 
miums may be paid in several installments. 


This will be staffed by Canadian personnel 
under the direction of Paul Gasbarino, formerly sales 
manager of the company’s Kansas City, Missouri, 
branch. The initial agency force will operate from a sales 
location in Simpson’s Toronto department store. The 
bulk of the business in Canada will be written through 
agents, on a sales plan similar to that followed in the 
United States. 


office 


Claims will be handled by the company’s own adjus 
ters in the and, for the present, by in 
dependent adjusters in other areas. New 
service facilities, such as additional branch offices, sales 
locations and claim offices will be added as the volume 
of business expands. Allstate has been licensed in most 
of the provinces of Canada for a number of years and 
to be licensed in all provinces by April 1, 


Toro ito are 


customer 


is expect * 
1953. 
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AMERICAN Casualty 


Reading, Pennsylvania 


Company 


Stock Dividend 


\ stock dividend on the basis of one share for every 
seven shares held has been declared. The dividend, paid 
to stockholders of record March 10, 1953, increased the 
company’s capital from $1,750,000 to $2,000,000 


AMERICAN MUTUAL Liability Group 


Boston, Massachusetts 


Clinton Advanced 


Robert Clinton has been elected secretary and con 
troller of the American Mutual Liability Insurance 
Company, secretary of the American Policyholders’ 
Insurance Company and secretary and trersurer of 
Allied American Mutual Fire. 


AMERICAN PROGRESSIVE HEALTH Insurance 
Company, New York, New York 


New Director 


Samuel M. Hollander, an attorney, has been elected 
a director of this company. ; 


AMERICAN Surety Company 
New York, New York 


Accountants Liability Policy 


Changes in this company’s accountants liability policy 
became effective March Ist. "Inder the revisions, em- 
ployees of other accounting firms to whom work has 
been delegated by the insured are now automatically 


(Continued on the next page) 
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COMMERCIAL STANDARD Insurance 
Company, Fort Worth, Texas 


Advancements 


STUART BUILDING + SEATTLE, WASHINGTON 





covered without premium charge. Previously each firm 
to which work was delegated was underwritten in 
dividually and an additional premium charge made. The 
policy can now be extended by a rider to include lia 
bility for legal opinions or advice in accounting services 
performed by a qualified attorney who is a partner or 
employee of the accounting firm. Premium on the re 
vised policy for primary liability up to and including 
$200,000 is now subject to a 5% discount. The changes 
have not yet been approved in Texas, Oklahoma and 


Louisiana 


BOSTON Group 


Boston, Massachusetts 


Promotions 

Ernest L. Woodside has been elected vice president 
and secretary and John E. Greene, assistant secretary 
of the Boston and Old Colony Insurance Cos. 


COMMERCIAL INVESTMENT Trust Group 
New York, N. Y. 


Bishop, Executive V. P. 
Harold Bishop has been elected executive vice presi- 
dent of the Service Fire Insurance and Service Casualty 


Companies. He was previously a vice president 








E. S. Robinson has been advanced from assistant to 


the president to vice president and Raymond E. Buck, 


Jr., elected assistant vice president. In addition, ee 


lackett has been named assistant secretary. 


EMMCO Insurance Company 


| South Bend, Indiana 


Shortall, Executive V. P. 


Thomas F. Shortall, vice president and secretary, has 
been elected to the newly created office of executive vice 
president of the company. Mr. Shortall will also con 


tinue as secretary 


FIDELITY AND DEPOS‘T Company of Maryland 


Baltimore, Maryland 


New Directors 


Arthur Littleton, a senior partner in the Philadelphia 
law firm of Morgan, Lewis & Norman F. 
Penny, president of the Norman F. Penny Agency, Inc., 
in Mineola, New York, and Harry Y. Wright, secretary 
treasurer, have been elected directors of the company. 


Bockius ; 


FIDELITY-SOUTHERN Fire Insurance Company 


Houston, Texas 


New Company 

This company began business February 1, 1953 with 
capital of $100,000 and contributed surplus of $425,000 
It is owned entirely by Raymond Holland and members 
of his family, who also own the Holland Mortgage and 
Investment Corporation, the Holland Insurance Agency 
and the Holland General Agency. Operations are at 
present confined to the writing of fire and allied lines 
The home office is located in the Sterling Building 








Aggressive Agents Like This Progressive Company | 


Write and get better acquainted! 
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* CELINA MUTUAL * 


CASUALTY COMPANY 
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The 
CENTURY 
INSURANCE COMPANY, Ltd. 


Established 1885 


UNITED STATES BRANCH 


FINANCIAL STATEMENT OF THE UNITED STATES BRANCH AT DECEMBER 31, 1952 
(As Reported to New York State Insurance Department) 


Assets 


S. GOVERNMENT BONDS = 
OTHER BONDS 
STOCKS 
CASH IN BANKS AND OFFICE 
PREMIL Ms RECEIVABLE 


3,.745.373.35 2 U. 
292,519.10 
5,331.720.00 
651,684.02 
824,124.98 
155.322.01 


$11.007,743.46 


ACCRUED INTEREST 


Liabilities 
RESERVE Fi 


99,316.24 


) 
33.619.57 


13 
4.1 RESERVE 
RESERVE 


For Taxes 


TOTAI 


372.082.19 
$ 5.265,018.00 
s 200 000.00 
4.642.725.46 
5.142.725.16 i 
$11,007,743.46 


United States Trustee 


Bankers Trust Co., New York 


FIRE & ALLIED LINES . 





For Unearned Premiums 
and All Other Liabilities 
LIABILITIES 
STATUTORY DEPOSIT 
NET SURPLUS 
SURPLUS TO POLICYHOLDERS 


111 JOHN STREET e 
AUTOMOBILE e 


PACIFIC COAST 
FIRE INSURANCE COMPANY 


Established 1890 
UNITED STATES BRANCH 


370,293.95 
110.872.75 
1,090,660.00 
258,358.74 
117,436.58 

61,363.77 


$3,008,985.7 


(Not over 90 days due) 


AND OTHER ASSETS 


$39,829.06 

1 033,404.91 
119,033.82 
$1,492.267.79 


r Unpaid Claims 





$ 500,000.00 
1,016.7 18.00 
1,516.718.00 
$3,008,985.79 


LAWRENCE J. TILLMAN 
United States Manager 
NEW YORK 38, N. Y. 
OCEAN AND INLAND MARINE 





HANOVER Group 
New York, New York 


New Director 


Valcour, member of the firm of Fairfield 
has been director of the 
Fire and the Fulton Insurance Com- 
Mr. Valcour is senior vice president of the 


Henry C, 
& Ellis, 
Hanover 


elected a 
Fire 


Boston, 


panies. 
Insurance Society of Massachusetts and a director of 
the Hillside-Cambridge Bank and the 
Walsh Construction Company of Boston 


Cooy erative 


HARTFORD ACCIDENT and Indemnity 
Company 


HARTFORD Fire Insurance Company 
Hartford, Connecticut 


Official Changes 


C. S. Kremer has been elevated to the position of 
chairman of the board of the Hartford Fire Insurance 
Company and J. C. Hullett, formerly a vice president, 
named president to succeed him. In addition, Philip 
S. Brown has been promoted from assistant vice presi- 
dent to vice president, F. T. Fenn from vice president 


For April, 1953 


| and secretary to vice president, secretary and treasurer, 
G. S. Atkinson, W. S. Vanderbilt and Burton B. Gracey 
from assistant vice presidents to vice presidents and 
secretaries, Roland H. Lange from secretary to vice 
president and secretary. Francis E. Mann, Ronald § 
Young and E. M. Kelley, were advanced from assistant 
secretaries to secretaries and Harold C. Grossman, as 
sistant secretary and actuary to secretary and actuary, 
Henry K. Haag was elected assistant secretary. 


New Directors 


J. C. Hullett, newly elected president of the Hartford 
Fire, and Sherman R. Knapp, president and director of 
the Connecticut Light and Power Company, trustee of 
the Hartford-Connecticut Trust Company and a director 
of the Hartford Steam Boiler Inspection and Insurance 
Company, have been elected directors of the Hartford 
Fire Insurance Company and Hartford Accident and 
Indemnity Company. 


HARTFORD STEAM BOILER Inspection and 


Insurance Company, Hartford, Connecticut 


Mew Vice Presidents 


David M. Hadlow and Bromley De Merritt have been 
elected vice presidents of the company. 
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UNITED STATES 
CASUALTY COMPANY 


Home Office 
60 John Street New York City 





























Easier to Sell ! 


When you sell Harford Mutual fire 
insurance, you sell one hundred ten 
year reputation for stability and 
prompt settlement of claims. Write 
today for full information regarding 


agency advantages. 


“7ée HARFORD MUTUAL 
Tusurance Company 


HOME OFFICE—BEL AIR, MARYLAND 




















HOUSTON FIRE and Casualty Group 
Fort Worth, Texas 


Ferguson Advanced 


C. W. Ferguson, resident vice president of the 
Pacific Coast Department has been advanced to vice 
president of the Houston Fire and Casualty Insurance 
Company and the General Insurance Corporation. 


LONDON AND LANCASHIRE Group 
Hartford, Connecticut 


Advancements 


P. E. Manion has been elected a vice president and 
D. S. Nixon a secretary of the London and Lancashire 
Indemnity Company of America and F. J. LeRoy ap 
pointed general counsel of the group 


LUMBERMENS MUTUAL Casualty Company 
Chicago, Illinois 


New Polio Plans 


Two new one-year family polio insurance plans were 
introduced March 15 and rates raised slightly on the 
established two-year family policies. Rates for the 
one-year policy which pays up to $5,000 for each mem 
ber of the family stricken are: $8 for families with one 
child, $10 for families with two or three children, and 
$12 for families with four or more children. Rates for 
the second one-year policy which pays up to $10,000 
for each member stricken are: $12 for families with 
one child, $15 for families with two or three children, 
and $18 for families with four or more children. 

The rates were increased $1 a year for the $5,000 
two-year policy and from $1.50 to $2.50 a year for the 
$10,000 two-year policy, depending on the size of the 
family. The new rates, effective March 15, are: for the 
$5,000 two-year family policy, $12 for families with one 
child, $16 for families with two or three children, and 
$20 for families with four or more children; and for 
the $10,000 two-year family policy: families with one 
child, $18; families with two or three children, $24: 
and families with four or more children, $30 


LUMBER MUTUAL Casualty Insurance 
Company of New York, New York, New York 


New Directors 

John C. Farber, partner in the New York law firm of 
O’Connor and Farber, and Walter C. Sisson, treasurer 
of the Racquette River Paper Company, Potsdam, New 
York, have been elected directors of this company. 


Best's Fire and Casualty News 





MID-CENTURY Insurance Company 


Los Angeles, California 


New Company 


This company began business February 17, 1953 with 
capital of $1,000,000 and surplus of $750,000. It is a 
wholly-owned subsidiary of the Farmers Insurance Ex 
change of Los Angeles and is licensed to write all lines 
but life, title and mortgage. The company will operate 
under a management contract with the Farmers Under- 
writers Association, attorney-in-fact of the parent re- 
ciprocal, and its officers are all affiliated with the 
Farmers Insurance Group. The home office is located 
at 4680 Wilshire Boulevard. 


MUTUAL BOILER AND MACHINERY Insurance 


Company, Boston, Massachusetts 


New Vice Presidents 


The following five new vice presidents have been 
elected: Gilbert E. Edwards, Clair L. Keene, Stanley 
H. MacInnes, Harold R. S. Perdriau and Frank J. 
Porcella 


PACIFIC EMPLOYERS insurance Company 
n 


Los Angeles, California 


Appointments—New Director 


This company has announced the appointment of 
Victor Montgomery, Jr., as vice president, Don Frost 
as secretary, Albert H. Hall as treasurer, Joseph G. 
Reilly as resident vice president, metropolitan Los 
Angeles office, and J. V. Valla as resident vice presi- 
dent, Wilshire (Los Angeles) office. 

John M. Demmer, in charge of fire operations, has 
been elected a director of the company. 


PENN-LIBERTY Insurance Company 
Philadelphia, Pennsylvania 


Capital Increased 


The capital stock of this company has been increased 
from $300,000 to $500,000 by the issuance of 20,000 
additional shares of $10 par value stock 


THE SASKATCHEWAN GOVERNMENT 


Insurance Office, Regina, Saskatchewan 


1952 Operations 


The report on the 1952 operations shows premium 
volume of $4,480,970, an increase of nearly two-thirds 
over 1951. While the Office’s basic lines (fire and 

(Continued on the next page) 
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90 John Street, New York, N. Y. 
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Insurance Exchange Bidg., Chicago, lil. . 
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SASKATCHEWAN GOVERNMENT—Continued 


automobile) showed steady growth, the major per 
centage increases were in some of the newer lines such 
as ocean marine, liability and hail reinsurance. The 
Office now writes both primary coverage and reinsur 
ance outside the Province as well as in Saskatchewan. 
Like private carriers, experience on automobile insur 
ance written under the Province’s Automobile Accident 
Insurance Act was unprofitable, losses incurred 
amounted to $3,400,000 in 1952 while premiums col 


lected were $2,118,000 necessitating an increase in rates 


| SOUTHWESTERN Insurance Compar J 


Oklahoma City, Oklahoma 


New Company 


This company began business on February 4, 1953 
with paid-in capital of $50,000 and surplus of a like 
amount. It will write automobile material damage cov 
erage at manual rates. The sponsors of the company 
have been closely associated with the insurance business 
either though agencies, banks or finance factors. The 
home office is located at 2420 North Robinson Street 


SPRINGFIELD Group 
Springfield, Massachusett 


Schlesinger Promoted 


Frank A. Schlesinger has been promoted from vice 
president to executive vice president of the Springfield 
Fire and Marine and New England Ins. Cos 


STERLING Insurance Company 
Chicago, Illinois 


Control Acquired 


\bout 40% of the 400,000 outstanding shares of this 
company, has been sold by Louis A. Breskin, founder 
and chief executive officer, to John MacArthur, presi 
dent of Bankers Life & Casualty Company, Chicago, 
Illinois. This initial acquisition gives Mr. MacArthur 
working control of the Sterling, but he plans ultimately 

acquire 85° to 90% of the total shares, a total in 


| vestment of some $7,000,000. Rumors of this pending 
| negotiation have been prevalent since the acquisition by 
| the Bankers of all of the outstanding life insurance busi 
| ness of Sterling effective December 31, 1952. Mr. Mac 


(Arthur has announced that no merger of the two 
' 


| 7 , 
companies is contemplated. Mr. Breskin has resigned 


Ste 


as chairman and president of Sterling and a new board 


| of directors will be elected 


Best’s Fire and Casualty News 





TEXAS MUTUAL Insurance Company 


Beaumont, Texas 


In Receivership 


This mutual, placed in receivership February 13, has 
been found by examiners to be hopelessly insolvent. 
They report ledger assets of $778,278 of which $512,848 
are non-admitted. Liabilities total some $840,000, leav- 
ing a deficit of about $574,575. Unpaid losses total 
around $350,000 and unearned premiums $450,000 


TRANSAMERICA Group 


San Francisco, California 


Official Changes 


Walter H. Vernier has been promoted from vice 
president and manager of the western department to 
executive vice president of the Pacific National Fire In 
surance Company and its affiliated companies. G. L. 
Hubbard succeeds Mr. Vernier and James G. Thumley 
has been named personnel manager. 


TRI STATE MUTUAL Insurance Company 


Palmyra, Pennsylvania 


New Mutual 


This mutual began business on February 4. It will | 
write general fire and allied lines at rates 20% below | 
manual and automobile fire, theft and collision at manual | 
rates with a 10% discount on renewal if there has been | 
no accident on the prior policy. The company writes 
both 

| 


offices are located in the Valley Trust Building. 


non-assessable and assessable policies. Home 


UNITED STATES FIDELITY and Guaranty 


Company, Baltimore, Maryland 


Stock Dividend 
4 
In addition to its regular quarterly cash dividend of | 
fifty cents, this company has declared a 10% stock 
dividend, payable April 15, 1953, which will transfer 
$1,410,588 from surplus to capital. 


| 
WOLVERINE Insurance Company 
Battle Creek, Michigan | 


Capital Change | 


After stockholders had approved a proposal to in- 
crease the company’s authorized capital from $500,000 | 
to $1,000,000, a share-for-share stock dividend was dis- | 
tributed to stockholders 


For April, 1953 
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THEY MADE HISTORY 12: ZACHARY TAYLOR 
It Happened While He Was President ¥y $ ’ 


ZACHARY TAYLOR 
Twelfth President; born November 
24, 1784; died July 9%, 1850. 
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GOLD RUSH 
The California Gold Rush started 
in 1849, when gold was discovered 


OF INTERIOR 
was created in 1849 to deal with @ OVERLAND MAIL SERVICE 


bowl. 9 ss a eS via stagecoach was begun in 1850 


eeeeeeeseeceseeeoeeeeeee 
AGENTS ARE MAKING HISTORY . .. every day 


representing these great companies. They step-up production 
because these agents know that Hawkeye-Security and Indus- 
trial provide every service they need. They know we provide 
service without red tape .. . prompt, equitable settlement of 
claims . . . home office representatives always at their service. 


HAWKETYE - SECURITY 
INSURANCE CO. 
INDUSTRIAL INSURANCE CO. 


Des Moines lowo 











NEW PUBLICATIONS 


Workmen's Compensation Law 
Pamphlets 


New editions of the pamphlets for 
the states of Michigan and Rhode 
Island are Each 
pamphlet contains a digest and com 
plete text of the workmen's com 
pensation law Also 
supplementary 


now available. 


included are 
laws anc 
amendments enacted by the 195 
Michigan and the 1951 and 195 
Rhode Island 
and additional annotations of cases 
decided since publication of the pre 
vious edition. 


pertinent 


Sessit ms, 


legislative 


$/ per copy—available from the 
Editor, Law Publications, Associa 
tion of Casualty and Surety Compa 
nies, 00 John Street, New York 


Vew York 


zA 


Tax Shelter for the Family by \\Villian 
|. Casey and J. K. Lasser 


Mr. Casev, a lawyer, and Mr. 
Lasser, C:P.A. and tax expert, have 
combined their talents in this book 
showing ways to reduce the tax ob 
stacles in financing family security 
Many of the variations of the ways 
in which a family business can be 
organized in a corporate partnership, 
limited partnership or a joint ven 
ture structure are developed. The 
book spells out the tax and financial 
results of holding family property in 
separate or joint ownership, starting 
new ventures with members of the 


family, various types of family 


Service Beyond 
the Contract 


» 








FIRE © MARINE @ 


trusts and partnership arrange 
ments, intra-family gifts, intra-fam 
ily rentals, salary and _ interest 
arrangements, the assignment of in 
come producing property within the 
family and many such steps to 1m 
the family 

181 pages $12.50, published hy 
Business Reports, Ing 


West 
34th Street, New York 1, Nex 
York 


prove financial structure 


95 


Insurance Brokers in California 


This is a directory listing the pet 
sons, partnerships, associations and 
corporations licensed as insurance 
brokers in California, including sur 
plus line brokers and special lines’ 
surplus line brokers 
the addresses of 
9,300 resident and non-resident in 
surance brokers 


haf 
| ‘ 
Included are 


SO 


names ar 


$1.04 per copy, including taa 
available from the Department 
Insurance, 1182 Market Street, San 


Francisco 2, California 


Your Guide to the Safe Use of 
Conveyors 


his 


seven 


is the latest in a series of 
booklets devoted to the 
portant industrial preblem of han 
dling materials. Its importance is 
indicated by the fact that 
all suffered by 
\merican working men are 


im 


nearly 
25% of disabilities 
caused 
by improper handling of materials 
In the booklet are for 


given rules 


~ 


The NEW ZEALAND 


Insurance Company Limited 


United States Head Office 
Since 1875 
San Francisco 


William M. Houston, U.S. Mgr 


CASUALTY © AUTOMOBILE 


the safe use of conveyors which are 
now in wide use in industry as a fast 
and efficient method of handling 
materials 

Available to member companies of 
the Association of Casualty and 
Surety Companies, 60 John Street, 
New York 38, New York, at $3.25 
per 100 coptes, 


Sales Letter Showmanship 


This first 
monthly portfolio made up of two 
The first is the “Idea 


is the issue of a new 
sections 
Library” 
3” x 5” index cards each containing 


consisting of a series of 
a basic copy theme. The second sec 
the “Letter 
reproductions of interesting 


tion is Library” con 
taining 
sales letters and mailing pieces. 
$10 annually to contributing sub 
scribers—$12 to 
published by A. August 
Fifth Avenue, New York 17, 


) or k 


non-contributors ; 
Tiger, 545 
New 


Who's Who in Insurance 


Chis is the 1953 edition of an an 
nual compilation of the biographies 
of prominent men in all branches of 
the 
executives, insurance department of- 


insurance industry—company 


ficials, professors of insurance, 


agents, actuaries, adjusters and 
brokers. 4,000 indi 
vidual biographical sketches plus the 
“Death Roll of 1952.” 

This edition is Volume I of the 
Insurance Almanac; Volume IT is 
expected to be available in July 
pages each $5, the 
combined price for the two volumes 
$8; published by the Underwriter 
Printing and Publishing Company 
116 John Street, New York 38, Nex 
York. 


There are over 


. 7 
592 volume 


Safety Responsibility Law Digest 


A new motor vehicle safety re 
sponsibility law became effective 
March 1, 1953 in Ohio. A digest of 
the provisions of this law has been 
prepared for use in bringing it to the 
attention of 
fected by it 
Single without charae 
quantity prices furnished upon re 
quest hy Alfred M. Best Company, 
75 Fulton Street, New York 

N. Y 


those who will be af 


copies 
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eQ nual Hlalementd 


UNIVERSAL INSURANCE COMPANY 


Incorporated 1921, under the Laws of the State of New Jersey 


December 31, 1952 





U.S. Government Bonds . . . . . . . © « $1,392,015.49 
Municipal Bonds vans? 204 , 249,124.98 
Railroad Bonds in gieedeb : 92,852.10 
Public | tility Bonds . . ‘ ; . . 241,024.62 
Industrial and Mise. Bonds . . . .... . 157,524.39 
Insurance Stocks ; re aT tithe... tal ne ee ae 949,948.68 
PL eS Gay Oe GS 146,075.00 
RA ee ee ae 1,204,498.00 

*$4,433,063.26 

*Valuations on National Association of Insurance Commissioners Basis 

Trusteed Funds— Foreign Reinsurance . « + §$ 560,338.41 
Cash in Banks & Company's Office , . 1,387,110.03 
All Other Admitted Assets .. ~ withers 4a 355,948.33 

$6,736,400.03 


LIABILIT, ’ 
Reserve for Outstanding Claims and Loss Adjustment 
Expenses . $1,519,795.00 
Reserve for Unearned Premiums oat 4 1,035,888.91 
Funds Held Under Reinsurance Treaties. 2 .  .. 595,311.74 
Reserve for Taxes and Expenses — oe 86,900.00 


Contingent Reserve for Reinsurance 
in Unadmitted Companies SP ee es ee 139,803.89 


All Other Liabilities. 2. . . . . . : 189.39 

Capital os: bw ae ys eee 

bea eee ee $2.308.571.10 

POLS IOLA SUMP AAS . «lke. es Baw 3,058.571.10 
$6.736.460.03 


LOSSES PAID TO POLICYHOLDERS 
SINCE ORGANIZATION o © © © 0 0 0 0 6 845,089,467.64 


NOTE: On the basis of December 31st, 1952 market srstetions for all Bonds 


and Stocks owned, admitted assets, net surplus, and policyholders’ surplus 


would be increased by $18,600.00. 


Securities carried at $233,219.61 in the above statement are deposited with 
various State Insurance Departments as required by Law. 


TALBOT, Binn AND Co. INC. 


e J HIV OAMNTCE VW, 4 Zz yuvedlers 


111 JOHN STREET - NEW YORK 38, N. Y. 


























Medical Expense—from page 62 

like to present an outline of what 
we consider an ideal major medical 
expense plan. It should reimburse 
for regular and customary charges 
resulting from any non-compensable 
injury or disease (excluding preg- 
nancy) for 

1. Medical treatment by a legally 
qualified physician—in or out of 
the hospital. 

2. Private duty nursing by a regis- 
tered graduate nurse in or out of 
the hospital 

3. For services and supplies when 
not confined in a hospital such as: 
rental of iron lung or other mechani- 
cal equipment, rental of hospital 
type bed, oxygen and rental of equip 
ment for the administration of oxy- 
gen, prosthetics, crutches, 
X-ray examination (other than den- 
tal X-rays,) anesthetics and the ad- 
ministration thereof, and/or thera 
peutic services and supplies. 


braces, 


This plan provides for the pay- 
ment of the enumerated 
above to the extent of 75% of such 


charges 


charges after providing, for a de- 
ductible of $100; with a total aggre 
gate limit for each assured in the 
amount of $5,000 

The plan provides that a period 
of disability shall start the day the 
assured has received the first treat- 
ment for which a charge that is in- 
cludible under the plan is made, and 
shall end 180 days after the date of 
the last treatment for such disability. 


HIGHER PRICE LEVELS MAY REQUIRE 
MORE FIRE INSURANCE COVERAGE ON 
YOUR CLIENT'S PROPERTY 


Why not suggest us for an independent ac- 
curate up to date appraisal a: we heave nearly 
a@ half a century of appraisal service covering 
America’s conservative business institutions 
large and small 

Let our representative, without obligation, 
contact your assureds. 


Write 
or Telephone 


ATTENTION AGENTS AND EXECUTIVES 





LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No d ge is hopel 





All Clothing. 
Rugs, Carpets, 
Li 


Sardiiee Fabrics. 
Cushions. 
Sofas. 
Chairs. 
Drapes. 
Brocades. 
Embroideries. 
Etc., Etc. 
REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l Museums, Press Fire 
Cos., and Adjusters everywhere. 


LA MERS STUDIO 
142 EAST 34th ST., NEW YORK CITY 


(Near Lexington Avenue) 


LExington: 2-3574 (26th Year) 





tenefits for each disability shall 
terminate when two years have 
elapsed from the commencement of 
the disability as defined above or 
the payment of the $5,000 aggregate 
benefit, whichever occurs first. 


4. Medical fees (in and out of 
hospital) 

The growth of medical expense 
reimbursement protection during the 
past few years has more or less 
kept pace with the expansion in the 
field of hospitalization and surgical 
benefits. The Health Insurarice 
Council reports that at the end of 
1951 about 28,000,000 people were 








tHe [|LOYD-IHOMAS co. 





4411 RAVENSWOOD AVE., CHICAGO 40, ILL 














covered by some sort of medical ex- 
pense plan, most of them by the 
service type. From the available 
statistics 50% of those covered have 
protection under the insured benefit 
plans which generally provide a 
fixed reimbursement (usually $3 or 
$4 for each office or hospital visit 
and $5 or $6 for each home visit), 
with most plans providing for the 
exclusion of either the first or sec- 
ond visit. While the lower income 
groups nationally have come within 
the scope of the service type plans, 
since most of these limited partici- 
pation to low income groups (un- 
der $3,000 annually), the great 
majority of the American people 
were completely without any form 
of protection against the great raider 
of family security—the doctor’s bill 
in a major illness, either at home or 
at the hospital. 

In discussing the existing medi- 
cal expense plans (described above 
providing for limited reimburse- 
ment for a limited number of visits) 
the writer has frequently and pub- 
licly maintained that this type of 
coverage has no merit as a socially 
desirable form of insurance nor is 
of any real economic value to the 
people insured. Such plans are diffi- 
cult and usually expensive to ad- 
minister and have been “sold” 
largely because the insurance com- 
panies writing this coverage have 
been pressured into the business by 
the growth of industry—labor ne- 
gotiated funds throughout the coun- 
try. Apparently there are 
who are engaged in the administra- 
tion of such negotiated funds who 
feel that the reputation of such 
funds is enhanced in the 
the beneficiaries thereof if a benefit 
is provided that could and would 
“payoff” rapidly. Very little con- 
sideration was ever given to the 
social implications of 
such medical 
ment plans. 


some 


eyes of 


establishing 
expense reimburse 

We have often characterized this 
form of insurance as being analogous 
to insuring the grease job or oil 
change on an automobile and leav- 
ing the entire automobile itself un- 
insured; or insuring the shoe sole 
repair job and not insuring the con- 
tents of the entire home against 
disaster. Under the major medical 
expense plan outlined, we are not 
concerned with the number of visits 
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Many of YOUR policyholders and prospects 
are reading this NEW book 


YOU SHOULD, TOO! With the working capital position of 

American industry tightening, the problem of pro- —————————— 

tecting it takes on increased importance. That’s why EDIT INSURANCE 
more executives are showing more interest in pro- ce ? 
tecting their most important 
accounts receivable— with AMERICAN CREDIT 
Insurance. That's why they bought coverage for 
over 5 billion dollars of sales last year. Book tells 
12 important ways American Crepir INSURANCE 
contributes to sound business management. 
Address American Credit Indemnity Company of 
New York, First National Bank Building, Baltimore 
>. Md. Just say, “Send me book offered in Best's 


. ee PANY 
one of assets— ano your COM 


+ 


Specialists in 
Credit Insurance 


Insurance News.” 


for 60 years 


American 


but rather with the thereof. 
After a great deal of study, we found 
that we did not have any of the 
misgivings that some underwriters 
and carriers had that this item of 
cost would get out of control and 
be subject to abuse. We found that 
within the framework of the deduc- 
tible and co-insurance factors, medi 
cal costs would be usual and would 
not be unduly inflated because of 
the availability of a substantial in 
surance benefit. In most areas of the 
country doctors fees either in the 
home, hospital or office are fairly 
well known and standardized. The 
fees for consultation services could 
be fairly well established. We, there- 
fore, reached the conclusion that it 
was socially, economically and, from 
an insurance underwriting point of 
view, sound and desirable to pro- 
vide coverage for all medical bills 
regardless of where incurred and 
without consideration to the num- 
ber of visits involved, subject to the 
co-insurance and deductible provi- 
sions of the plan. We have become 
convinced that the provision of cov- 
erage for such expenditures filled 
a great void in the area of protection 


cost 
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Credit Insurance 


a 


for the American family against the 
ever present danger to their finan- 
cial stability that might be brought 
on by serious and major illness or in 
jury. 


5. Registered nursing fees (in and 
out of hospital) 

Examination of hundreds of 
claims, particularly those for hos- 
pital care, indicated a woeful lack 
of coverage in the realm of ex- 
penditures for nursing services. The 
study of the cases showed con- 
clusively that this item of expendi- 
ture could be far more costly than 
hospital room and board charges, 
since around-the-clock private nurs- 
ing service costs approximately $40 
per day. We believe that the co-in- 
surance factor will to a large extent 
eliminate any possible abuse of this 
benefit and that the operation of the 
law of supply and demand of nurses 
will eliminate any tendency on the 
part of the assured to avail himself 
of such services because of the in- 
surance benefit, whether needed or 
not. We disagree with those who 
contend that this service performed 
outside the hospital might be con- 


fused with extra “household help” 
and therefore should be excluded 
from coverage. We have, however, 
placed one limitation on this benefit, 
namely, that the service be rendered 
at the direction of the doctor and 
by a registered graduate nurse who 
is not a member of the assured’s im 
mediate family. 


6. Services and supplies listed in 
the outline of the plan while not in 
a hospital. This item does not re- 
quire much discussion since its 
inclusion within the concept of a 
“Major Medical Expense Reim 
bursement Plan” is obvious. 


7. Drugs and medicines 

In setting up our plan a great 
deal of thought was given to the 
question of whether or not expendi 
tures for drugs and medicines, even 
though limited to those which are 
prescribed by the physician should 
be included. We came to the con- 
sidered conclusion that such ex- 
penditures did not properly come 
within the definition of catastrophic 
or major medical expense, and there 

(Continued on the next page) 
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should be excluded from the 


The reasons for this con 


tore 
coverage. 
clusion were that we could not con 
nor make 
provision for the purchase of drug 


underwriting 


template g 
stores throughout the country, nor 
for other similar abuses that would 
be possible by the blanket inclusion 
ot drugs and medicines. We 
the problem that 


also 


considered large 


the assured would have in pre 


senting his claim and obtaining 
either receipted bills or signed claim 
forms together with all the other 
incidental but perplexing adminis 
We, therefore, de 
cided that we did not intend or want 

pick-up the minor expenditures 


trative problems 


of from $1 to $5 for prescriptions, 
and that the assumption of these 
the assured 
not be any burden upon him 
did, 


ing medical practice of using the 


—_ 


would 
We 


however, recognize the grow 


minor costs by 
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As of December 31, 1952 
ASSETS 


OO Ta 


United States Government Bonds 


Municipal and State Bonds 
Industrial Bonds . 

Stocks . a ae 

Home Office Building 
Collateral Loans . je. 
First Mortgage Loans . . . 
Premiums in Course of Collectio 
Other Assets . 


Total Assets 


LIABILITIES 


Reserve for Losses and Claims 
Unearned Premium Reserve 


Reserve for Commissions, Taxes and Other 


Expenses 
Total Liabilities 
Capital Paid In 
Net Surplus . . . . 


Surplus as Regards Policyholders 


Total 


SUPERIOR INSURANCE COMPANY 


CHARLES R. MOORE 
Chairman of Board 


E. T. EARNEST 
President 


WALTON P. BONDIES 
Vice President 


R. D. COUGHANOUR, JR 
Vice President 


Home Office 
DALLAS, TEXAS 


J. E. EARNEST, JR 
Vice President 


$1,000,000.00 
942,338.75 
” $1,942,338.75 


$5,616,901.90 


- $ 843,773.55 
2,118,100.81 
300,079.63 
150,000.00 
849,939.86 
321,156.69 
2,250.00 
38,000.00 
886,035.39 
107,565.97 


$5,616,901.90 


$1,048,506.04 
2,467,815.82 


158,241.29 
$3,674,563.15 
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Vice President 
RAY NESBITT 

Treasurer 
H. D. YEARGAN 
Secretary 
W. M. GILKER, JR. 
Asst. Secretary 
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newly discovered drugs such as 


cortisone, ACTH, etc., and the high 
cost of drugs. We felt 
that the failure to include the ex 
penditures for drugs might 
become burdensome to the average 
family. 
the proper language to describe our 
intention to include the above men 
tioned expensive type of drugs and 
the 
pensive, non-burdensome expendi 


such new 


such 


We have not as yet founa 


exclude usual, evervday inex- 
ture, and we left that problem to be 
handled in the administration of the 


plan 


Deductible and Co-insurance 
Phe 


roper 


problem of 
deductible 


setting up a 
received a great 
deal of attention. This phase of the 
plan not the 
point of view and with the intent of 
reducing the sum total of the amount 
of the claims to be paid to all of the 
insured people thereunder over a 
period of for the 
deductible 
effect the 


was examined from 


obviously 
this 
importantly 


time, 
aggregate value of 
would not 
underwriting soundness of the plan 
in either direction. As a matter of 
fact, we even, though only for a 
short time, toyed with the idea of 
the 


paying claims from 


substituting a franchise for 
deductible ; i.e., 
the first dollar, provided however, 
that each of them ran beyond $100 
Discretion dictated going back to 
the deductible factor. We concluded 
that its sole purpose should be to 
eliminate from coverage the every 
medical which 
should not be the subject of insur 
ance We also concluded that it 
should more than $100 for 
each disability as defined under the 


day, usual expense 


not be 


plan, because any greater amount 
would in effect unduly and improp 
erly reduce the area of protection 
to a point where it might work hard- 
ship on those insureds in low or 
medium income groups. 

he concept of co-insurance has 
been accepted by all who have given 
any study or thought to the planning 
of major medical expense insurance 
\ll have agreed that the establish- 
ment of a partnership between the 
assured and the carrier is essential to 
the stability and success of the plan 

We fully 


and believe that is the American way 
of handling the problem. The Ameri 


subscribe to this thesis 


Best's Fire and Casualty News 





can people are a proud people who 
like to pay their own way and don’t 
want anyone tc pick up their bills 
or to give them a “receipted in full” 
bill. We are a prudent people, and 
we insure our exposure to Catastro 
don't 


mind par 
ticipating in carrying the load 


phic loss, and we 
Che 
human 


American people are a very 


people, subject to all the human 
frailties, so that it becomes essential 
that 


be established to reduce to 


rences 


and 
that mit 


proper safeguards 
imum which is dictated by economic 
and underwriting those 
possible abuses of this wonderful 
Therefore, the establish 
factor 


necessity 


package 
ment of a 75° co-insurance 
is good insurance practice, is prud 
ent, and is a sound approach to joint 
participation in meeting major medi 
cal expense 


Conclusion 


1 


rhis would not be com 
plete without back 
ground of the processes that went 


paper 
giving some 
into the development of the plan and 
principles outlined herein. In_ pre 
paring this paper we did not intend 
to make it a detailed exposition of 
have adopted 
today, 


statement 


the plan which we 
which is in Operation 
rather to present a 
though general, principles 
upon which we believe the structure 


and 
but 
of basic . 


of major medical expense insurance 
built We 


discussion of whether or 


can be soundly have 
omitted 
not pre-existing illnesses should be 
included (they were included under 
our plan) or specific definitions of 
terms, or rules of 
termination, or of spec ihe premium 
rates only because such matters ap- 
plied particularly to our case. Any 
decision relative to these items would 
have no effect whatever on the prin 


eligibility and 


ciples outlined. The entire subject 
of major medical expense insurance 
is a new one; the experience with 
it has been meager, and all who have 
concerned themselves with the prob 
lem have agreed that its development 
has in a large measure been ex 
perimental. 

Our group insurance carriers, the 
John Hancock Mutual Life Insur- 
ance Company, represented by 
Messrs. Edward A 
president ; Melvin Olsen, director of 


Green, vice 


group insurance, and Lynn Wads- 
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folks what they 


they'll 


want 
te iil | 
| 


goods iiké 


(ave 


buy vour 
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today more than 2 
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wide Travel 
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paid in benefits in 1952 


and a fine company to SEI 


The Largest Exclusive Health and 
Accident Company in the World 
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Got the Goods 


at a price that’s right 
ot 
Mutual of Omaha does in the insurance 
; million families own policies in this world’s 
largest exclusive health and accident company. A policy 
every need and every pocketbook 
Surgical; Dread 
\ccident ; and others 
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Prompt payment ot benetits 
, through 110 service offices 
\ fine company to buy insurance from 


ASSOCIATION 
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held 
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to ht 
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World 
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Disease ; 


and in an amount he 
locally 


More than 56 million dollars 
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worth, staff technician, together with 
Mr. Eric A. E-gge, vice president of 
Marsh & Mclennan, Los Angeles, 
spent many months working with the 
writer in developing the plan set 
forth in this paper. We had the able 
assistance of the medical director 
of John Hancock Mutual Life In- 
surance Company and we canvassed 
the experience and opinions of many 
other people in the medical field for 
guidance and advice. It might be 
pointed out that the approach by 


both ourselves and our carriers to 
this problem has been one of good 
faith forth the 
following rules as a test to determine 


and we have set 


whether an item of medical expense 


within the 


comes 


purview of the 


plan: 

l. Is it an item of 
for medical care? 
2. Is there a social or economic rea 
son other than that 


major experise 


“it 1s convenient 
ind a good thing to get” for the 
Continued on the next page) 
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Medical Expense—Continued 


assured to be reimbursed for the 
expenditure within the principles 
set forth? 
3. If there 
nomic reason, 


is such a social or eco- 
how can we fit such 
an expenditure into the plan? 

This plan has been built and form 
ulated upon the thesis that the as 
sured beneficiaries thereof would 
treat the benefits provided in com 
plete good faith, not withstanding 


many loud statements to the con- 
trary by some people. We subscribe 
to the principle that the American 
people as a whole are inherently hon- 
est and believe in fair play, and with 

1 administration both on the part 
of the carrier and the administra- 
tors that is based upon a liberal 
perspective of the objectives of the 
plan, the major medical expense 
plan can be soundly underwritten. 
When such a plan is established on 


sound, basic group insurance prin- 





Bank Stocks. . 
Industrial and Utility Stocks 
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Valuation of securities on National Association of Insurance 
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FIDELITY »* 
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Reinsurance Treaties 


$ 5,087,322.58 
1 1,805,365.61 
672,314.00 
3,302,123.00 
114,591.03 
388,806.66 
795,416.26 
39,719.97 


$22,205,659.1 | 


$11,141,403.10 
3,358,638.28 


| 389,228.97 
330,612.63 
2,785,776.13 
3,200,000.00 


$22,205,659.1 | 
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ciples it could be maintained at a 
sound cost within'the economic reach 
of every income level. We firmly 
that such a plan, soundly 
conceived and sanely administered 
can be the ultimate answer and solu- 
tion to the ever present fear and 
dilemma of the unpredictable, un- 
determinable, unforeseeable possi- 
bility of financial bankruptcy that 
faces each family as a result of 
major medical expense. 

While eight months is a short 
period of time in the lives of people 
or in the history of social and eco- 
nomic development, we have found 
it of sufficient length to test, in many 
varying conditions, the principles 
and policies set forth herein and we 
are pleased with what we see. The 
plan has done the job we intended 

to do. It has been gratifying to 
ilready see a number of families 
actually saved from financial dis- 
aster through its operation. 


believe 


Each Day We Learn 


We also have clear cut evidence 
from the other side of the picture 
that we have planned well. The un- 
derwriting experience, notwithstand- 
ing a great deal of publicity at the 
introduction of the plan and since, 
has remained very good. The plan 
was set up at a fair, reasonable pre- 
mium within the reach of all income 
levels. We are still in the transi- 
tional stage and we do not presume 
to know all that should be known 
in the field of major medical expense 
insurance. Each day we learn some- 
thing new, some new angle, some 
developments in the field of 
medical practice that in some way 
effect the administration of our plan. 
It is essential that we maintain a 
flexible position because there is 
nothing static in the whole field of 
medical expense. We must be ready 
to change and adjust as conditions 
change. We must go forward with 
open minds and good hearts, never 
taking a position today which we 
would not be ready to change to- 
morrow, but always keeping our 
objectives in the forefront. We 
humbly feel that a real step forward 
has been taken in the field of health 
insurance and that some contribu- 
tion has been made towards the im- 
provement of the standard of living 
of the American people. 


new 
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Lincoln National 
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Multiple Line 


the personal property floater—un 
less a decided effort is made to see 
that the assured takes out insurance 
to value, the policy is very apt to 
be issued for an amount far below 
the risk and the under 
writer becomes liable for the first 
loss up to the amount of the policy. 


values at 


This concept of marine insurance, 
namely, the valued policy, should 
become the basic requirement of all 
land if all 
risks policies are to be issued. 


forms of insurance 


on 


Franchise Clause 


The third concept of marine in 
surance, that has never been carried 
to any degree into insurance forms 
used for fixed property or property 
the 
the 
franchise clause, where the policy 


on land, is what is known in 


marire insurance business as 
provides that unless the loss amounts 
of the 


insured value, there is no claim, but 


to a named amount, say 5% 


if the claim equals or exceeds that 
5%, then it is paid in full, provided 
there is full insurance on the prop 


erty. It is true that through com 
petition this fundamental principle 
is often ignored in present day 
marine insurance cargo policies. The 
underlying absolutely 
sound, in that it removes from the 


insurance picture trifling claims that 


concept 1s 


often times are merely the normal 
expected losses that are inevitable 
in the ownership and use of prop- 
erty 

The sue and labor clause, which 
is an important part of the. marine 
insurance policy, has in general been 
carried into insurance of property on 
land, this principle providing that in 
the event of loss the assured must 
take all reasonable measures to safe 
guard the property from further loss 
and to prevent the damage from be- 
ing more extensive. 

In the practice of the marine in- 
surance there is another 
concept that should be noted at this 
point, namely, that it is not usual 
to issue a policy for any part of the 


business 


total perils that the policy covers 
It is in effect an all-risks policy, and 
it is most unusual for a policy to be 
issued to cover only fire or stranding 
or sinking or collision, although there 


is nothing to prevent this being done. 
It is also possible to provide that the 
first part of the loss shall be at the 
charge of the assured by introducing 
into the policy a deductible franchise 
clause. However, this again, while 
permissible, is not normally done 


Adverse Selection 


One of the important results of 
the marine insurance concept of un- 
derwriting is that there is removed 
from the underwriter’s problem what 
is known as adverse selection. In 
other words, it is not normal in the 
marine insurance business for an un- 
derwriter to permit the assured to 
insure only against those hazards 
which may be predominately severe 
in the trade in which he is engaged. 
He is usually required to take the 
all-risks the under- 
writer issues and pay the full rate 
for such a policy. It is true that the 


policy which 


rates vary, depending on the severity 
of the hazards over particular routes 
and in particular areas of the world, 
but 
business on these routes or in these 


every one who is engaged in 


areas is, in general, required to take 





C. H. GARDNER - 
B. PETRIKIN 
H. HOOGSTRATE 


Vice-President 
Vice-President 
Treasurer 


SSETS 


Cash on Deposit and Office Fund 
Bonds—at amortized values— 
Note A: 
U. S. Government 
State 
Municipal 
Industrial and Miscellaneous 


Common Stocks— 
(At Market Values) 
Utilities, etc. $ 
Industrials 
First Mortgage Loans on Real 
Estate 
Accrued 
Loans 


Interest on Bonds and 


Forty-Ninth 


$2,694,712.19 
15,235.76 
674,428.58 
11,000.00 


42,816.00 
138,900.00 


G. N. GARDNER President 


Annual Statement as of December 31, 1952 


THE MERCHANTS FIRE INSURANCE COMPANY 


DENVER, COLORADO 
DECEMBER 31, 1952 


$ 342,254.02 


3,395,376.53 


Federal Income Taxes 


181,716.00 
Capital Stock 
331,114.96 Surplus 


11,425.71 


HAZEL O'NEILL - 
H. W. HUSKINS - 
c ° 


Loss Claims in Process of Adjustment 
(Less Losses Reinsured, $131,872.99) 


Accounts Payable and Accrued Expenses 
Reserve for Unearned Premiums 


Reserve for Contingent Commissions 


Reserve for Possible Adjustment of Reinsurance 
Commissions, etc. 


Secretary 
Assistant Secretary 


P. ALLEN - - Assistant Treasurer 


LIABILITIES 


$ 305,456.00 
71,985.25 
2,865,237.07 
35,000.00 
90,000.00 


26,648.72 
$400,000.00 


792,036.56 1,192,036.56 





$4,586, 363.60 


Agents’ Balances $ 344,582.84 
Less Ceded Reinsurance Bal- 


ances 


Note A—The amortized values as of December 3/, 1952, have been 
computed on the basis approved by the Committee on Valuation of 
Securities of the National Association of Insurance Commissioners 
The U. S. Government bonds include $461,000.00 principal amount on 
deposit with the Insurance Commissioners of the State of Colorado, 
Oregon, California and Texas 


20,106.46 324,476.38 





$4,586, 363.60 
POLICY HOLDERS’ SURPLUS $1,192,036.56 


This Statement Is Based on Report Filed with the Insurance Commissioner of the State of Colorado 
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The Eureka-Security Fire and Marine Insurance Co. 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 





FINANCIAL STATEMENT—December 31, 1952 (New York Basis) 
Liabilities 


premium re- 


Assets 
*Bonds 
Government 
Political Subdivisions 
of States 
Railroad 
Public Utilities 
Industrial and Miscel- 
laneous 
*Stocks 
Railroad $ 
Public Utilities 
Bank and Insurance 
Industrial and Miscel- 
laneous 
Cash and bank deposits 
Premium balances receiv- 
able not more than 90 
days past due, less re- 
insurance premiums 
due to other companies 
Reinsurance recoverable 
on paid losses due 
from other companies 
Other admitted assets 
Total Admitted Assets 


Unearned 
serve 


$8,675,841.93 
$8,548,032.11 
99,019.92 
402,475.81 
86,798.74 


Losses in process of ad- 


justment 1,298,686.00 


301,016.88 $9,565,153.28 . Reserve for taxes 251,661.55 


Reserve for all other lia- 


34,000.00 
2,995,762.00 bilities 


721,237.85 


211,756.59 
104,906.78 
1,000,000.00 


Contingency reserve a 
687,851.00 4,438,850.85 


641,713.59 


Capital 


Surplus 4,015,004.92 


Surplus to Policy- 
holders 
TOTAL 


*Valuations on basis approved by National Association 


5,119,911.70 


wales 
296,213.85 $15,430,047.95 


411,618.54 
76,497.84 ot 


$15,430,047.95 


Insurance Commissioners Securities carried at 





$651,269.76 are deposited as required by law 
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the same kind of policy and thus to In the rules for construction of other all-risk policy forms, is that 


make his ratable contribution to the 
general fund that is developed by 
the underwriter for the payment of 
all types of losses which may over 
take the insured property. 


Thieves 


There is one further part of the 
marine insurance philosophy that is 
worthy of notice in connection with 
the issuance of all-risk covers. In the 
original marine insurance policy, 
among the perils specifically enumer 
was that of “thieves.” 


ated Ques- 


tion was raised as to how inclusive 
in meaning this word was, as there 
are many types of theft 
courts, applying their traditional rule 
of reason rather than a rule of strict 


construction, limited the meaning of 


The English 


this word, as far as the marine in 
concerned, to 
force 


surance policy was 


those thieves who by from 
without stole property. It 
sumed 
taken by a 
which could not be prevented in the 


Was as 


that goods so stolen were 


fortuitous circumstance 


normal course by ordinary care on 
the part of the master and mariners. 


For April, 1953 


the policy in the British Marine In- 
surance Act, it is provided that 
the term thieves not 
clandestine theft or a _ theft 
committed by any one of the ship’s 


does 
cover 
company, whether crew or 
The American courts on the 
other hand took a different view and, 


passen 


gers.” 


following a practice all too common 
in our courts of forgetting “the rule 
and applying a “dic 
tionary” meaning of the word, ruled 
that thieves included all types of 
theft whether from without the ship 
wr from within. 
marine 


of reason” 


Accordingly, most 
the 
United States have for many decades 


insurance policies in 
read “assailing thieves” to make cer- 
tain that the policy only covered theft 
from without the ship and by the 
use of force. When other types of 
theft are 
clause including the hazards of theft 


intended to be covered a 


and pilferage is included in the pol 
icy, or the broad external cause 
clause is used. 

This point is stressed because one 
of the important causes of loss in 
the 


floater, and in jewelry, fine arts and 


cluded in personal property 


of burglary, the land term for theft 

a hazard formerly covered only 
by casualty companies. 

\ proper question that may be 
asked at this point is, What has all 
this to do with the use by insurance 
companies of the new underwriting 
powers that they have acquired un 
der multiple line laws? It is a fair 
question and perhaps a reasonable 
had by looking 
squarely at the problem that faces 
underwriters in the United 


answer can be 
States 


today. 


Two Broad Classes 


In a very broad fashion, property 
that is the subject of insurance might 
be divided into two classes 
1. Properties of various kinds and 
their contents, used for habitational 


purposes, for schools, hospitals, 


churches and properties used by 
small business men 

2. Properties used by industry, in 
cluding merchants 


turers of ail kinds, other than the 


and manufac 


small merchant and business man 


Continued 


the next page) 








Multiple Line—Continued 


These two broad classes are set up 
to try to distinguish between those 
assureds who neither have the time 
nor the talent to make a correct 
appraisal of their insurance prob- 
lems, and those who are in a posi- 
tion to review or to have reviewed 
tor them the hazards to which their 
enterprise is exposed. 

There is an old legal concept of 
the buver caveat 
emptor as it reads in the law books. 
In a world of free enterprise this is 
Partly as a result 


“let beware” or 


a fai concept. 


of the kind of shrewdness that such 
a concept develops, some men and 
some business enterprises prosper 
and others fail. 

But it may be properly urged that 
when the buyer is entering into a 
contract where the relationship is 
so very legalistic as in an insurance 
contract, he is in a different 
position than if he were buying a 


very 


bunch of grapes which he can see 
and feel, and perhaps be permitted 
to taste. It would therefore seem 
reasonable to expect the expert who 
is selling the legal contract, the in- 
surance policy, whether it be the 
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insurance company or the agent or 
broker, to provide a contract which 
meets the needs of the inexpert 
buyer who is represented, in general, 
by those who are included in the 
first broad classification. In other 
words, he is the average insurance 
buyer who is approached in most 
cases bv the local agent. This agent 
in turn is serviced by the field man 
who is assumed to be an expert in 
his line, having been trained by the 
which is offer 
It is a fain 

Insurance 


insurance company 
ing the contract 

tion to ask if the 
panies have dealt reasonably 


ques 
com 
with 
these, in general, rather innocent 
buvers 

The second broad class embraces 
those who as a rule are presumed 
to know their insurance problems 
and who, to a greater degree than 
those in the first class, buy 
insurance. The rule of let the buver 


really 


beware may be applied to them. In 
surance is sold to group one; it is 
bought by group two great 
difference in practice and one that 
imposes a 
on the part of the insurance com 
panies and their agents in their re- 
lations with group one 


a very 


very solemn obligation 


If the foregoing outline of the re 
lationship existing between the in 
surance companies and their agents 
and the assured fall in 
one be accepted for the purpose of 
this paper as a fair statement of the 
problem, how solution be 
found ? 


who class 


can a 


The All-Risks Policy 


It would seem that the answer is 
readily available. If the marine in 
surance business for the past seven 
centuries has been able to give an 
all-risks policy for the full 
of the property at risk on the 
hazardous part of the 


value 
most 
earth’s sur 
face, at a reasonable cost, why can- 
not the insurance business, operat 
ing with respect to property on land, 
do an equally complete job? If the 
hazards that are covered by a marine 
insurance policy are named one by 
one, it will be found that the same or 
analogous hazards are present on 
land and might be covered if the 
marine insurance concept was ap- 
plied. A restatement of the elements 
that make up this concept will in 
dicate that if the same elements were 

Best's Fire 


and Casualty News 





present in the concept of insurance 
on land, all-risks policies would be 
commercially practicable 

1. Insurance to value, or else the 
assured becomes 


2. No adverse 


a co-insurer 
\ll-risks 
insurance is paid for whether or not 
the property is subject to all the 
hazards included in the broad all 
risks wording. 


selection. 


3. All-risks is legally construed to 
relate only to hazards occurring by 
mischance and not by intention, un 
less the policy is amended to cover 
such hazards. 

+. Trifling losses arising from care- 
the 
elimi- 


lessness or which arise from 
nature of the commodity are 
nated by the franchise clause unless 
such clause is waived 

enumerates what is 
not covered. For instance, war risks, 
losses due to improper packing or 


improper curing are eliminated un 


5. The policy 


less specifically included by endorse 
ment 


Moral Hazard 


be said that insurance at 
sea and on land are different because 
property at sea is not under the con- 
trol of the insured and therefore 
the moral hazard is very different 
This statement will not stand up un- 
der close examination. The ship it- 


It may 


self is always under the control of 
the owner or his representative, the 
master, so there is little difference 
in mora! hazard between the ship at 
sea and the building on land. The 
moral hazard with respect to the 
cargo of a ship and the contents of 
a building is admittedly different. 

It is true the owner of property 
on shore, having the property in his 
control, may cause this property to 
be destroyed if his financial situa 
tion is precarious, but he stands a 
very real chance of being appre- 
hended and punished. It is equally 
true that when the economic situa 
tion deteriorates consignees of over 
seas shipments make many fraudu 
lent claims, sometimes in collusion 
with underwriters’ survey represent- 
atives in foreign ports. Such fraud 
is very difficult to detect. The ex- 
perience of marine underwriters fol- 
lowing any worldwide economic 
depression gives abundant evidence 
that the moral hazard, both at sea 
and on land, is much the same. Un- 
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Cash in Banks : 
Bonds at Amortized Value 
U. S. Government Bonds 
State Bonds 
Municipal Bonds 
Special Deposit 


Accrued interest on investments 


TOTAL ADMITTED ASSETS 


Reserve for unearned premiums 
Reserve for Income Tax 


Capital 
Surplus 


holders, as required by law. 


Ww. |. DILLON 
Executive Vice-President 


JACK E. HANKISON 
Vice-President and General Counsel 


L. 6. HANKISON 
Vice-President 


GEO. J. LOVE 
Secretary-Trecsurer 





FINANCIAL STATEMENT DECEMBER 31, 1952 
ASSETS 


Premiums in course of collection less than 90 days 
Reinsurance due and in transit on paid losses 


LIABILITIES 


Reserve for claims in process of adjustment 
Reserve for taxes and other Expenses Accrued 


Balances due other companies for reinsurance 


Surplus as regards policy holders 
Total Liabilities, Capital and Surplus 


Bonds carried at $593,931.97 in the above statement are 
deposited with various states, for the protection of policy 


OFFICERS 
OTTO L. HANKISON, President 


Specializing in the writing of Bodily Injur 
Property Damage Coverage on Long Haul Trucking Risks. 


$1,061 ,705.00 


1,392,676.72 
76,767.55 
134,602.15  1,604,046.42 
4,000.00 
357,404.58 
21,769.75 
7,986.60 


$3,056,912.35 


$1,369,657.51 
445,664.76 
96,419.71 
53,814.74 
151,825.65 
$500,000.00 
439,529.98 


939,529.98 
$3,056,912.35 


D. L. MAHER 
Special Representative 
and 


Sefety Engineering Dep’ 
M. E. RODNEY 
Manager, Underwriting Dept 

J. METZGER BENSON 

Manager, Claims Dept 

Cc. W. IDARIUS, JR 
Ciaims Attorney 


Manager 


and 








derwriters everywhere are dealing 
with human nature at a time when 
it is under a certain amount of stress 
due to a loss having happened either 
physically to the property or fi- 
nancially with respect to the prop- 
erty to which the insurance relates. 

If, then, there is what appears to 
be a simple solution to the problem 
of writing all risks policies for the 
insurance of buildings and their con- 
tents on land, why are not such 
policies available and why do the 


companies not insist that the assured 
in class one, as outlined above, buy 
such a policy and thus have adequate 
protection for what, to the majority 
in that group, represents their whole 
capital. 

There is a variety of reasons. Per 
haps the first and most important 
is that the insurance business in the 
United States, with respect to the 
insurance of property on land, did 
not develop that way. The law of 

(Continued on the next page) 








Multiple Line—Continued 

inertia is a powerful force. A sys 
tem that has produced good profits 
and that has given a fair measure 
of protection to the assured is not 
lightly abandoned. To blend into a 
single policy hazards that presently 
are classified 
rated by 
ject to 
brings the problem into direct con 
flict 


as fire and casualty, 
different bureaus and sub 
scales, 


vary Ing commission 


with vested rights of bureaus 





2 BOOSTS 


tm Agents’ Profits 


First, we picture the vital need of 
your service - - in fact, our en- 
tire national advertising is built 
around telling the public why they 


should see more of the local agent. 


Second, we help you cut the costs 
of running your office - - by dig- 
ging up facts through our Agency 
Management Service Department 
---and passing along this office 
management information through 
our large staff of fieldmen. For 


information write to.. 








W “PHOENIX 
CONNECTICUT 


GROUP OF INSURANCE COMPANIES 
The Phoenix Insurance Co. 

The Connecticut Fire Insurance Co. 
Equitable Fire & Marine Insurance Co. 
Minneapolis Fire & Marine Insurance Co, 
The Central States Fire Insurance Co. 
Atlantic Fire Insurance Co. 

Great Eastern Fire Insurance Co. 

Reliance Insurance Co. of Canada 

Executive Offices 

52 Woodland St., Hartford 15, Connecticut 


TIME TRIED AND FIRE TESTED 


and of agents. Varying state laws 
make uniform practices difficult. To 
be successful the method of issuance 
of all-risks policies should be rela- 
tively uniform in all of the states. 
\dd to these various difficulties the 
human difficulty of asking people to 
change methods that are 


and profitable, 


customary 
and a situation 1s 
presented, he solution of which re 
quires the wisdom of a Solomon 
Che automobile did not start as 
that 


It is the consummation 


the beautiful efficient vehicle 
it Is today 
of Imagination, of research, of trial 
More than that, 


quired patience and courage to face 


ind error it re 
the many seemingly insuperable diffi 
culties that hindered until a solution 
appeared rhe same procedure 1s 
in the insurance busi 
United States 


Multiple line legislation has cleared 


taking place 
ness in the today 
the way for a new insurance era in 
the United States. Many 
and vears will pass before there will 


months 


emerge satisfactory nationwide pol 
Much of the delay will be due 
to the lack of research in the insur 


icies. 


ance business which is the order of 
The best 
minds in the insurance business are 
so tied down by the minutia of the 
work that they little 
time, with cleared desks and open 


the day in industrial life 


day's have 


minds, to give the future develop 


ment of the insurance business its 


rightful place. Committees meet; 
conventions are held: much talk goes 
on, but one wonders how much time 
research in an 


is devoted to pure 


endeavor to build a better insurance 
world 


» be continued) 


CIVIL DEFENSE 


OHN J. O'TOOLE, chairman of the 
National 
ance Agents fire safety and civil 
stated that 
a bit of the apathy of the 
\merican people in connection with 


\ssociation of Insur 
defense committee, has 
quite 


Civil Defense is due to the fact that 
there has been no way of protecting 
active volunteers in case of injury 
or death 
died through the cooperation of the 


Maryland Casualty Company which 


This has now been reme 


has issued a special policy to protect 


these workers at a very reasonable 


cost. Some cities have already cov- 


ered their volunteers. 


PLANNING KIT 


HE F. W. boDGE Corporation has 
"a aise a new sales device 
known as the “Planning Kit for Our 
New Home” whick will be sent free 
to families in the 37 Eastern states 
who have announced plans to build 
thei An $8,000 mint 
mum valuation 
without the ground has been set as 


own homes. 
for the house alone 


the criterion of inclusion in the list 
The kit sales litera 
ture of 


will contain 
who wish to contact 


The pieces will be 


firms 
such prospects 
filed within the kit for 
ence but will not be bound so that 
they may be taken out and studied 
This also allows for the 
flexibility as to 
the 


easy refer 


separately 
greatest possible 


what the advertiser into 
kit. Any shape or type of piece can 
be handled within an 8%” x 11” size 
limit. The piece can be changed to 


meet changing conditions and the 


puts 


names of those receiving it are avail 
able so that the advertiser can at 
range follow ups. 

Information on the planning kit 
can be obtained from the F. W. 
Dodge Corporation, 119 West 40th 


Street, New York 18, New York. 


DAMAGE SUITS 


N WHAT IS BELIEVED 
largest single award of its 


made by County judiciary of 
Los Angeles, Army veteran Vincent 
Jenn, 24, has been granted $265,000 
for trattic Phe car in which 
Jenn Jost, a 
senger, were driving collided with 


kind 


any 


injuries 


and Gerald G pas 


a Texas Company truck, which, al 


legedly without signaling, made a 


sudden left-turn. The driver of the 
truck, testified he did signal but ad 
have cut the corner 
skull fracture, 


mitted he may 

Jenn’s injuries—a 
multiple contusions, and permanent 
brain lesions, resulted in paralysis 
of his right side and mental regres 
sion to that of a nine-year old child 
(serald Jost was awarded $15,000 

In a similar record-breaking vein, 
Mrs. Harold R 
the largest suits ever filed in Eliza 
beth, N. J., asked $1,575,000 for the 
honeymoon death of 
during a plane crash. For injuries 
to herself, the plaintiff asked another 
$160,000 


Defiore, in one of 


her husband 
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Globe and Rutgers Fire Insurance Company 


FINANCIAL STATEMENT AS AT DECEMBER 31, 1952 


ADMITTED ASSETS 
*Bonds—United States Government 
*Bonds—All Other 
*Stocks (Includes Subsidiary Companies at $6,212,231. 44) 
Cash on Hand and in Banks 
Premium Balances (Less Ceded Reinsurance Balances) 
Interest Due and Accrued 
Other Admitted Assets 


LIABILITIES 
Reserve for Losses and Loss Expenses $ 2,217,172.04 
Reserve for Unearned Premiums 7 ,856,980.47 
Reserve for Expenses, Taxes y yy! $153,933.79 Federal Income Taxes) 
anc Contingent Commissions Due or Accrued 503,725.69 
Punds Held under Reinsurance Treaties 1,340,486.07 
Reserve for al’ other Liabilities and Items 187,604.43 


$12,105,968.70 
comes Stock: 

+$4.64 Prior Preferred Stock (27,600 shares 

$15.00 Par Value) $ 414,000.00 

$5.00 Convertible Second Preferred Stock 

(6,879 shares $15.00 Par Value) 103,185.00 

Common Stock (253,732.4 shares $5.00 Par 

Value) 1,268,662.00 $ 1,785,847.00 


§$Reserved Surplus 48,1 
Surplus 11,247, O40. 70 13,081,040.70 


$25,187,009.40 
POLICYHOLDERS’ SURPLUS $13,081,040.70 ———_—_ 
* Bonds and Stocks are carried on the basis prescribed by the Insurance Department of the 
State of New York. If actual December 31, 1952 market quotations for all except insurance 
“ ‘ cr had been used (such insurance stocks being taken at statutory values as at December 
$52, with portfolios adjusted to market) the Policyholders’ Surplus would be 
$12,881, 542. -32. Securities carried herein at $280,855.85 are deposited with State Department 
law 
upon redemption at Company's option or upon voluntary liquidatio to $105 per 
with successive reductions of $1.00 per share on June 1, 1953, June 1, 1955, June 1, 1957 
June 1, 1959 oath instance plus accrued dividends; otherwise entitled to $100 per 
slus accrued Sividenda 

t Entitled upon redemption at Company's option or upon voluntary liqui ation to $105 per 
share plus accrued dividends; otherwise entitled to $100 per share plus accrued dividend 
Each share convertible at any time into four and four-tenths shares of Common Stock at the 
of the holder, except such shares as have been called for redemption, in which event 
onversion privilege shall cease on the redemption date or not more than ten days prior 


§ Provision for increase in par value of capital stock which would result from the exercise of 
conversion privileges of all Couvertits le Second Preferred Stock outstanding 


HOME OFFICE, 111 WILLIAM STREET, NEW YORK 38, N. Y. 





AMERICAN HOME FIRE ASSURANCE COMPANY 


FINANCIAL STATEMENT AS AT DECEMBER 31, 1952 


ADMITTED ASSETS 


*Bonds—United States Government $1,026,415.*8 
*Bonds—aAll Other 829, 
*Stocks 

Cash on Hand and in Banks 

Premium Balances (Less Ceded Reinsurance Balances) 

Interest Due and Accrued 

Other Admitted Assets 


$7,107,719.75 
LIABILITIES —— 
Reserve for Losses and Loss Expenses oT $ 287,714.61 
Reserve for Unearned Premiums 1,909,300.57 
Reserve for Expenses, Taxes (Including = ahaeetd Pederal Income = 

and Contingent Commissions Due or Accru 127,629.52 
Punds held under Reinsurance Treaties ‘ 285, 
Reserve for all other Liabilities ona Items 16, {010.35 


"$2,625,680.95 
Capital Stock (100,000 shares $10.00 Par Value) 
Surplus 


$7,107,719.75 

POLICYHOLDERS’ SURPLUS $4,482,038.80 ~— 

* Bonds and Stocks are carried on the basis prescribed by the Insurance Department of the 

State of New York. If actual December 31, 1952 market quotations had t en used, the Policy 

holders’ Surplus would be $4,445,679.28. Securities carried herein at $265 5.85 are deposited 
with State Departments as required by law 


HOME OFFICE, 111 WILLIAM STREET, NEW YORK 38, N. Y. 
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Furriers’ Customers—trom page 42 

c. The value stated on the receipt 
shall also be stated to be the limit of 
the named insured’s liability 

d. The provisions of the receipt 
shall insure to the benefit of the in- 
surance company. (This appears to 
be surplusage. ) 

e. The provisions of the receipt shall 
kind or amount the 
the policy 
(The policy referred to is already 
much broader than the receipt. The 
furrier has no authority to bind the 
Should the customer elect 


not extend in 


insurance provided by 


company 
to claim under the basic policy she 
would necessarily be bound by all of 
its terms and conditions. ) 
f. The receipt 

any temporary receipt given by the 


storage supersedes 


name insured 


Judicial Review 


Now let us see what happens to 
mandatory provisions when 
subjected to judicial re- 


these 
they are 
Condition 1-b came before the 
York courts in Howard 7 


Bros (107 NYS (2d) 


view 
New 
Handler 
749) 
The fur storage receipt virtually 
quoted condition 1l-b verbatim and 
in construing this section the court 
and limitation are 
co-extensive. We 
regard the kind of 
and 


said: “Insurance 
made to 
must, therefore, 
which is insured 
strictly comfine the limitation of lia 
bility to such The only 
which appears to be insured, or in- 
the wording 


appear 
loss against, 
loss 


surable. according to 


of the conditions of the agreement, 
is loss by fire or theft.” 

On the other hand we have the 
that went up to the 
Court of Appeals from Chicago. In 
this case the furrier did not follow 
the script and his storage receipt 
provided: “It is further understood 
and agreed that the above valuation 
placed upon the articles herein men 
tioned are hereby accepted and rati 
fied by the owner, and are binding 
upon him, as well as ourselves, and 
our liability shall in no event exceed 
the amount of such valuation in case 
of any loss or damage—including 
our own negligence, and the adjust 


Schoen case 


ment of any loss shall be made on 
the the valuation stated 
herein.” 


basis of 


The court noted that there was a 
variation in the storage charge, de 
pendent upon the declared value, 
thus providing a valid considera 
tion for the limitation of liability 
and the judgment for $100 rendered 
in the lower court was sustained 


Necessary Provisions 


From my review of the cases on 
hbailments I believe that the under 
writer should carefully review the 
storage contracts used by his in 
sured and insist upon their contain 
ing the following provisions: 


1. That the furrier be authorized to 
store or process the garments at any 
warehouse or plant selected by him 
2. That the furriers’ liability be lim 
ited to the valuation stated in the 
receipt 


SERVING THE MIDDLE WEST... 


WITH COMPLETE UNDERWRITING FACILITIES FOR 
e@ CASUALTY 


@ FIRE 


AND 


@ ALLIED LINES 


PLUS A BROAD CLAIMS POLICY, UNSURPASSED 
FOR PROMPTNESS AND FAIRNESS 


UTILITIES 


INSURANCE 


COMPANY 
315 Pine St., St. Louis 2 


the charge lor storage he 
the 


right on the face 


3. That 


contingent declared valu 


upon 
ation and so state 
of the receipt. 

4. That the limitation of liability be 
extended to all loss including the 
furriers’ own negligenc 
5. That 

customer's account is 
risks subject to the 


tions, and limitations of the 


{ 


insurance ettect 

against all 
terms, condi 
furriers’ 


customers poli f 


Since there is not much that we 
as individuals can do toward break 
ing up the crime syndicates operat 
ing | cities, | 
that we attack this problem by solicit 
ing the help of the fur industry. It 


needs us and we need it 


our larger suggest 


go up, sales 


sur 


ance rates 


lecl | l 
aecime and Iv orm 


will be increased by the 


¢ 


miums that will have to | 
turriers can help us by 
closer attention to the 
praisals; (2) giving full 
descriptions 
the 


plac ing identifying 


complete 
volved garments in 
(3) by 
and numbers the 
more valuable garment 
We can help the fi 
ing upon a uniforn 
age receipt that 
court and elimir 
contingent liability 
of adverse decisions excess 
liability 
added protection, but mz 
do not 
tional 
should increase the 
spread the ris] 
The thoughts tl 


sented will not cure 


legal endorsen is an 
furri 1 
Addi 


lines 


carry this covet ive 


education along these 
volume 


fur classification, but 


suggestions that ma 


CITIES DROP COVERAGE 


REPORT OF THI 
City Managers’ 


that one 
California cities has 


veals out 


habilitvy insurance 


sons given are im 
rates and cancel 


City officials may 


which would limit thei 

itv and are 

reciprocal 

other 

News 
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lime has pros ed there's no substitute for sound management, a basically 
conservative policy, and a down-to-earth friendly and helpful 


attitude towards our clients. 


Nor is there any substitute for mutual faith—and it’s this confidence in one 
another that has made the 70 years since 1883 pleasant and successful for 


both Dubuque and you. our agents. 


We have sincerely tried our best to serve you. A look at our 70-year record 
justifies our confidence that the year 2053 will find Dubuque sei// growing 
steadily—and, who knows, perhaps sharing the problems your 


great-great-grandson brings to us! 


We want to thank you for the important part you've played in our 
history ... for vour belief in our basic heart-of- America thinking. 
Won't you write us soon about your plans and problems? 


We want to continue to be of genuine service to you. 











<@ TBD OURTIRE & MARINE, 
" Bosorunee Gooey, — 
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GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 





GENERAL REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1952 


ASSETS 
Cash in Banks and Office $ 3.038,955.09 
Investments: 
United States Govern- 
ment Bonds 
Other Bonds 
North Star Reinsurance 
Corporation Stock 
Other Preferred Stocks 1,1 70,450.00 
Other Common Stocks — 12,557,665.07 
Potal 67,631,892.14 
Premium Balances in Course of Collection 
(not over 90 days due) 


$23.463,528.94 
17,510,791.20 


9,929, 456.93 


1.304,278.44 
Reinsurance Recoverable on Loss Pay- 
ments 27,000.51 
Accrued Interest 237,167.35 
Other Admitted Assets ns 762.34 
Total Admitted Assets $72.810,096.47 


LIABILITIES 


Reserve for Claims and Claim Expenses. $31,544.877.00 
10.255.066.00 
2,625,211.93 


Reserve for Unearned Premiums 
Funds Held under Reinsurance Treaties 
Reserve for Commissions, Taxes and 

Other Liabilities 1.850,328.05 
S 5.500,000.00 

21,.064.613.49 


Capital 
Surplus 
Surplus to Polieyholders 26.564,013.49 

Potal $72,810,090.47 


Bonds and stocks owned are valued in accordance with the 
requirements of the National Association of Insurance Com 
missioners. If bonds and stocks owned, including those 
owned by aftiliates, were valued at December 31, 1952 
market quotations, Surplus to Policvholders would be 
$26.469.810.64 

Securities carried at $6409,746.58 in the above statement 


are deposited as required by law 


Casualty + Fidelity + 
Accident & Health 


Surety 





NORTH STAR REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1952 
ASSETS 
Cash in Banks and Office $= 2.569,596.51 


Investments 
Lnited States Govern- 
ment Bond- $12,4131.025.96 
Other Bonds 7,539,564.29 
Preferred Stocks $,404,350.00 
Common Stocks 2,628,925.00 
Total sit 26,003,865.25 
Premium Balances in Course of Collection 
not over 90 davs due 1.881,913.16 
Reinsurance Recoverable on Loss Pay- 
ments $46.718.16 
Accrued Interest 88.862.51 
Other Admitted Assets $07,078.5: 


Total Admitted Assets .198,064.12 


LIABILITIES 
Jl A54.00 
5.291.770.00 


99 B83 45 


Reserve for Claims and Claim Expenses 

Reserve for Ll nearned Premiums 

Funds Held under Reinsurance Treaties 

Reserve for Commissions, Taxes and 
Other Liabilities 128,401.24 

$1.300,000.00 

$.661.155.43 


( apital 
Surplus 


Surplus to Poles holders ».961.155.43 


Potal $31,198.664.12 


Bonds and stocks owned are valued in accordance th the 


requirements of the National Association of Insuran 
nissioners. If bonds and stocks owned I 
December 31, 1952 market quotations, Sury 


olders would be $9.939.809.39 


Securities carried at $666.522.15 in the 


deposited as required by la 


Fire . Inland Marine 


Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, NEW YORK 
Vidwestern Department: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO. 











